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PLANS FOR 1920 


The birth of a new vear brings with it the most oppor- 
tune time to make resolutions. It is worth while, because 
it stimulates thinking. But resolutions without determi- 


nation are useless. "There must be a confirmed attitude of 


mind even before plans are considered. Unless determi- 
nation is recognized as a fundamental principle of success, 
achievement can never be great. 

If you have stood still in past vears, make 1920 your 
vear to progress. Once started, the years following will 
be better and better. Greater success follows in the wake 
of success. 

Your mind produces only to the extent that you use 
it. It is simply a piece of machinery. Maybe it’s not op- 
erating as it should. Feed it with the fuel of determina- 
tion! Lubricate it with the oil of enthusiasm! Accelerate 
it with concentrated energy! Then watch results! 

Don't follow the lines of least resistance in 1920. If 
you're ina rut, get out of it. You know you don’t belong 
there, so why remain’ Blaze your own trail. Aim at 
something definite. Get on your mark and get set at the 
same time. Then go—and keep going. Don't let tem- 
porary setbacks discourage you permanently. Victory 
is much sweeter after the fluctuating battle. 

There are many plans in this issue of “Domestic Kngi- 
neering’ to help you in 1920.) But you must also help 
vourself. Be courageous—have determination. Make 
“LT Will Plan” your motto in 1920. 











PLAN HEATING BUSINESS éy 
RE-BUILDING 


Increased Comfort of Emploves Brings Satisfaction and Interests 
Executives More Than Money Saving. A Good Argument to 
Use in Developing Business in Present Dificult Labor Situation 


a eee 


By William Hutton 


on OF You vive us a story telling how some line that We hnever forget that Opening for protitable busimess 

ful iness you have been more than ordinarily Right in the town there was a better and more profitable 
A soceduatial in was developed, how the business lield. The industries of the town are varied and the 
was closed up and how the work was done?’” said the factories have grown up from small beginnings. And 


they show it in their buildings and arrangement. 


editor. Can we: Why, certainly, only it would necessitate 
Of course, to anyone who has seen modern factories, 


the writing of seven or eight chapters to tell it right 


\nd [pe rha Ss nobody would read if But here IS OTe tanned to secure the 
| | 
all old factory, burlt wing upon wing, an additional story 


here and a new building there, seems dismal and not at 
all conducive to the best efforts of those who work in it. 

\nd so the opportunity for new business seemed good 
and a list of the men who might be interested in improv- 


utmost in efficiency of their employes, 


moderately short tale which hits the high spots at least 
lt is about a perfectly obvious line of business which prob 
ably has been worked to the Ihmit by many readers of 
“Domestic Engineering,” but which apparently had not 


in our town until | determined to go after it 


























































































































Our town is one of a very common type. It is a manu ing conditions was made. To this list was sent a series 
facturing town with a farming community or two to draw of carefully written letters, not circulars, for these cer- 
upon for outside business. The farms are mostly small tainly would have been thrown out without reading 
and not very profitable, but there is a good sprinkling of lirst of all, we took the matter of providing up-to-date 
summer homes which at one time were farm houses. wash rooms and toilet rooms. We pointed out the saving 
Kach year sees one or more farms sold to wealthy city folks. in time which might be effected by the provision of toilet 
Each year sees one or two jobs for the plumbers, masons rooms located properly and in sufhcient number. The 
and carpenters, but unfortunately it also means just a few advantage of having a well-equipped wash room and hav- 
more acres going back to an unproductive state. All the ing drinking fountains conveniently situated, formed the 
business that comes from the farming and summering subject of another letter. Business of a sort resulted, 
community is eagerly sought for. The manufacturers of hut not to the extent we hoped for. We had not struck 
prurtyips and other country plumbing equipment see fo it the right keynote. We preached “efficiency” and ap- 
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parently the management in cach case was satistied that suspected that the equipment ot the place was none too 
: they had it already. good, so far as heating or plumbing was concerned. I had 
Then we took up the matter of heating and preached no definite information, but I thought | could find out, so 
saving. Again we got a little response, but not a great | stopped and asked to see the president and general man 
; deal A tew dollars more or less saved on the coal bill ARCT, a pleasant and easily approached rill 
| did not make a great deal of difference in the dividends. “What is the idea for all the decorations on your build 
Che outlay of several hundred dollars to secure a saving ings?’ | asked him. “Why all the teathers and plume 
of even 50 per cent of the outlay did not meet with hearty along the roots and around the walls’ Ot cou hie 
response when suggested. Was surprised at the question and | retused to enlighten 
A War-Time Opportunity. him until he had consented to put on his coat and come 
Then came the war, and the rush of men and women outside to inspect the plumes and teathet “Why, he 
to the munition centers. And difficulty in keeping em- said, “is that what you meant Just these steam pipes?’ 
ployes even when wages were raised. And also came our “Yes,” | answered, “just these; plumes and teathers way 
opportunity. We could make the workers contented when ing dollar sign Dollars going to waste and coal that 
they were provided with the sanitary conveniences we had vou can't afford to burn blowing off imto the air without 
been urging their employers to adopt for several years. the slightest need of it.” We went back to his office and 
We could make them better satisfied to remain when | told him what the cost of a pound ¢ te ounted 
their work rooms were heated to a comfortable tempera to, what a pound Of stean would do HO] 
ture and the smoke and fumes they had been breathing properly used, how many pounds ot steam trom h 
for vears had been removed as produced, by proper ven haust pipe was going to waste when it ought to be heat 
tilating equipment. And to back up the “comfort” argu ing the factory or some of his manutacturing equipm 
ment came the actual necessity of conserving every pound \nd I got attention such as I could not get betor 
of fuel possible in order to keep running. \nd so we (Mr. Editor, that will have to serve as an ilustratio 
got real attention at last and our earlier work gave u of how we got some profitable Pursine utter at had be 
just the lead we wanted. developed—either by our work or by tl 
lleating work has been a good business, developed be Naser 
cause it became apparent to those we were after, that Description of Factory. 
they must of necessity consider improvements. We have Hhis factory is engaged m= the manutactus 1 edge 
improved the heating systems in a considerable number tools such as chisels and other carpenters’ tool it 
of the local factories and hope in time to improve the rest. heated by live steam at the time ot my visit because the 
\nd we have done what we have done methodically so radiators and coils were so badly placed and so inexpertl 
that if our full recommendations are carried out eventually, connected that exhaust steam would not heat them \nd 


the entire systems will be really efticre nf and there will the plumes and feathe TS that took Tile 17) Callie trom nit 


be no need to go back on what we already have done to return ends of these cols and radiators, through small 


. - “ ° ! é 1 . 
make these units part of an efficient whole. valves kept partly open to allow the condensation to 
|! am not sure that this meets the editor's ideas as to escape. And, of course, as the rooms became warm tl 
the development part of the Story. It seems to me that condensation became less and live steam, expen 
the development just “developed,” but we gave it a little sively produced trom high-prteed coal, was Ko 
help hlown out to heat the whole outdoors AS 
Business Easily Secured. Now look at the plan which accom A 
Securing the business was easy enough—after we got pamies this story and you will se AZ OS \ 
; . . — a 1 ae - a \ 
attention. But not until, as has been said, conditions arose that the building, not avery Pt x \ 
; fan : Md \¥ \ 
to make the need really apparent. However, here is how large one as factories go, 1s “7 \ 
; ' ; R SY Lt : 
one job came in. I was passing a factory one day when PM a 2 K\\A y 
one : 3 ie “or \ 4a KF 
the thermometer was hovering around the zero mark. /] ya a. et 
vs v oP “ 4" 
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} MOMENTIC ENGINEERING January 10, 
the existing system which would be right in Ine with a Then when the coils were rebuilt we fitted thermostatic 
vacuum system even if it had to be constructed over several return line valves and carried the lines to the rear of the 
vears’ time. And as L expected, we were instructed to go fat building where they at present discharge to a drain. The 
ugh to make the system work with exhaust steam, but full plan called tor carrying these lines to a main return 
complished 1 ur desire to carry the thing connecting with a vacuum pump, finally discharging back 
hr oh ? t TY? , ¢ ent stave vhere Ve would have heel tC the bouler. byiit as has heen remarked. this part ot the 
turning hot water to the boilers and reducing the ba work was not carried out at the time. 
' sure on the engine to the minimum was not gratife This 10b cannot very well serve as an example in pro- 
t was decided to postpone installing the pump and return portions of piping, because it would have been necessary 
nes for the time being. But we are sure it will come to take out the whole of the plant and rebuild it in order 
soon to secure a well-balanced job Theretore, I have not 
Analyzing The System. marked all of the pipe sizes on the plans. It 1s offered 
Returning to the p! il what we tound was this All the mere ly as aft example Ol making the most ot things and 
ver ivging. Many of them had the returns con- thereby earning an honest dollar and saving more than 
ct | Th, +} ’ a ; ir 1¢1 11) Se rrye coils Was was ‘ arned for the customer 
eld up by 1 ste backing up trom others Water lf anyone ts interested enough to tollow the plan care- 
lodged im all of the retu lines as well as in the coils so fully he may easily see that the work could be improved 
? if thy engomeet had © spend in hour or more each cold nd he mav t nd if profitable to tigure out how. | would 
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rouing blowimg out the coils with live steam, sometimes d t myself for the pleasure of it if | was not obliged to 
thawing out ice in the low spots, before he got heat tlhe around after more jobs otf the same character, 


through them in any appreciable amount, 


Our job was to rebuild the coils and remodel the piping 
stem First of all, we estimated the heat losses from 
the various rooms and checked up the heating surface 


found than was 
We changed the loca- 
of some, taking down ceiling coils and erecting them 
We the the 100- 
horsepower engine which supplemented the water power 
water to 


ly 


others tar 


some rooms we mo;re 


in 


the 1 


use. 


in cele! little. 


nicce SSal £ 


tion 


mn the walls. found that exhaust from 


when there was plenty of 


vas sufficient, even 
drive the turbine, to heat the whole factory comfortably, 
nd we planned the piping accordingly. 


No Heat Required In Some Places. 
In the forge and tempering rooms no heat was required 


is the manufacturing operations conducted there provided 


more than sufficient heat to warm the rooms in the most 
severe weather. In the other departments there was a 
total of about 2,250 square feet of radiation and with the 


xposed piping, some 3,100 square feet of surface condens 


ing steam. Allowing a heat emission of 300 B. t. u. per 
foot 


30,000 B. t. u 


surface, this gave a total requirement of 
Assum- 


square ot 
per hour of 930 pounds of steam. 
vyovernor, Was 
the 


of 


which had a throttling 
of 
amount 


ino that the engine, 


0) horsepower most tiie (and 
this 
required from the engine ) there would be available some 


than 


developing about 


when water is plentiful about power 1s 


»400 pounds of steam per hour, far more enough 


to heat the entire plant. . 
Rebuilding the Equipment. 


Of course, we could not tear the whole system to pieces, 


ut we rebuilt as much of it as was found absolutely 
necessary. Larger branches were carried to some of the 
oils and the main pipe trom the back pressure valve was 
increased to 4-inch diameter The exhaust trom a steam 


compressor was also turned into the main, a separator 1n- 


stalled in the line, a by-pass with a pressure reducing 


valve cut into a tee so that live steam could be used when 


the engine is not running and the feed water heater put 
Into proper repair. 


Sut there has been an abundance of heat and it never 
has been necessary to use live steam excepting when the 
There has been no lost time in the 


radiator drains properly. 


engine has been still 
nornings, for coil and 


\e are informed that a coal saving is apparent, although 


every 


the exact amount ts not known owing to lack of means of 
comparing costs with variation in the amount of power 
ised at different 

The main point is that the saving effected bulks less 


seasons. 


in the opinion of the management than the satisfaction 
expressed by the employes. And that counts for a great 


deal these days. 


How to Make the Repair Department “Pay.” 

\ plan that “has” made money for us. When 

«a telephone call the inquiry 
.’ “how much will you charge to connect a stove?’ 
my bath- 


we get 


and party makes “in this 


> 


or “how much will you charge to fix a leak in 


room, it will only take five minutes?” or “how much do 


you charge per hour for a man to repair my house sewer, 


its all stopped up’” Immediately we get such inquiries 


we beg to be excused and do not make any quotation 
whatsoever as we are too busy to attend to this work it 
we had the order given us \nd after the inquiry 1s 
made in any manner as above which indicates any quib- 
bling about the price we positively will not write down 


any order or waste time of our men calling in reference 


to any work for such people. 


Consequently the other man does the work for those 
kind of people and we keep busy giving excellent service 
and reasonable charges for a regular line of customers 


who “telephone or write us the order depending upon us 
to do what is just and reasonable.” 
Try this plan fer two months and you will stick to it 


forever. Keep busy working for people who trust you to 


make the charge right and are satisfied if you give 
prompt, efhcient service at moderate charges. 
\lbert S. Hutt, 
Augusta, (aa. 





The NECESSITY of @ PROSPECT LIST 
in DEVELOPING GAS WATER 
EATER BUSINESS 





by FF. A. Lemke 
\ UCCESS in any business does not just happen. It | Get the make dy ' 
requires ability, tacilities and energy—plus planning irculars for letters, mathne foldet newspaper cuts and 
K The last mentioned ingredient or quality, planning pr 
is perhaps the most important. \bilitv, facilities and Learn the goods th ' 
energy even with the utmost of honesty and good inten d what they will do, t Lift ind 
tions added cannot be thoroughly productive without be prepared to 1 st 
plans that tell you what you want to accomplish, how ave 
you will accomplish it and when to do each thing that Establish co ed sell 
will produce successtul, profitable business The tore tell a customer what any heate tr 
yoing really applies to all goods, and is so important that Keep the ibiect) befor hat t 
it cannot be stated too often or too emphatically that esult tron 11 | 


You are not 1n hbusimess ror a da\ You keep trac} o 
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“Arrange a Clean and Attractive Display.”’ 


your business efforts in periods ofa year. Plans for sell- 
ing gas water heaters, like your plans for marketing other 
goods you handle, should be made for periods of a year. 
\n outline of our ideas shapes up about as follows: 

1. Decide to sell gas water heaters; decide to make a 
effort to 
month of the entire twelve. 


connected get all the business possible each 
2. Arrange a clean, attractive display, one you can get 
at to show and explain. 
3. Make up a list of prospects, not a mere list of names 
and addresses, but selected prospects with whom you can 
do business. 


s Confer with the representative of the company in 


your territory, have him assist you in making up all the 
foregoing and arrange with him to keep in touch with you 
at regular intervals and to give you constantly from time 
to time during the year, his personal advice and assistance 
[hese various points can be elaborated indefinitely, but 
there is just one thing about the foregoing that from our 
experience we feel it necessary in this article to emphasize. 
That one point is prospects. There is no use chasing 
phantoms, no use trying to get water out of a dry sponge 
It is the same way with prospects 
take the Citv dire torv or the 


If vou simply telephone 








4 DOMENTIC 
directory and list a miscellaneous lot of names and ad- 
dresses, you are lining up a lot of phantoms that are use- 
less to chase. Time spent chasing prospects by mail, by 


telephone, OT by pt rsonal calls, costs money and to the 


extent that the waste of useless effort can be eliminated 
\ prospect lst 1s worth while. 

ln some lines of business, prospects lists are made by 
personal calls to examine the equipment in a home, at 
hich time a summary of conditions existing 1s made. In 
the plumbing business, that is hardly practical. We sug- 
vest for plumbers, making up a list of prospects trom the 
city directory or telephone book \fter the list 1s made, 
each name should be checked up (aretul judgment 
hould be used to decide whethet ich man listed can 
ttord to buy an automatic water heater 

By consultation with the cit as SSO! t can be tound 
out whether each party listed ow home or 1s a 
rentes Vith a proper amount of circularizing it 1s pos 
ble to obtaim direct from each name on the list, intorma 
tion of whether they have an automatic water heater at 
the present time or not and in this way prune the hist 
mn to eliminate those not prospects. This can be done 


i circular letter signed by the merchandising plumber 
ind containing a return, stamped postal card for reply. 

lhere lh) Id bye it I ist two kinds ot vyater heatet pros- 
rect listed—one list should have people who cat 


tflord to purchase an automatic watet heater, have a home 


titable to} installation Or one, and the other should be 
‘if homes in which an instantaneous bath water heater 
suld he mstalled. or a COppe t con tank heater 


whi h class | should be takes into 


the layout of the home, whether the party 


Deciding im prospect 
consideration 
has water heater and if 
bought, could attord to operate it. Phe other list 


moderate homes, where there ts a range 


the money to buy an automat 


should 


include the more 
oiler installed and the people living in it could not afford 
This Ist 
there 1s hot 
tor in- 


to purchase or operate an automatic heater. 


should take in 


for 


those homes where no 


that 
heaters. 


, 
iisSoO 


and reason are prospects 


bath 
\ prospect list should decide several pots: 


water piping 


stantaneous wate 


the proper 


size and type of heater for each class of prospect should 
be noted on prospect cards. There should be a space 
provided tor giving the number and kind of plumbing 


fixtures installed in the home, the kind of water pressure, 
soft soft whether 
operated by hydraulic or 
there is return circulation in the home, whether the piping 


whether city or water, and if water, 


electric pump, whether or not 
modern or old style lead. 

lt is some work to make up such a prospect list as this. 
It saves 


you 


lt is work to begin with, but it saves in the end. 
that enables 


for other business, too 


provides information 
to make up a list 


(One company, with a carefully made up list of auto- 


lost motion. It 


prosper t 


matic water heater prospects, arranged for work during 
1919, sold 97 per cent of the parties on its list up to 
November Ist The other 3 per cent will surely be sold 


before December 31st. One hundred per cent! Surely re 
sults of that sort are worth some trouble. 

In closing this article, | would emphasize the value of 
co-operation of many kinds that can be secured from the 
water heater manufacturer. If you do not know of this, 
make sure you get full information from the manufacturer. 
Do not leave it, though, to the manufacturer to get results 
for you. Simply using him to assist you to co-operate 
with the efforts of the manufacturer, and planned effort 
for a year, such as described, will bring surprising results, 
surprising not merely from the volume standpoint, but 


from the standpoint of profit, too. 
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HOW PLUMBERS CAN DEVELOP MORE FARM 
BUSINESS. 


By P. C. McNulty. 


VERY plumber who gives thought to his business 
and that means most of them—knows that. th 
farm population of his county offers a desirable 


market tor plumbing supphies, if it can only be opened up 


Phe 


HUSINCSS as 


farmer buys liberally because his farm is a place ot 
home, so he buys more from the 
than the 
Not 


mxtures 


well a al 
who 


the 


does man in town 
this. 


because he 


yt \ it WW 


MUSINESS 


point 


tixtures tor his home. only but 


orde rs 
more has a 


the 


larmer actually needs 


and barn where city man usually has only a 


house 


| 
bOowuUse, 


\lso the farmer is generally regarded as good pay. 


lle usually pays cash for what he buys, or at most lets 
the bill run until his crop money comes in. So you do 
not have long waits for money. 

[hese points show the desirability of the farmer as a 


Che 


farmer be 


plumbing customer. next important question 1s 


llow can the placed in a position where he 


fixtures?” 


{ ) , 
<All { 


— 


se) plumbing 


Selling Water System First Step. 


Obviously the first thine to do 1s sell him a running 
water system. So the wise plumber will secure the local 
representation tor a good system, and in making his 
choice he must bear in mind the conditions of farm life 
and select a system which meets the farmer's needs. 

llaving secured the representation for a reliable sys 
tem and having assured yourself that the manufacturer ts 
prepared to give you proper sales and advertising co- 
operation, you are in a position to go after the tarm 
business. 

lt is not hard to secure. The days of “missionary” 
work are over and almost every farmer is now convinced 


of the need of a water system on his farm, In this you 


are receiving the constant assistance of farm paper edi 
tors, county agents and others who have made a serious 
study of modern tarming conditions. 

When you sell the farmer a water system you make 2 
profit on this sale of course, but that is only the begin- 
ning. You are opening a market for many other sales. 


Che then 
bathtubs, sinks, toilets, faucets, barn fountains, pipe. 


farmer becomes an immediate prospect fot 

This almost unlimited market is well worth going after 
It’s writing a few letters to farmers. It’s 
the Any master plumber 
can make more money in a day’s selling through the 
county than he can in three days hard work at the plumb 
better than 


their 


worth worth 


making a trip into country. 


white collar overalls 


Many 


scientious anxiety to give service to customers already 


ing business. A pays 


and always has. plumbers, through con 


in the house, find it hard to believe this, but you can 
prove it by spending one day among farmer prospects. 
There is a big chance here for one plumber in a town 
to Che 
don't go after it it will eventually dribble in anyhow be 
But the 
you to 


of its own accord and be divided piece-meal among all 


double his business. business is there; if you 


cause fresh running water is a real farm need. 


question is, do want this business to come town 


the plumbers, or are you willing to reach out now and 


control the lion’s share of the farm trade in your com- 


munity? 

Actual experience of plumbers who have adopted the 
aggressive plan shows that it has paid them many times 
over for the small amount of time expended. 


Se ae 








MAKING a SUCCESS SELLING 
VACUUM CLEANERS 


Daughter of Peoria Master Plumber Speaks from Six 
Years’ Experience Handling This Profitable Specialty 


By Miss May McLoughlin 


ot the McLou vilin Rose C0., Peorta, Lili. 


UCH has been written 
of late on the subject 
of the “side line” for 
the master plumber, and as | 
have been asked regarding the 
experience [| have had in this 
connection, it may be worth 
something to those who are 
considering the taking on of a 
good “side line” to know what 
success I have had. 
[ had not been connected 
with the plumbing business 
very long until | soon realized 


that in order to atford a shop 





and display room in a reason- 
ably good location, some addi- 


Miss May McLoughlin. 


tional office or shop work was 
really necessary to help cut down the running expenses 
Cutting Down Office Expenses. 

Nothing very attractive offered itself at that time, but I 
had the opportunity to handle the downtown agency for a 
local coal concern, and I handled that for about two years, 
and it helped in cutting down the office expenses, at least. 

In the meantime, we had been called on to install a few 
vacuum cleaner jobs, and I soon realized the possibilities of 
such a specialty as a good “side line” with the plumbing. 
After investigating the various makes of vacuum cleaners on 
the market, we decided on the machine we would be inter- 


ested in handling, and [I succeeded in arranging with the 
dealer for this territory, to take care of his ofhce in our 
place ot business, so that I could give time to the new line. 
In this way I soon learned that this branch of the business 
was worth my whole time and attention, and I gave up the 
coal agency altogether, and contracted to take over the 
distributing of these machines in this territory. With a good 
assistant in the office, we were able to work the vacuum cleaner 
business as a “side line” with the plumbing. 
Piping Work Profitable. 
Regardless of the fact that I had not had any previous sales 
experience, | went after the contracts, and was successful in 
bringing in enough piping jobs to the shop, to make it a good 


paying side line.” Some of the jobs were for only one or 
two risers, while the larger installations called for as many 
as five or six risers and several stories high. 

It was not an easy matter to get these contracts, as eariy 
in my experience cleaners were not specified by architects, as 


they are now. However, having the exclusive handling of the 


best machine on the market made it worth the time and hard 
work, as our long list of enthusiastic user will wernt 

Later, | realized that we could just as well handle t mall 
electri portabl cleaners long WW th Ou Ciicl il lana } «| iWe 


Vears ave 


[ secured the distributing of thr portable 


mt this territory, which line is manufactured by the sam 
company, and in which we have built up a very nice business 
Small Cleaners Good Side Line. 

These small ¢leaners make a very satisfactory ide dine 
tor the plumber, as the ordinary plumber’s display room | 
be micely arranged for a small stock of these machines te 
make an attractive display, and such an apphanee does not 


take up much window space either. 


In the small cleaner department, we have 


machines set aside for rental purposes and these are rented 
out by day or half-day, as the case may be. It 1s a good 
ad for the machine and brings some additional sales 


We also have a large cleaner installed for rue cleaning 


f 
and while this may not be of interest to the average plumber 
in the specializing of vacuum cleaner work, it work nicely 
with the sales of cleaners, and takes care of mat lls we 


receive, 


awe 
ry 


He 
i. é 

a .~ : 7 

a é 


- 
. 





The plumber is naturally looked to as a mechanic and as 
authority on matters of sanitation and sanitary appliances, 
and has that advantage if he will use it in the selling of any 
sanitary specialty. If he is interested, and can get hold of 
the right machines, I can surely recommend the vacuum 
cleaner as a good “side line” with the plumbing business. 





ARE YOU GOING to LET the OTHER 
FELLOW GET the SHOWER BUSINESS: 


) 


Adopt the Slogan “A Four-Piece Bath Room” —_ Be 


Persevering—U nique Window Display Attracts Attention 


By A. V. Gemmill 


Hil most abundant thing oom thie world 3 hind wiht very tub that 1 installed should have a shower over 

Che most precious thing ts toresight Chink of the if Do not pass up this opportunity. If you cannot sell 
housands, ves millions, of people, who say: “If | i shower with the cheaper installations you should be 

had « y done so and so.” Yet these same people, whil doubly insistent on selling one with every “built-in” tub. 
they are pining Ve lost chances may be overlooking Many manutacturers make their built-in tub fixtures with 
a shower can be very conveniently in- 


opportu! wics ahead that are equally as cood by Pass valve s SO) 
stalled above and connected up to the bath fixtures. 





One very luable field ahead tor the plumber 1s the 


y 


~ 


a™ 2 


_ etssn) 
if 


ae 





When the Negro Took a Shower, 


shower bath business. This is practically a new field and 


is rich for the plumber who has the instinct of a merchant 
as well as a contractor. 

To the plumber who is anxious to be a leader and not a 
tollower, here are some suggestions: 

Adopt the slogan 

“A FOUR-PIECE BATH ROOM.” 

No bath room is complete without a shower, so why 
should a plumber be any more negligent about recom- 
mending or urging the installation of a shower than he 
would be about the tub, lavatory or closet. Always add 


the fourth tixture—a shower 





Y Aath at As 
iM hed ow! thet 
eli ') abr fe @ 
et om vy org 
FOLD tae RE wap aces ats | 
RORR i Tea OLS) mee 
+ Gat (008 an ee) ee eaes 


‘twas the Talk of the Hour 


Sell Yourself First. 

An apologetic attitude should not be assumed when sug- 
vesting a shower to a customer or prospect. You must 
first be sold on a subject yourself before you can effectively 

& 


influence others to buy. 

When selling showers to house owners there may be a 
certain amount of indifference to showers on the part of 
some owners, but the plumber should be prepared for this, 
and not accept it as a serious obstacle. Nearly everything 
that is now in general use, such as the automobile, vacuum 
cleaner, electric washer, etc., was at first looked upon with 


a certain amount of indifference. It was a matter of 
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educatiny people to use these things that broke down the whet at goes on a repats : sts Tt thi eae a ' 

prejudice against them. have a shower he is a cood prospect. and ya Sai aan 
Anvthing that has proved its usetulne ss, like the shower, after him 

is bound to break down that natural attitude of indit L\nother wav is to vet a list of members of varior 

ference toward new things clubs such as the Chamber of Commerc: ee Bo 
When it comes to creating new shower business, prob ete Members of athletic clubs and country clubs will 

ably the best helds are in homes and tactories So tar as naturally want a show. o] — 

large bhiunldings, such as hotels, apartments, colleges, prospects. 

schools, Y. M.'s, Y. W.’s, clubs, churches, etc., are con Use can also be made of classitied directories, telephor 

cerned, it is a foregone conclusion that showers will be directories, et 

used, and it is only a question of who will get the bus: Once a Hist of prospects i uilt up vo ; — 

Hess sistance trom the hower manufactures p —— 
In such cases the plumber who knows most about the tollow them up Opinions will varv as to how many 

subject of showers will stand the best chance of getting times a prospect should be followed up it. thie: Bat te 

the orders He should be prepared to make a satisfactory caretully enough made up and contains onl ood pro 

layout so that if the showers are properly constructed thr pect mia . fold on —— | ) td 

mstallation will vive satisfactory results In making a © sent 

shower layout for an institution such as mentioned above, \s to method of develo 

a few mportant factors to be taken into consideratios >I can tye I eal \\ tials » , 

are Dreoparstttars thre osvehol sical tian ., _ : é 
Do not put too much emphasis on tirst cost, but what home owners ts during hot weathr 


is voing to be the year-atter-vear cost of maintaining the 
showers. The biggest item of cost in maintaining showers 
is the amount of water used. Just consider what it costs 
to turntsh hot water these days and you will realize how 
important it 1s to practice economy in the amount. of 
water used hy showers 

lhe plumber should make a study of this subject. He 
Can get information on the subject from those manufac 
turers of showers who have made a study of all phases 
of shower construction, installation and operation 

Making the Start. 

kirst of all, when selecting any line to push, one should 
consider whether the sales he makes are going to bi 
yood-will builders for him. He should select a line that 
has the qualities of making satisfied customers. It is not 
sO important to consider the <lirst cost. The best good 


will builders are not the cheapest goods that can be 





bought. They often are a detriment to the man who sells 
them. The thing to consider when buying any article 1s Part of the Crowd Attracted by the Display 
what service will it render day in and day out, year in and 
vear out Che good quality of an article will be remem if von visualize to a person on a hot d 
bered long after the price has been entirely forgotten and delightful effect of a show: mae et 

\ dependable source ot supply should be decided upon to sell him 

lt the plumber has a show window he should put in a lr you can connect up a shower under water im ye 
few various types of showers depending upon what class how window it will be a big puller. This is an especiall 
of trade he 1s going atter. He should by all means trim rood plan during hot weathers Some time vr iT 
up his show window with an attractive shower and dis: usual display was made im a show window on the m 
play cards. It he displays a shower with a curtain he street in Wilmington, Del Po add |ite the display 
should be sure to see that the curtain is always clean negro fad, attired in oa bathing sunt,.t | 
(get two curtains so that one can be used while the other shower which inspired much enth thy rt 
is in the laundry. Change the curtain every week so it the thousands of interested spectator 
will alwavs look fresh and inviting. Right here is a sales \ number of attractive and explanato 
suggestion that should not be horgotten, When you sell prices, explanations, etc... were cli plaved Lye ! 
a shower with a curtain, suggest an extra curtain to use companying pictures give an excellent idea ot t t 
When the other one is in the laundry. and of the vreat and interested crowd that t 

L'se space in the local papers. The subject of showers tinuously to see the display mo tull operation 
is a live one and the ads can be made very attractive Many wavs of creating interest can be de ed. tout 
Manutacturers are glad Lo help vou by furnishing ready bright idea alone will not sell shower or anything els 
made ads. It requires work along well-directed and pet 

\ mathne lst should be worked up and used in con inne 
nection with the newspaper advertising. It a prospect 
vets a circular and letter on a subject at the same time Victor C. Heikes, of Ll. SNS. Greolowical Surv avs that 
he sees the ad in the papers, it makes a double im the output of gold, silver, copper, lead, and zime trot 


pression on him. mines in Utah in 1919 had a value ot about $45,439,000, 


which represents a decrease of nearly $41,000,000 from the 


There are numerous ways of getting a good list of 


prospects. (one very good Way iS for the plumber to value oft the Output 1m) TOTS fhere were decided decreases 
instruct all his men to observe what is in a bath room in both the Quantity ana tlue of the metals produces 








9LANNING the YEAR’S ADVERTISING 
JAMPAIGN AHEAD 


Some Suggestions to the Wide-awake Plumbing and Heating 
Contractor from a Man Responsible for Many Successful 
Advertising Campaigns and Who Knows Whereof He Writes 


hy James Ashton Greig 


é¢ NOR y ! tet ~Praith without work 
ticle on advertising with 
? ’ +}, ; } + ’ 
jt } ne Hie may Ccin a DT archar 
it it rene 1, +} ‘ + th, . ‘ matter i s+ | et < 
1 
tft ww another way 
\\ } i / ' ’ ¢}y ‘ ; ? 
lal { ‘ { Na | IL} i vthi it ¢ 
lline “ay | , , ‘ ‘ ' l ‘ ic] e} ce , ly EC , 
; i { i f ‘ ; j 
\dvertisu is the most cal way to rea i large 
’ | 
imber of people | ed in what vou have t 
he shortest time 
' } 1 
I. | that enters i | hold at 
pecu i i ‘ ti 1 i good 1rieil T¢ liye 
‘ ) 
r¢ Pwiti¢* ss } hs { ct] a thi | ‘ Biele 7 Ti] 1 acl 
e-¢ ’ ‘ ; * hy ? ‘ fellows rat Tc) advertise 
+ 1] }** . 7 
i( ¢ PiyGiy (oT 1 }¢ { i Wadi i] MMney and take 
i OAMDie! chances ] 17 ( tT a Wig him eili\ good It Is 
’ | , 
clive thi} misconceptiol about thre real nature OT aaver 
' — i ; 
| ] that soo) oo WMA OtTHerwise CaretTul business men spene 
t dvertisi hit-or-m fashion when they do 
l \dvertisi } exact science, and that 
lar fact I (| make the prospective advertiser care 
t ee that he |] elimimated the wan, cn) huzzards, 
t t, vet there plenty of business men who wa 
the dvertisu i pure gamble from start to finish, and 
then wonder why othe et the better percentage ot re 
| 
its 
’ | 
lt advert gamble there certamlyv is not much 
sf Ti stacking thy { irds” avainst your? elt. 
. — 
Successful Advertising. 
st ' ‘* , * 
Pian your advertising caretully well in advance and keep 
S| , 
ey | Sty criy if 1 
its ‘ 4}, ‘ > ‘ sal , 1. yr? ’ ’ 17" 
| flere 1s Lilie pt Wary Tilit Ta] AQGVeCTTISITIL SLICCECSS <All 
t get the notion that advertising “isn't for vou” because 
u haven't t a million dollars to spend on at. 
, ’ | 
[here are many successtul concerns who have made thet 
| | 
sucee through advertising that have started with an ap 
pore l T at {>] ( ] i Tt \\ sive) ] | di its plent { I the 1h} I ght 
7 
] Vou! L114 He © 1] niecss 
‘ , : — 
You mas Te sure that no one Oo} them attained = this 
, | 
i\dvertising success without the proper care and thought in 


the preparation of their advertising Not so you could nm 
Lice it 

Do you suppose Henry Elston of Muscoda, Wis. extended 
1, - : nnties here h ; rl] nere | 
ris DLISTICSS OOVe COouLaTiLic whnere i¢ POTmMeEriS Oper. ic 


in but one, by running over to the local newspaper with the 


irst hundred dollar surplus he got, and saying, “Shoot it 
for advertising.” Henry doesn't operate that wayv—and 


neither should vou 


Ask Yourself These Questions. 


‘ 
el sec , ' 7 " 
Pel D1T0] {’ «hil AGVCT i ‘ 


ask 


and 


first yourself 


campaign, 


the questions who, where, how, when 


PLUMBING*“*HEATING 
FIXTURES“ FACTORY 


DRINKING FOUNTAINS , wh 
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-Plus Dependable 
SERVICE 






\] i things this hicopo 

is known for the high char 
! nd <«adependabilit of 

if Seer ( eu I rriie 
hey “ n r\ nridey ! 
Kt = hi th i! i 
t hie wint t 

There i! no promi 
made that « t kept, and 
on yuently ! lisappoint 
ry , Criley ! ? Ver mn 
ria {] for ti \ in 
be fualliile 


The policy that 
tomer is always 


“the cas- 
right’ hus 


Won for iS a jist of itisfied 
tomer ul (ot tf who 
\ stl tt Our 
mnal thi 
- } 491) peti iz 
velan 


(Your Name and Address here } 
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W he re 


do | 
shall I 
do | 


answers fo 


want to reach them? 
How 
When 


The 


reach the m° 


want to reach them 7 


these questions will form the skeleton of 





INEERING 59 


January 10, 1920 IKONS TI rN 
vour advertising campaign and place you ready to solve the it cannot be overlookes vould do we sider how 
all important question—“With what shall [I reach them?” vou may prepare vour smaller ad compel Vi 
And here another vital factor enters, “How much money will notice in the adver ments reproduced ren it ther 
shall I spend :” is something “ditterent’ that compels vour attentiot Phat 
\ chart of advertising campaigns appropriate tor the is what vou should strive fot 
use of concerns in the plumbing and heating business doing There are two way which ’ \ 
a YTOSS annual busine SS Oot S1O.000 00, S?O 000.000 at cd S100, made to com] el th 1 1 j P ‘ ) 
000,00 respectively, 1s reproduced herewith Suggested types vraphical display Cdifterent arrangemen ! 
of advertisements to be used in connection with these cam ders and white space) and th ther by thi pictures 
paigns also appear herein. The art of typographica splay ,; ne 
Bear in mind that these suggested advertisements ar ad ie mothine for th ee man to o sal No lo 
types only and may not fit the special conditions of your printer or newspaper is competent to ad\ vou on this mat 
a nae _— ) 


territory or your business. ter, eithes Phi 


CWater~“Water 
Gvervwhere 


WHEN and WHERE 
YOU WANT IT! 














oe eres 








\ 
, 
| The heart of the heating system is the boiler. All 
When it is not functioning properly the pipes | 
and radiators can’t remedy matters. On the | 
\ other hand, a good boiler is a source ot satis- 
\ . ‘ ° > t 
\ raction and Wilter comitort. J 
\ (Space for Name of Boiler) 
/ ) 
\ . | 
| \ These boilers are dependable vear in and year | 
out. They last a life time. Besides, they are 
/ economical Neo f1 | h is, yy 
t 1¢ ( 2; rel 
) : ra { ) : 
Besides boilers, we also sell SE RI ICh. We ay 
eive advice on all kinds of heating installations, , | 
| 7 


do expert repair work quickly, and guarantee the 


ss: 





job. All this at minimum cost 
lf you have a boiler pri blem that ner ds sol y- ee Guarantee We guarantee 
\ ing write. phone or call on us todav. rat every job handled hy 
b us ts exactly as represented 
—— 


YOUR NAME AND ADDRESS HERE) (Your Name and Address Here) 






| 





How to Lay Out an Ad. 
Several things about these advertisements, however, should 
he particularly noted. 
typographical display. 
ad to 


man on your local news- 


lirst, the layout, or 
The 


some copy and hope that th 


easiest way to “lay out’ an is simply write 


set up 


paper will put the most important captions in large type 
and run a border around the whole. 
The fact that this is the “easiest way out” 1s the reason 


why as many ads in newspaprs are similar to each other 


and consequently little noticed. 


Unless you are willing to spend the money to buy full 


page space and display your advertising so prominently that 


ing agencies have this work done by special ed ' 
setters” should be proof enough that it is outside of 
realm. The other method—pictures—ts mi er 1 
and always has an element of hum ite 
purely typographical display lack 

The second consideration 1s the “cop for uur adverti 
ing—the message that vou want to ct ré Ol 
prospective customers Many advertiser make th fatal 
mistake of giving “copy” first consideration, forgetting that 
few will read their advertising unless the displa rst at- 
tracts. So no matter how clever a copywriter nui be 
vourself to be. hold of until have mad i1t ! 
advertising layout aftracts 
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Making the Words Count. Dont buy any so-called “special lists!” Make your own! 
\ ne your idvertisement it a good plan to mak and then you will know there are no “dead ones, Use 
brie? memorandum rst of the mportant things vou the tele phone directory if you cannot nnd anvthing better, 
want to bring out, and then write them in as few words as but dont do half a job. COnce you have made up this Ist, 
f ie ont tall into the much too common and dts remember. it wall require but a few changes. 
astrous mistake of writing so much copy that it must be set [he procurement of the right kind of magtling list is vers 
ip ! omt type, which tew people can read. Mak mportant, as it will reduce the “cost per inquiry” item of 
ntences short, snappy, and to the port vour advertising considerably, and encourage vou to greater 
Your advertisement should tirst attract, second. arouse efforts. Getting ten inquiries from a live list of 100 names 
interest, third, kindle desire, and tinally, prompt actior is more to be desired than twenty inquiries from a_ halt 
Write our cop that at tollows this general scheme dead list of 1,000, and you can take it for granted if yvour 
itinuity rephes average less than 5 per cent, that something 1s wrong. 
aa ad Quidoor anc 
ed id soe] laneous 
#19, 000 $25,000 $100, 000 $10, 000 $25,000 $50,000 
‘onth Subjects Lines Cost Lines Cost Lines Cost — —— oo 
— a 1000 circulars 1000 circulars 11000 circulars $39,000 
fanuary f Roilers 2@0 $20 360 $36 1700 3170 furnished by furnished by to be sent out ne 
12 Fumidifiers 100 $15 480 2? 48 manufacturers manufacturers to select list Two or three 
19 Garage ‘enters 1200 $120 and sent out and sent out tvice a month painted signs 
26 Sunirv Repairs 200 $20 100 310 480 §$ 48 onee every ovory month at prominent 
je a ee Leoseacceesecosn | OUer Gath Places oan be 
February usually had at 
: Parm Rusiness 200 «$20 360 336 360 3 36 nominal eo6te 
“ Pactory Work 100 10 1200 3120 $25 to $50 
16 Sater Heaters ototete aPe@e%ate = 
23 Lighting Plante 200 $20 480 $48 100 $10 
eree--e--~ ee Series of 12 =-t-%— 
aro l Drinking Pountains 100 310 1700 2120 letters to be Feekly follow 
p Factory Plumbing Series of used one each up letter to 
15 Home Plumbing 200 $20 200 470 2400 3740 six letters month as fol- be sent out to $25,900 
22 Water Supply Systems 480 3 48 to be sent low up to cir- above list a 
29 Washing “achines 360 $36 600 } 60 out to «a culars. 
ee | oe en enn eee -ee SSS selected Appropriate for 
April 5 Werhauling Plumbing list of cus- -e-*~ o8aSa8ate painted signs 
lz Lagn Sprinklers 200 420 100 310 120 120 tomers on $200 
19 Pactory Ventilation oa 480 § 48 pertinent Special Book- 
26 Farm Tusiness 100 $10 480 § 48 su’ jects let, featuring Monthly --- 
eecceccoce $--~------------}--- 480 _$ 46 during each heavily adver- "House Organ" 
May 3 Tater Heaters 190 = 310 200 $20 of the odd tised lines, to describing Appropriate for 
ic laumiry Fixtures 1200 3120 months when be sent out to special motion picture 
17 Vacuum Cleaners 1% $10 200 $20 360 $ 36 circulars selected list fixturee slides in your 
24 Nargain Dav for 360 $ 36 are not used of 5,000 names and local theater, 
3] Small Items. 190 $10 360 $3 36 as a permanent containing sum of 3100, 
— avin binessccsenmineeeneenses buying refer- items of local slides to be 
June 7 Shower PFathe 480 $ 48 = enoe and to con spe furnished 
14 Modern Plumbing 100 #10 480 $ 48 tain enough to mailed mnufacturers 
21 Specialties 00 $10 480 $ 48 infomation of to a 
2 Pactory Plwbing 360 $36 480 § 48 general asage, | select list -*-%~ 
pueceusens Gpawoececcousonaarcececececce Blotters or such as calen- 
July § Yrinking Fountains 100 $10 200 § 20 pencils or dars, weights, -*-%-8~ 
12 Flectrio Pumps 360 §$ 36 other adver- measures, etc., $}00,000 
19 Lighting Plants 100s $10 100 $10 480 $ 48 tising nov- to make &t val- aTSSsks 
26 Shower "aths 100 $10 600 §$ 60 elties may uable to keep. Year Pook 
aati nna ne eee - fe -- ~~ - be used to or Appropriate for 
August 2 Flectriocal Specialties take up the -*-9-¢-¢. Permanent painted signs 
Pans, Pte. — 200 «= $70 1200 $120 balance Catalog sum of $600, 
16 “ashing “‘achines. ies 24 $240 of the to be mailed and for motion 
23 ‘arbage Purners 360 $36 422 $ 20 ppropriat , to picture theater 
SO Rathroom Pirtures 200 $ 20 Prospects and emrrency 
wane ------- Gono -- +--+ - fe ------ and uses, another 
September —t-6-%- Customers $500. 
6 Meating Plant Over- 480 $48 1200 2170 
13 hauling “ork. 200 a20 100 3 10 -t-¢.%. 
20 Farm Businese- Light 100 $10 100 $ 0 Approx juan te Approx imate Approximate Cost, tiated 
27 ant Sater Supply Plants 100 4 10 ' Lost Cost Inclucing Adver- 
(pcre tient | rs ae tising Novelties, 
October 4 Heating Business %60 3 36 a Oe $1,600.00 $3,200 
1] Humidifters 2 $20 100 310 360 $ 36 
i Farage featers a0 44 
2s Meat Regulators 360 336 ano ¢ 48 -t-8- 6. ote*.%.%. ee ee -%-6.%. 0. 
November i Ventilation , “---<e eee | mee ne owen wf ~~ = + ee =~ 
8 Pilwabing Repairs , 600 * 60 
15 Factory ‘leating 200 $70 360 $36 600 , 60 
2? Neat Regulates 600 3} 6 
29 oe, Sas ae | a coo § © Chart of Advertising Campaign, Based on Annual 
OOS OS 22222280 ee wee oe eee owe 
Nwoamber Garace Deaters 100 $10 r 1200 3120 Volumes of Business of $10,000, $25,000 and $100.000. 
} ‘lan? Reguletors 700 $20 24K +24C 
or Modern Plumbinre 360 $36 — : 
7 Vacuum Cleerers 040m 68240 
} wir dares ’ idl vivertising there are several Co-operate with Manufacturers. 
thines that can be of distinct aid in cutting down expense \ very worth while saving in your direct by mail adver 
without sacriticinge the result ammed at tising can be effected through co-operation with the various 
Good List of Prospects Essential. supply houses whose lines you carry 
The most important thing is to get an accurate up-to-date lhe manutacturers of heating plants, electric lighting units, 
list «ot the Te ope Voolr Watlt ter Tea h Phi ]* rsonal property plumb g ixXtures, etc., usually have their OW? advertising 


ur section can be secured from department, whose particular duty it is to prepare attractive 


l« 
aor real estate tan ists Tor vo 


the tax assessor or other empowered official, for the asking, broadsides, dodgers, circulars and other advertising matter 
and are by far the best for your use, as they give the for vour use. If you don’t use them it’s your own fault, 
for the manufacturer is always anxious to supply you—some- 


names of people who, you know, are mi a better position 


to use vour services than the average. times without any cost to you whatever, and seldom at a 


\ fairly good list is that of the registered voters, which price which you could duplicate at vour local printers. Thess 
! mt trom the County ¢ lerk ofr Board ot Klection (Continued on Page 106.) 
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RINKING FOUNTAINS and_ the 
. — 
() y 7 y B = 
PPORTUNITY IHEY BRING 
A Message For Plumbers Who Are 
: | . rer 
Business Men, Or ant To Be 
By D. H. Bow)zer 
OL long ago aiewide And of course Id urge all these people t Oine % ee 
N awake furniture store and try my sample tountaim, or t ~kK me t ut tell 
proprietor had occasion them all about it 
to use a refrigerating drinking \nd one other thing.— Id 
fountain. He got such a re of business spick and. spat t t 
freshing drink that he copied play of regular plumbing fixtures on hand, tor M 
the manutacturer’s name and tory (Iwner is voy to put up ew pire 
address in his memorandum gyuring on putting m a couple of batteries of 
book, tor he had a Big Idea. and some showers at the plant, and Mz Mav te i> 
The Big Idea was that he dinging at Mr. Movie tor a new honest -to-good tt 
wanted a fountain in his own with two enameled iron drain boards, and Mr. Mo | 
store and that there were any hankering for a built-m tub Ikke they | Ul 
number of garages, factories, he attended that [ulm [extubitors Cor ti 
movies, stores, ete. in \kron, \trer getting thr right thines m vour di plas 
Ohio, that would be glad to display corner, the matn thing ts to get people t e 
buy these fountains if some en to see you and talk about vor big percentage ot those 
D. H. Bowlzer. terprising person would call who come to sce vou will leave orders, and they It tell 
them to their attention. | cian ee 
lle proposed to be that enter Fr ; — ‘ : = ‘ 
risingw person himself, so he went to see the manufac- bs : ) . : 
irer of those drinking fountains and placed an order. 7 
betore the shipment was received he had the fountains 
Id, and, of course, he has kept on selling more and 
ore ot them, for “one brings in two.” 
lt | were a plumber in that man's town, I'd walk around . 
one toot, so | could use the other one to kick myself, : 
r letting a furniture man invade my field and put it all ; 
er me. g 
But I wouldn't keep on kicking indetinitely.—I'd get 1 5 
isy in an endeavor to retrieve lost ground. i 
\nd it I were a plumber in some other town, I'd mak: } 
unnecessary to do any kicking, by being so active that 
turniture man or other “rank outsider’ would icel 
inpted to invade my tield. 
Study the Equipment, then Advertise It. , 
d put mm an order today tor at least one refrigerating ; 
suntan for a sample; I'd install it under pressure in my 4 | 
vn show room; I'd study the fountain until I knew as ; f 
uch about it as the man who made it; and then I'd start 4 
to make some Te see about It. Refrigerating Fountains Save Time and Promote Health and 
‘d have some. short, Snappy circular letters sent to Contentment, Thereby Increasing Production 
ry mill, factory, store, theatre, movie, hotel, etc., within 
idius of ten miles of my shop, telling employers what their friends that vou look ike a plumber wh 
- tountain will do in the way of saving employees’ to-date and that your shop s! that 
and promoting health and contentment, thereby 1n- things ought to be done 
asing production; and I'd tell the movie people and lf you work this plan, itll wort 
ers catering to the general public that chilled drink 
water will be appreciated by their patrons, and that Statistics compiled hy “Railway Age ow that 
refrigerating drinking fountain has it all over all other 1920 begins with the development ot the railway 
thods of serving it—cheaper, less trouble and no mess, United States nearer a complete standstill tha 
iS paper cups involve time in the history of American ratlroading 
U | 
" 





The FARMER AS a PROSPECT for YOU 


Some Facts in Refutation of the Popular Theory 
That the Farmer is **d Hard Nut to Crack,’ 
With Some Plans as to How to Get His Business 


By Walt Bloeser 


of the Allies in the World War. and whose stead 
Oo often mahgned in the past that it 


rasthness Is right OTM 


uw saving the country from an industrial 
oO make anv business house « myace Mpa disaster. 
to “educate” them along protitable lines It may be true that the tarmer so loses his sense of 
Kew stop to realize that the phrase, “as shrewd perspective when he comes to the big city that he is an 
yankee Pat ! a complime nt to his buviny wisdom, easy mark for the gold brick peddler, but when the situa- 
ither than a disparagement of his business judgment lions are reversed the “city slicker” 1s more apt to be out 
fhe tact that the rural dwellers and 1 


farmers are keen witted than the farmer 


(onsider the farmer on his 
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(NO WATER WITHOUT PUNPING]| Ji LALA [RAINING WATER WHEN YOU WANT IT] 
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Suggestion for a Window Display to Get the Farmer's Business. 


buyers, progressive business men and ethcrent workers 
should be apparent to anyone at a 
Your typical American farmer 


created the demand tor the 


own ground and take stock of your chances to do a profit 
glance able business with him. 


is the gentleman who 


Why is it that the large matl order houses tind his bus 
modern tractor, who rides t 


ness so protitable that he makes up fully 90 per cent of 


town im an automobile much oftener than his city cousin, the millions upon millions of annual business which they § 
whose influence on the legislative body of the country gov transact ? 
erns the time by which the citv dweller goes to work, How do they do it? 
whose productive capabilities was largely responsible for the Can you get your share? 
(,”? 
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Why does the farmer preter to trade far away from 
home rather than patronize his nearby friends? 

These are some questions worth thinking about. Do 
you know the principal reason why the tarmer and rural! 
dweller purchase from distant mail order houses? 

Because you do not think it worth while to tell him 
how it 1s more profitable to trade at home. /hat’s th 
reason—and the only reason! Better price? Yes, of 
course. Anyone will buy their commodities at the cheap- 
est price they can get them, all things considered 

But all things considered, your prices) are imvariably 
lower than the mail order houses. The fact that you do 
not believe this yourself is the main reason why you do 
not care to convince the tarmer of tts truth, but it 1s none 


the less a fact 
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Save Money by Patroniz- 
ing Your Home Dealer 


IOME persons “go out of their 
way’ to save money. A 
Mm fictitious price with a= 30- 


‘ 


called reduction. looks gsood to 
them. They buy. not considering 
what it has cost them to do busi 
ness at long distance. 





























These days price is almost a 
matter of policy—not cost. ut 
that intangible thing called service 
is priceless. No article, regard'ess 
of price, 1s worth its value if it 
requires a service with it that you 
don't get. 














Kvery time you buy you pay for 
service—the thing that isn’t price- 
tagged—the thing you don’t see. 





At this store you vet SERVICE 
—the kind that pleases you. Re- 
vardless of the size ff your pur 
chase you get careful and cour 
teous attention. Save money by 
patronizing us. 


~ 


HERE 





YOUR NAME 












































Your Advantages. 
You have these advantages 
lA nearby business which the farmer and rural 


dweller know can survive only by its giving a “square 


deal” to tts local buyers 


2. A direct) point of contact with the farmer. 

» The ability to give immediate service in connection 
with any products you may sell. 

!. The protection of the manutacturer. 

>». The saving on shipping expenses. 

\fter all, you are not so bad off in the competition. 

The proper way to get your share of the local business 


to sit down and study the psychology of your com- 


petitors’ methods rather than to bewail your lot 


\s a matter of fact, it 1s a really wonderful thing that 
the big matl order houses are able to sell at al/l without 
the point of direct contact which you have, and they would 


not have a chance unless it were tor the indifference 


ENGINEERING Te 


' 1] ‘ } ; | } ] } 
Ustlalty to b« round WmMonhy local qdeaiers Caive ( reat 
tor a vood job, tor it is certainly COMME to Che 
} j ' ' ' 
Phings qo not need to ec that Wav 1] You { 
. re | 1 
change them almost « t it ’ 1) ur min 
tc do if 
{ Otls dey thre CSIC I { tri liorhit ( t blere S 
; | ' , 
an outiit, tairiy new upon the market, wh total sales 
4 1} ! | | 
this Veal iTc estimated if Veil ( cy i ane (iTead 11} at ] 


' 


dollars 
Chin] t it—and that 1s only a start!’ When vou have 


PLLban Pi 


once installed a residence electric lehtu Liniit ny are 
rivht 11) line ? Tera ¢ ' } try tara crypiryes } t 
~ iil pitit 0) SlUVvyycs «tt cic 4 i it yci Si! ! i( pLide i 
\ . ‘leane ] ] ’ . ' ' ‘? *} by eet, } tr +] ‘ 
VACUUM Clealler, al erectrw CWHhle PIVAAC TV i tie ric l 
iron, toaster and all the other appurtenane: vh porn 
| 

makes availabl 



















































































icf ce Elect | hit 

nit did no on rs tha 

t \ ( wid ties r ; ) 
dertulls popular witl 7 | 
Over a hundred mill dol | 
already been spent by tarmers 1 | 





these new-dayv hehting svsten 
When you tnstall one of the 
units you really install a power! 
plant. \nd with a power plant 
you have at vour instant command 
all the modern devices tor saving | 
money. by savin Time and etlort 
ldo 5 f ‘ 1 \ i? ron ’ ! | 
ia tas | 
| 
‘ } i 
’ rl 
; t ‘ 1} 
’ tie ir t i] 
I trie ¢ ‘ ' | 
(>? , ‘ ' i) 
first t ! ' | 
pl rive , : ? | 
Wie T T ’ 


























The same is true of the residence water supy 
and many other neglected fields of your busin 

Get busy—and you will not have to worry about th 
mail order houses. 

\dvertise! That is the way to offset distant compe 
tion. Educate the farmer md sori 
who you are and why they ea I peo id 


with vou 


Letter to Farmer. 
Vir. John Smith. 
Anywhere, Address 
Dear Mr. Smith: 
Fe 6S COST IN 6 Oe WONT 


to be forced to spend a half hour pumpin 
trough full of water, an hour to pumey han (di 
qarte) needs. md several pros from foo 
where you need it. 
(Continued or 
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MORE VENTILATING 


USINESS DURING 1920 


io here Opportunities Await You and 
How to Make the Most of Them 


By E. C. Allan 


bil juestion of ow to get more ventilating busi 
Ness duriny thie next Veay 8s 2 subtect 4) big and 
unportant that it will pay every man who 1s look- 


ny towards the tuture to vive it considerabls hought and 
attention 
business upheavals and 


This 


part ot 


Phe past year has seen many 


omplete changes in a large number ot lines has 


resulted in many uncertainties, especially on the 


nig busimess men who hesitated to reach out because ot 


unpossibility of telling what was goin, 
While none of us 
there is a gen 


that 


and thre 


onditiol 


one month t© thie next. 


to happen trom 
ire prophets enough to torecast the tuture, 
who know 


those ouvht ty 


stabl 


eral impression among 


usiness conditions will be much mor during 1020 


ind that there will be a better opportunity for construc 


work and the tormation and completion of new plans 


11oOn 


than has been the case during the previous yea 


in giving thought and making plans tor getting new 
ventilating business there are many thines that must le 
considered I thre lirst place, few realize the PITTING TSE 
possibilities open to business of this character hey 
have had neither the time nor the imelination to sit down 


ind make a 


do busmess 


systematic study of the section in which the 


‘| lhe 


dormant 


result is that right around the cornet 


business les samply awaiting action and “plug 


vine’ to vet it 


In the first place, one of the biggest subjects in business 


today is proper ventilation lhis is because of the fact 


that so many editorials are being printed, based on the big 
question of the man power and better air for emplovees. 


the con 


giving it 
importance. 


medical journals are 
they 


When surgeons and doctors of national reputation take 


even prominent 


iderable space because realize its 


the time to write interesting articles as to the benefits of 


tresh, clear air in industry, people sit up and take notic: 


lt is a common occurrence to find in our prominent 


journals articles on ventilation in factories, and 


business 


what the right sort ot ventilation will do towards increas 
lly the ethciencyv of employees The result is that bust 
ness men are giving more thought to this big subject 


They are looking around in their factories to determine 
whether the conditions under which their employees work 
ire healthtul and satistactory. They are open to sugges 


tions from ventilating men and the trend of the times ts 


to erect buildings which insure plenty of lght and with 
facilities for furnishing adequate ventilation 
And this business is profitable, too, because in many 


instances it can be handled without additions to the force 


great extra It is just a question 


of going after it along the right lines and this is the kind 


and without expense. 


of business that is profitable to the progressive man who 


gives it the necessary time and attention 


How to Develop Business. 


[here are many ways to get new business during the 


coming year. In the first place, a list of prospects should 


be made up which would include every manufacturing 
concern, public building, theatre, etc., in the territory. 
Each name should be entered on a card with space tor 


detailed information relative to the particular business. 
personal calls should be 
the 


\tter this list has been made up, 
the 
equipment. 


made to determine just what situation ts as to 


for Sometimes a 


talk 


necessity new ventilating 


contractor will go into a plant and, after a short 


with the superintendent, will get the impression that the 
prospect is not in the market for ventilating equipment 
as they are perfectly satistied with what they have lt 
the 


often 


contractor will use salesmanship, however, he can 


the sugwestions 


constructive 


superintendent 


vive 





Fig. 1. In the better types of motion picture theatres ade- 
quate provision is made for clear, pure air. Note the grill work 
which is a part of the ventilating equipment of this high class 


‘“*“movie’’ house. 


plant with him and making a study ot 


y gomg through the 
Nine out of ten times, he can show where 
that 


the conditions. 
it is possible to make improvements and additions 
to the 


would be of value concern. 


when in the frst 
in the 


Time atter time this has been done 


place the engineer was informed that they were not 
for anything, but that they would be willing to 


look 


might have to make 


market 


over th ant tor suggestions he 
| ER 


have him any 


This has resulted in cood busimess, 


secured at comparatively small expense, which otherwise 
would not have been secured. 
Sometimes it is not feasible to mak: PDUaaaa fers f pet 


anuary 10, 1920 


yal calls, and then it is a wood idea to use the mails 
ind send out mtorming letters or literature to the list 
‘crsonal letters, dictated with the needs of a particular 
ndustry in mind, are always more valuable and wherever 
-uch letters are sent out, a return post-card should be 
nclosed. 

A successtul heating man has built up a good bustness 
iy tollowing such a plan. In his section there were a 
umber of automobile plants which had been doing som: 
tt their manutacturing in older types otf buildings. Ile 
ized up the situation and decided that they were over 
ooking possibilities tor increasing the efficiency of their 
vorkmen through better ventilation, as well as overlook 
ne the use of fan and blower equipment in the manutac 
turmg end. tHe sent out a series of letters to the super 
ntendents, one of which was along the following lines 

Letter to Automobile Manufacturers. 
Wear Sir: 

“T have been giving considerable thought to ventilation 
n connection with the automotive industry and it oc- 
urred to me that you would be interested in some sug 
sestions which I may be able to make regarding increased 
theiency in your plant No. 1. 

“Tl had the opportunity of going through your plat 


it 


the other day and [ saw a number of instances wher 


ould suggest better methods in several departments. 
or imstance, in the grinding and butting departments 
quipment can be installed for carrying away the dust 
in the paint spraying and painting departments, and in 
the foundry, there are a number of instances such as the 
carrying away of gases and smoke, which could be im- 
proved without serious inconvenience or great expense to 
you. 

“It is not my object in writing this letter to tell you 
how to run your business, but I am sure you are always 
open to suggestions. If you will give me an opportunity 
of outlining my plans to you,,[ am sure you will tind them 
it imterest 

“May I tiave the opportunity of talking this over with 
you?” 

\nother letter which brought very good returns was 
i connection with motion picture theatres. There were 
quite a number of these in this engineer's section and his 
experience had shown him that adequate ventilation was 
not one ot their features lle wrote a number of them a 
letter alone these lines: 

Letter to “Movie’ Owners. 
“Dear Sir 
“The biggest thing you can furnish the patrons of vour 


theatre is comfort. A man or woman cannot be com 
tortable if either he or she is compelled to sit in a stuffy 
poorly ventilated theatre for any length of time. As a 


matter of fact, no matter how attractive the pictures, they 
ire not going to be as eager to “go to the movies,” at 
least your theatre, as they would be if they sat m an at- 
mosphere ot clear, tresh air. 

‘| can give you some suggestions on the ventilation 
i motion picture houses which I am sure will prove of 
nterest to you. It is not a question of great inconven 
ence or expense in installing the right kind of equipment. 
| would like to have an opportunity of showing you how 
to get enough extra business to pay in a short time for 
these improvements. 

“Today practical ideas are the biggest things in the 
vorld, and I have an idea of particular interest to your 
USINESS. 

“If you are interested, will you mail the enclosed card?” 

Getting Local Publicity. 


\ Toledo heating man gained profitable publicitv by 


DOMESTIC ENGINEERING 


j 
etting one of thre CWspapers to ) iif 1} (i lad st ti 
| realit . | wes ial 
atlle Of })1 re itt ith reality Vas PDASCC pa € a 
1 | | nicl | | } , 
on Wit i }) ! | Chaves ) ( raid ~ ‘ aint A 
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Motor testing room of a prominent automobile plant. 


gases are carried out through overhead 


Fig. 2. 
Exhaust smoke and 
ducts, thus keeping the air clear and pure, and 
health and comfort of the workers 


increasing tne 


article, sending the newspaper clipping ot t 

a good list ot prospects, togethes with a special lettes 
lle followed this up with a caretul canvass of the Ist 
| — 1 busine diate vell as 
and secured Sone Pood DUsINess mNe™¢ mately i VCIL a 


some prospects, which undoubtedly will be turned into 


orders VeTy shortly. 


lle had a plan of dividing | Prospects il 
classes. The tirst he marked “A” and were prospect 
immediate equipment “R’ was a list which would 
the market later, while the “¢ bunch were those hick 


| 
were licot 17) need (>? ventiiatinyv e’crtiity 





Fan equipment installed in an old factory but doin« 


Fig. 3. 
fuli duty every hour of the working day. There is 4 big field 
for the installation of such equipment in factories 
ways could be found in which they could u 
tus. Even the “C” list was worked pertodicall Ca 
he had an idea that, soon late these p ) 
develop into customers 

Co-operate With Manufacturers. 

The man who ts out to increase his bust 20) 

could, to advantage, work with the manutacturers o n- 
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NEERING 


(,f) 
tilat equip et he sel thay nas yf thre ast rooms, convention rooms, hallways, et and im ventilating 
with many of then tl ast bhese manutacture ar the kitchens and serving rooms; hospitals, for ventilating 
wally ready and willing to supply advertising material the kitchens and serving rooms, and conditioning the air 
provided the heating ian will use it to advantage | 7 operating rooms and wards publi libraries, art 
pe enciosur©re ite iiWwa eflective and One man LiKe . museums, et automobile plants, ror the paint spraying 
point of meludi some rt ot envelope enclosure 1 department, foundry and forge shops, varnishing depart 
every letter sent out Many times he also includes a rt ments, machine shop, butting and grinding departments 
turn post card so as to make it easy for people to get 1 and for general ventilation in the factory and offices: 
touch with him if they desire to do so \s a matter ot schools, for washing and warming the air for the cold 
fact, the caster you can make the ordering of your od winter months and for purifying the air during the warmer 
the better the chance you stand of getting the business months without depending upon inadequate and unsatis- 
Fake the « 2 of voks, for instance. Some pul factory open-window ventilation: in the chemical indus 
lishers are not averse to writing two or three-page letters tries, for carrying away the fumes and gases incident to 
and including high] Nustrated enclosures and a_ post the treating of minerals and metals: in the bakery, for ven- 
ird. and thev get a vreat deal of business in this manner tilation and air conditioning in order to insure a uniform 
While selling bool is a ditterent proposition trom se Thin loaf of bread no matter what the condition of the weather 
entilatin equipment, it is, to a great extent, a questtor outside in furniture factories, for carrying away paint 
fumes in the spraving department and for drying various 


furniture manufactured: in candy factories, for 
to 


ventilation 


ivpes Om? 


maintaining a uniform temperature in. order satis- 
factorily handle sweet goods and for general 


the various manutacturing departments. 
These are only a few of the places which might be men 


77) 
fit 


tioned to five an idea ot the immense possibilities for 


the installation of 
In every locality there are opportunities for installing equip 
lt up to you 


ventilating and air conditioning equipment 


ment to apply to that particular business 1s 
to make the most of tt. 


SUGGESTIONS FOR PLANS IN 1920. 


By Charles B. Sweatt. 


the dealer helps 


There is hardly 


avail himself of 


manufacturer. 


cle alet 
the 


lirst. let the 


and CO operation ot 


a live manutacturer today that does not have an advertis 


ny department devoted to the interests of the dealer and 
helping him build up his trade 
Chere ways of getting a list of prospects but 


depends entirely For 


are many 
upon the class ot goods sold. spe 


practically every home 





cialties, such as heat regulators, 

owner, who has a heating boiler, is a prospect. The dealer 
could get up a prospect list by the repairs he makes on 
old heating plants and mm nine cases out of ten sell the 
regulator while he 1s on the job 


should always be enclosed with let 





Circulars, | believe, 
ters. They are easy to obtain from the manutacturer and 
a ee ee ee ee often prove effective They, at least, pave the way and 
building. The increased interest in fresh, pure air for indoor tlamtharize the customer with the different articles thi 
heating man carries. 


workers opens a big field for the installation of such equipment. 
steamfitter spent 10 per cent for publicity or ad 


lf the 
intelligently 


of salesmanship, and many times such a plan can | vertising, it would be money well spent—if 
worked to excellent advantage \s a matter of fact, the used The diffeulty is the average steamfitter puts a 
cost is so small that it should not be overlooked in con small ad in his local paper and expects the people to mob 
ection with aggressive sales plans his store and take the goods away from him. Advertising 
\ study of conditions at the present time indicates that is merely publicity and it must be intelligently followed up 
920 is going to be a big building vear. Whuile it 1s tru vy personal solicitation 
that there will be a great number of new buildings erected \ccording to our best judgment, prices will not lower 
it is also true that older buildings are going to be used materially im 1920, unless there 1s some unexpected = de 
to a ereater extent than ever before on account of the velopment We believe that many lines will be higher 
high cost ot materials Chis is where the live wire has a There will certainly be no great reduction 
rood opportunity to develop busimess, Many older build Most of the manufacturers today are entirely sold out 
ings are not adequately ventilated, but by the installation and if the dealer expects to have any goods to sell he 
of suitable equipment, they can be improved immeasur must place his orders early and anticipate his require 
ably The man who neglects the older manutacturing ments , 
buildings is overlooking a big bet 
Among the places in which ventilating equipment can The O'Mara Heating Co., Victoria Building, St. Louts, 
be sold to good advantage are motion picture theaters, has secured the contract for the installation ot heating in 
the $20,000 residence to be erected for Mrs B | Herger 


air in lobbies. dining 


hotels, for washing and puritving the 





The 


CONNECTING 


LINK—YOUR 


MAILING LIST 





by Harold C. Mahan 


VERY plumber realizes that advertising pays. But 


it 1s often a big question with him as to the best 


method ot starting out. How much should he 
spend—-where should he spend that money and who ts 
going to help him get the ads ready? These loom up so 


big that he generally drops the plan entirely 

Kkvery plumber should plan an advertising program for 
a period of three to six months in advance. Let the first 
amounts of money be small, but well placed Modest 
advertisements with illustrations can be run in the local 


newspapers to good advantage. Your ad does not have to 


be large, nor appear every day, to be effective Select 
one newspaper (the best one) and concentrate all yout 
efforts there. Stick to vour schedule. 


Your schedule should call tor at least one ad a weel 
and best results can alwavs be obtained by chaneinyg thr 
illustrations and wording each week. You sell a lone 
list of 1tems—from lavatories and baths to electric wash 
ing machines. There 1s no end of advertising talk con 
tained in all ot these items. 


Manutacturers of the products you sell are always vlad 
to furnish electrotypes of the tixtures they make. Write 
to them for their sales helps and plans—it means tncreased 
business and prestige for you. These helps are often sent 
out free of charge, or at a nominal cost, because the manu 
facturer 1s glad to help you all he can 

How To Get Started. 


started as the 


vet It 1s 
Do 


fhe matline lst has not been 


connecting link with all of your previous plans. not 


start it until your advertising has been under way three 


or tour months. 


will Sut 


did 


6-inch cards and list 


A mailing list is easily started, and prove so 


that 
Get a file with 4 by 


cessful you will wonder why vou not start one 


before. all peo 
ple who might be interested in hearing from you (‘on- 
sult the telephone book or the city directory and check 


off a selected list. Read the newspaper thoroughly, and 
when you see that a new family comes to town, list them. 
\dd to your list all builders of homes—vou 


will want to line them up. 


prospective 


(\, 


Put all of your old customers on the list-—they are al 
wavs glad to know you are on the job lt e visit 
your show room, put them on nur dist ale otter 
clinched by several toll Li}? Lpopore ils ifter i hoppt 7 
tour 

[he census returns tor vour city or distri rr lw 

aluable tO Vou. lt vou ere f if ay 11) J listed f 
large tamuly, you have a prospect tor an elect i 
machine very time you get To. ! t rile 
(> ©) Vout Hiatiline list 

Use Natural Style In Letters. 

Lhe a Gt themselve are nof o ditheult 
Make vour customers interests most ft 
latural stvl Dring r cust clo 
letter as you would im a personal t Cy hy 
letter and have them dated and property addr th 
Salhi typ kach lette: hould | { 0) ’ } |y 


If we knew more about your home we could vive you 


some valuable suggestions. 


Name Date 
Phone Address 
| am interested in 
Phone me or call on 
Remarks 
Suggestion for Return Postal Card 
Vou if has a personal touch thien this We t 
can give it fhe tirst letter ike tl, yy ay 
but keep It up \ll of vour letter hould rit t 
first-class mail—a two-cent stamp |! a cood t} 
The next best thing to interviewmnys a gvood t 
ir trey (yc ¢ i } ae ™ 17 l, 


] 
nin a personal 


tO write 








Te DOMESTIC 


ming new business and hold old customers It shows 
that you have an mterest in them. Get out an envelope 
tuffer or a copy of your latest ad, and enclose it with 
this personal letter \ return card is always a good in 
estment ask each person to fill it out and matl to you 

Let your letters appeal to the woman of the house, as 
ellas tothe man. The woman of the home is very much 
iterested in the kind of plumbing fixtures you are going 
to install in her new home. She has a sense of beauty 


nd is always interested in fine products 


, 


illere is a sample of one letter that will appeal to every 


ember of the family 


A GOOD PLUMBER 
BUSYTOWN, 
INDIANA. 
January 10, 1920 

ir. Geo, A, Conove 
H15 Columbia Avenue, City. 

Dear Str:—Jou wall be mterested im knowing that we have 
ust secured the agency for the “VERY BEST” plumbing 


lhey are now on display m our show window, and m our 


his 3 copy of our advertisement telling about these fine 


. tet ——— = a 










‘Merc honts 
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A Classified Prospect List is Helpful. 


VVC A lhey are good iil / Ok dl, gray cful ida ple UStsiH Ui 


lesign, and wall give you ye ft dependable service. 

Our auto is always running around town, Let us call for 
vou tomorrow (or at your convenience) and show you thes: 
dandy fixtures lust phone 6200 and we wil do the rest. 


) ifs trul 


“4 Good Plumber. 


You might want to get out special letters to just the 
ladies—or to the tarmers in your vicinity—or perhaps to 
the merchants in your district. Special letters to special 
groups should make their appeal to that group. Keep 
your mailing list in special groupings so that special let 


ters can be gotten out at any time 
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Special seasons of the year or special events will al- 


i<€ 
wavs give vou a chance to send out a letter telhng about 
some appropriate item or service. 
Here is a letter to merchants, restaurant owners, and 


propre tors of ice cream parlors 


A GOOD PLUMBER 
BUSYTOWN, 
INDIANA. 
January 30, 1920 
lhe Johnson Department Stor 
65 West Tenth Street, City. 
Gentlemen :—You may not see a copy of our next aud—so 
we are enclosing wt for your attention right now. The ad 
tells about the porcelain table—a table that cannot he staine 


’ 


medicines nor acids. 
it is the ideal table for use m iwce-cream parlors, m restau- 
rants and for home use. Easily kept clean by a morst cloth. 
it always presents a snowy white inviting appearance. Jn the 
2ath-room or hatch: }l if alway , appears immactlate- BT J ds 
can affect the smooth glazed surface. 
Why not let us show you one of these utiltty tables —a 
table for your home, restaurant or store, 
Yours very truly, 
“4 Good Plumbe) 


ist is only intended to link up your other 
[t makes a direct per- 


— 


lhe mailing 
advertising and your show room. 
sonal appeal that must be tollowed up very closely—but 


always to your advantage. 


Keep your list up to date constantly revise if Deo not 


hesitate to discard some cards it they are not bringing 


results 
The results of personal appeal through good letters, 
linking up good advertising, will surprise you A suc- 


cessful business such as vou run will become more and 


ore successtul through a caretully planned maithing hist. 


NOVEL PLAN DEVELOPS PROFITABLE HEATING 
BUSINESS. 


By Salesman. 


LE ATING, contractor in a large eastern town has 

a method of developing heating business that ts 

new to me. Whenever he installs a heating plant 

he says to the customer, “1 guarantee satisfaction on 

every job, When you are satistied, | want you to give 

me the names of any of your triends who are about to 

build or have homes that need remodeling along heating 

lines. It you will do this and | succeed selling them, | 
will give you o per cent of the cost ot the equipment.’ 

This plan has been remarkably successtul and has re- 

sulted in building up a splendid heating business in this 

town. The heating man practically specializes on home 

installations, though his offer is good for any kind of 


work that results from the customer’s recommendations. 


le does not give 5 per cent on the total cost of the job, 
but simply on the cost ot the equipment, figuring that he 
could not extend this bonus to include labor, cartage, ete. 

tle also states that he takes care of bonuses by includ 
ing them in his overhead on all such jobs, as he classities 
it as a selling expense. 

| thought this little plan would be of interest to readers 

‘Domestic Engineering,” as an example of what a heat 
ing man can do to cash in on the good work he has done. 
Most of them leave the customers do the advertising tor 
them, and there is no assurance that they will do it. Get- 


ting a testimonial letter from the satisfied customer helps. 


PLANS for PLUMBERS 


Some Constructive Suggestions Of fer- 


ed by a Chicago Master Plumber 


Ay James J. Loughlin 


OW that we are pla Add Profitable Side Lines 





ning tor bigger and Make your show room pay by ad ¢ | 
better business tor that ' be sold over tl] te ' 
the vear 1920 it is) prope vringer athroom accesso: Band 
that we lay Out a progral, mMianwles Cun leaner , , , 
adopt some methods that line 
are up to date, pravit by the 1} vou dry iar} ' 
mistakes of the past, and ad puUIps meumatic tank tit bane 
lust our Dbiusimmess to thy hove] , firing te 
times could be sold fi the « ont 
he days Ol long ter) Ie rail f hay 
credits are gone, Ihkewise tl a te, Deke it etdonrtio 
are the davs when we could Get a Bookkeeper Salesman 
sit an our ottlee and watt Sawt ploy an accountant te netall 
IO} busmmess to come im eel ‘ md oa owe Cen ; , - 
Phere have been so man ten Clate ira) the ookkeeper ter make Te +] 
James J. Loughlin. chanves in our busimess that Oot Dyan t do vor any | 1-] ly 
we must almost veegin all rie too valuabl. 
Over apdaln, and there 1s votmnlYy to be plenty of work tor all Sevent] Ddevise estiniate heeft that t | 
of us, so it is timely to plan now tor the rush ot busines kind of work vor peciah Have them print: | 
that 1s sure to come in the sprime, overt tery that vor rity rk 4 pri ( thie 
| will now submit several sugvestions on what should estimat heet. the chances ‘weet ne forwet 
be included in our plans: eliminated, and It r] id ist 
Good Location Essential Subs et everal bull de 
birst If vou are not now located on a live business the rket | 1 orth thet 
street, move into an up-to-date store with a good show ldave contract torn rivite and t] 
window. (sive the tront of thre store and the mside it POO TONM« rs STerviaitiyre by fate ( | ‘ 
coat of paint. Nothing brightens up a store or gives a tral Supy ocratr tt 
pewter air Of prosperity Make FProposals Specific 
Second:—Go to your printer and have him print your ln geese a gennesal mention avervih a 
cards and letter heads on the best paper he has in stock. —— * eats tine : anything to. ¢ ' 
It does not cost much more than ordinary paper, and cr ee ones - disput 
ates an impression that means much to vou e SE ae ee | a a 
Third Adopt a trade mark (Choose something that 1 (Ottes » per cent cash discount of rl] repate 
distinctive, attractive and advertise vour business \ paid within 10 days. 
combination of two colors is the best \pply this trade Don’t cheat a work) t of 2 
mark on all your literature, cards, correspondence pape evatle away! 
etc, Paint 1t on your show window, On vour Wagons of} Biitd up a per sonality Pritt) oa 7 , 1) ' 
trucks. Have signs painted to put on the jobs, with the If vou dress slovenly or wear overalls vou cannot vet th 
trade mark conspicuously shown. kind of work in which there profit 
Suggestions for Slogans . (set an understudy Secu thie 
Fourth:- -Adopt a motto or slogan. One of thes might whom you can le velop, and vho im) ru ui? ! ( 
do: “Plumbing that Satisfies’: “Heating Plants that properly while vou are away You can the ittend vou 
Heat’: “The Memory of ualitv remains long after the local outings, state and national cé ntior nd take 
price has been forgotten”: “Dealers in plumbing of the those long auto trips without the fear that 
better kind”: “We guarantee our work”: “Action. that’ needs vou while away 
us’; “Service that is Service”; “Ask the Builder’, ete. Join Your Association 
hitth:—-Equip your show room with up-to-date plumb If vou do not belong to the local association of mastet 
ing fixtures, the kind you are trying to sell. If you have plumbers, join at once. While vou may be able to vet 
any out of date fixtures, remove them from the floor \r- alone without jomimne. you can get alone hetter , ! 
range your display tastefully, put price tags on all fix do join. You will certainly learn more by attending meet 
tures showing their retail value, with average installing ings regularly, 
charges. The most successful plumbers attend the convent 


(,') 








nd it will pa lto go and learn what the Ave 
omer 

Set le a certa nm to be spent in advertising Ru 

: Chie vhborhood theaters, and local eWwspapers 
chang! the type re irl \dvertise in ft il tel 
phone director it yood investment 

Atte rtonniit me wor t ) it uy 

CR mits! t trae let t ill means do 

moa pri ttes Ie ui are entitled t tL profit 

d that hefor. , protit r ove é 
t ) paid 
ly 1 kn that [rade Extension Bureau pre 
c to do i il] the data the ive to adi 

t uit | if mail tor more thie 

| ile literaty 

NV hie uy | t thie Ost ICCeSS plumber 
throughout ¢ lInited Stat © contributed ta th 
bureau 1 ret nid ethod t don USINESS nd 
that ¢ mMmiantutacturers ) eT ire iso SISTINE 

’ f 1 tu toll I ) f ) 
tered the Burea mu owill protitt immensely 
Get Paid Monthly for Materials Delivered 
(on contract worl that 1 uires several months to co 
Te I ( ( terial to the job lor 

re ty t tall sa t | we well to have inserte 

; ’ ' ' ‘ quit hat il] naternial 
red d ! t hie f maid tor on the Ist or Sth « 
tT! tT Vil non et} talled a1 1] ce Of (yt 

t uld be well t lause, pi that 
nere were al ( r «ad 1 vayes otf la 
mad the « trol t ntractor, then the a stunt 
' contra , ed or reduced — 
Il] protect rourneyvme whi trike and 
1 ( t t t ly thre have bore 
ee “ ; 
CO-OPERATION OF THE CONTRACTOR WITH 
THE ARCHITECT. 
By Presly M. O’Connell, of Perkins and McWayne, Archi- 
tects and Engineers, Sioux Falls, S. D.. Member 
A. S. of H. and V. E. 
KEATING nd Ve lati 1S fee MWe omer ot 
scrlence every veat It requires the co-operation 
oft all parties concerned in order to obtain the best 
results There is the architect. who does the engineering 
work the contractor who aunstalls the work, and th 
ownel who pas ror the VOT! 

The architect in most all cases confers with the owner 
and together they decide what kind of a svstem should 
he mstalled Phe architect tivures the radiation and de 
termines the size of the mains, the size and kind of ap 
paratus adapted tor this certain kind of work lle then 
prepares plans and specifications and tries to illustrat 
more plainly how this work should he installed Plans 


and specifications are then set out for bids and the con- 


tract 1s awarded ti the lowe sf re sponsible contractot who 


agrees to install a complete system \t this point the 
work moves to the second channel and the contractor as 
sumes his responsibilities. He should study the plans and 
the specifications, including the general conditions, and see 
if there are any changes necessary in order to fulfill his 
contract, and not wait until the work 1s completed and 


>». 


find it is not working satisfactorily and when asked t 
reason—give the oft time answer, “That is the way it 1s 
shown on the plans.’ 


The contractor should be familiar with his work and is 
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expected to employ only skilled mechanics who are pro- 
cient mm their line of work [he contractor who 1s fa- 
thar with his work will not discuss with the owner and 


irchites minor details: as a veneral rule these details 


fer to an item which the contractor thinks can be 


! ited. In a great many cases the contractors view 
that the owner employs him and pays him the profit 

r acting as a purchasing agent for the material that 1s 
o be installed, which in reality should be the smallest part 
his work. In every installation there are obstacles 


where a contractor should use his skill to make the in- 


stallation more satisfactory. This is expected ot the con- 
tractor, for he is more familiar with the practical side of 
the work than the architect or owner 

\ contractor should be rehable and execute his part 
of the work thoroughly. One ot the greatest mistakes 
a contractor makes is trying to substitute some other 
material or apparatus than what is specified. Fifty pet 
nt of the contractors today spend their time in trying 
to see just what they can eliminate in the installation in 
irder to increase their profits, with the result that the 1n- 
tallation does not work as intended by the architect 
This is one of the biggest reasons why we have so many 
satisfactory installations 

fhe writer knows of many a tine building with a poor 
iting system installed, due to the fact that the archi- 


tect's plans and spectitications were changed when a bidder 


rmed the owner that all of the apparatus was too larg 
nd he could save the owner money if his system was 1n 
talled. This mav be a legitimate wav of doing business, 
t it is very detrimental to the heating profession. The 
contractor should bear in mind that his reputation 1s at 
take on every installation; the owner has employed him 
in good faith, and if there has been a misunderstanding 
during the progress of the work, it will be hard to obtain 
i settlement 

\ scatished owner is one of the best assets a heatine 


ontractor can have: in fact. it 1s a great source of satis- 
mction to il] parties concerned to know that the results 
they have been working for have been accomplished 


The American Society of Heating and Ventilating Eng 
eers is composed of men in the heating profession who 
re trving to improve and advance the methods of heating 
ind ventilation of buildings of various types. They have 
stablished a Research Bureau in which they intend to 
investigate everything pertaining to a heating installation 
[his is. no doubt, a-wonderful step, and will enlighten us 
J! on the fundamental principles required for a successtul 

stallation 

The Journal which this organization publishes contains 
valuable information. including the reports of the Re- 
search Bureau and articles from other noted writers. A 
contractor who has been interested in the Heating and 
Ventilating husimess for ten years or more Cal recall the 
idvancement of that business, but we have not reached 
the height of perfection, and we do not want to go hack 
te our old fashion methods, and we cannot stand still. 


“—O operation 


\\'« TITUS proyv>ress hy 


rr 
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Prizes aggregating more than $2,000,000 will be divided 
in competitions being arranged through- 


among aviators 
ut the world in 1920 under the direction of the Interna 
tional Aeronautic Federation 

The Bureau of Railway Economics states that the Gov 
ernment deticit from railroad operation during November 
will be approximately $64,500,000. Net operating income 


for the month was estimated to have fallen below $20.- 


000.000 





Ht#kKN a man voes tishing, he takes ith hota the 
tackle and thre ait needed to catch a certain 
kind of fish Unless he has a detinite aim, the 
chances are that he will not « atch any ish at all Lonless 
e makes definite preparations, he will not have the bait 


' 


nd the equipment that are needed tor catching the tish he 
nds at the place where he tishes 
hy 


t Carries Thre KRINd ot fire 


When a man voes hunting 


irms and the kind ot ammunition that 1s needed tor a 


ertain kind of game He starts out with a detinite aim in 
iew. If he is hunting bear he goes prepared tor beat 


goes prepared tor partridves 


t he 1s hunting partridg: | | 


Being prepared in this way, aiming at something definite, 
his chances are very greatly increased of bringing home 
OMe Lame 

Unless he has some detinite aim, the results are hkely to 
i’ like those ot a doy who rad a Very keen SE1DS¢ ot 
smell. This dog started off one morning on a rabbit tray, 
but, after following it for some time, he tound the tratl 
fa fox. Away he went on this new trail until 1t was 
rossed by the trail of a deer which the dog tmmediatels 
took up. He followed the trail of the deer until he tound 
inother trail and so he went trom one trail to another 
until night found him many miles trom home, but without 
having accomplished anything definite. 
When a Man Aims at Something Definite He Succeeds. 

It is exactly the same way in business. When a bust 
ness man aims at something detinite he succeeds. When 
he does not aim at something detinite, he may eventualls 
started, with 


ind himself a long way from where he 


nothi ng to show te mr all the effort 1 hat he has ex pe nded 
Men who are making the greatest success in business to 
day are not in business solely to make money. They are 
in business to meet a need that they have experienced 
themselves or which they have discovered exists. 

\ Mla) entered the automobils ACCESSOTY business he 
cause he had experienced a good deal of difficulty in se 
curing the automobile parts and accessories that he needed 
tor his own car. He entered it, not so much with the 
dea of making a lot of money, as of rendering the service 
to car owners that his own experience had shown him was 
lesired and would be appreciated. That man succeeded 
in business. He made money because he rendered a real 
service. He made it because he was aiming at something 
definite. 

\ young druggist had reached a point where he must do 
something very definite or go out of business. He took 
nventory of his business, of his employes and of him 
self. The result of this inventory indicated that the best 
service that he could render was the compounding of 
prescriptions. He knew that prescriptions alone 
not keep his store running, but he did know that a iirst- 


would 


class prescription store would fill a real need in his com- 


Al M aT 
SOMETHING 
DEFINITE 


By Robert Falconer 
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Trying to do business 
deal like trying to play 


without bases. The 


lend real interest, 


yoal in business may be at 
to make money brings the 
to an Sire 10 e@xX¢ e] it) Omir 
creates demand and if atl 
a long enough time to a 
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is the north star 


port for which he 


a 


has 


17 
if 


| 


“it 


COMUTSe 


f 


sailor 


t 


An 
; 


7 


Prevents Drifting 


‘ 
rere ies 


t Tile | i] 
tier 1) } 
S ii i}¢ 
1 { 
Tive | I eee 
| : | 
ean ae? t 
| 7 
‘ ? ‘.? 
ré Lit it p 
‘ 61 
miterest 1 th 
c'¢ Tbitot 
| 
rreater tnai 
, , 
t this detinite ¢ 
out a aderinite 
without f 
that | d ¢ 
elin ted 
thy ’ if 
+ 1? 
p(T € T 11} 
kind ()7T et (¢ 
7 | 
Al (i¢ Te ae 
tte Y) »? tO ‘ (¢ 
t 
ry “nd ta tf 
he 1s rendering 
, 
ometnil def ] 
aS great an a 
that lead 


‘ 


| 
i 
1 
ie 
> 
t 
‘ 
a 
‘ 
yal 
| 
ali 
? 
tT 


| 
A 


tit? 
’ 
| 
, 
+ 
> 
? 
. 
1? 
al 
‘ ; 
, 
+? 
{ 
T 4 
: 
‘ 
(>) 








How 


l0 


BUSINESS 


Flelpful Hints Thai Mean Pro- 


fits for Progressive 


Plumbers 


By Karl W. Zoeller 


‘ COW EK baths aN id lore Ire publicity tiiatl a 


ess, especially 


sf ‘ Tre 1] Tig Teriiti sr7i4? brs 


' t Da thires eat VWhen vou stop to think 
it 4.000.000 of our ablest bodied voune men have von: 
nf ae t ‘ Coad) t j r? tO) ¢ soldiers and that 
eric ( thre ral Thigpen arriving at t hie trainmyg 
i! thes rom cive to unitorm, Unel 
ewe tec! thre t | ver t| Phose vho had 
T cor tye 4 Te t i? T \’ ol illVv 

' the ine to ts « testity much th 
ed 1) his ! mat nel 17 S het { 

i ] ine ) alle t Crrric t the can \? 

‘ ic ? ! ‘ ? ? ? { a ‘ fel ly 1? thie boy 

donot seem to mimnd Now. these 4.000.000 are demobilized 

d at cattered 1 rT t the | ted States and a 

. ¢hy, ; cr The i cc States thie oreat 
atten? , eho, \ rid if thre i. ive theat Tor often sore 
ft the experrence they had on the tramme camps his 
t 1] oreat mensure toy the tact that almost every 
partment house or hotel, and even some of the tene 

t bose ey equipped with shower baths hie 

ew burldings take ire t t the houses burlt be 
tive waf al (| a Bmeee thre past twenhtv-five vears did Lic 

i 1 Paws percentage ot shower baths and herenu 

rtunitv tor the merchant plumes 
How to Make a Start. 

, t las to veo abont looking tor shower bath 
busine is rst study the subject ot shower: 
baths When vou have decided on the kind you want 
v1 the manutacturers to uch trade assistance as thes 

vish to give \ll the manutacturers have plenty 

ndow display niatter, torm letters, tolders tor dis 

butiol ete.. which they al vlad to send, and some ot 

tlre sxe niantrTacturers even oo further and have prepared 
i, syite selling plat ; wae dae hy wall help thre plumber burld 


7 
ti PUSITICSS 


howe?! hos 


Phe best teld for shower baths is in the home and esp 


’ 
? 
homes of home owners. To get a good hst 


17 ' 
‘ mali 11) the 


ft thie names of the hom OWhers WW Vour community 
should be the first step in an advertising campaign lo 
the master plumber who has been located in that com 


munity for any leneth of time, the list of customers trot 
his ledger makes a good list, but the plumber who 1s 
spreading out and looking tor new territory must resort 
to the telephon« book or to the real estate office, or per 
haps he is acquainted with a druggist or groceryman who 


will be glad to let him copy his list of names. 


Window Display Essential. 


Phere is one tiron-clad rule that should not have an ex 


ception No 


a matling Ist. me 


matter what article you advertise through 


ver start vour advertising unless you have 


cl COMllpre hie IsIve window display to back if up, 
of that the 


prommently so that there is no doubt left in the con 


summers mind 


Cher 


the Writer on 


will be disagree 


f these dis 


a lot of plumbers who will 
this 


subject, but regardless 
If the plumber is to becom: 
that the first 


to put the price on the article, 


facts are facts. 


agreements, 


merchant, he must realize step im met 


chandising is and 


inake a mistake in putting on cut prices. People rarely 


alone. The plumber happens to be in a bust 


that 


uy tor price 


ness which has something much more important 


Therefore. do not 


letters 


price that => Sservee 


the price on the fixture in big This accomplished 
advertising campaign. 


Get Outside Opinions. 


mating 


> a 
“tai Scott 


During the period you are circular matter te 


vour list Of prospects, be sure to tie up every department 


of your business with the campaign. Flor instance, when 


you run across one of these prospects on the street, ask 


him what he thinks about your advertising. Confer with 


vour local merchants Ask the druggist and the grocery- 


man What they think of your window display. Thess 
people have had wide experience, usually, and will be able 
to give you good pointers. Incidentally it brings up the 


baths without importuning them. 


subject ot shower 
Journeymen Can Help. 


Let each one of your journeymen carry literature with 


them so that when they are sent to do work for anyone ot 


vour prospects, they will be able to follow up the adver 


a personal talk. If you are carrying showers of 


tising by 
t} , ] ] + ' : le | : } °¢ » ; = | y } tt : 
the portable type, let them carry one along to show the 
customer. If the customer ts worthy, it 1s good business to 
leave a shower on trial for a week, thus giving each mem 
themselves 


and convenience there 1s to be derived 


mcr of the family an opportunity to see for 


} 


how much pleasure 


by the daily use of a shower bath 
Next, do not stop with one circular. Always tollow 
up each campaign with more literature. In this connec 


tion it often happens that the campaign itself does not sell 
shower baths. It 1s the personal selling effort that closes 
sale 

Interest the Woman of the House. 

You will tind that it is the men of the family who buy 
the shower bath, but to make the sale it 1s best to direct 
your efforts to the women. If you succeed in interesting 
the woman of the house, she will bring the subject up 
to her husband, and as the women usually have the in 
terest of the men folks, as well as the children, at heart, 
vou will tind her an able assistance in making your sales 
shower baths, it would be 


In making a campaign tot 


PLAN a SHOWER BATH 


and on top 


selling price ot the fixtures must be displayed 


as to the approximate cost of the fixture 


with 


neve 


hesitate to put 


we 


ft A 


: 
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vell to discontinue after two weeks’ work and start in MILWAUKEE MASTER PLUMBER HAS MANY 
n some other article to be advertised, and then in two or GOOD IDEAS. 


three weeks go back again to the shower baths. This 
hanging around enlivens interest and gives you a fresh - ' a . 
; tlenry J. Bauer, 3517 Vliet Street, Milwaukee. Wis.. con 
start each time and keeps the subject from growing stale 
Use Local Newspapers. 


siders his large advertisement in the local telephone book, 


1 . . ‘ , 
classified section, a big asset to his plumbing and heat 


[fo the above campaign may be added local newspaper sie 
ae a a . ; : é ny business. This ad runs right aAaCTOSS the page G 
idvertising. This is especially true of plumbers who are eee 
- inches, and is 31% inches de . tie thinks so much of it 


that he intends to increase the space next time the dire: 


not so,expensive. You will find that manufacturers are 
tory goes to press. Mr. Bauer finds it 


ocated in the smaller towns. Newspaper advertising is 
- , : roa tall. tO main 
vlad to supply ready-made advertising matter, including 




















i 
: cuts and advertising copy so that all that is necessary 1s to — 
f have the printer set up the matter with your name and ad WEST 
3 dress. 
If you are interested in newspaper advertising, would S g 2907 
uggest that you geta good selection of these electrotypes 3517 VLIET STREET 
from the manufacturer, run them in your local advertising, a a PLUMBING HEATING » coun 06? 
ilternating them with other advertisements. A good basis WEST ALLIS 122-X = NIGHT OR SUNDAY 
to figure what amount of advertising should be done, We Me There When Veo Bast Ge" 
would be about 5 per cent of your total yearly business For EMERGENCY CALLS--KIL. 1367 
in retail selling, this amount to be distributed over all WE SPECIALIZE IN REPAIR. WORK 
irticles which you will advertise in this way. 
The circulars in direct mailing schemes usually do not Ad. in Telephone Book—Original Size 7! 5x3!> Inches 
cost the plumber anything but the stamps, as most manu 
facturers gladly furnish the literature without extra cost. tain attractive window displays His present arrange 
Hard Work Will Be Rewarded. ment shows a fine, all-white bathroom replete with a 
There is one thing that the master plumber must bear built-in bathtub, lavatory, ete., and a sign above the dis 
in mind at all times in connection with building a retail play reads 
business, and that is the fact that the public is not ac- “Would vou like to have this artistic bathroom in vou 
customed to going into plumbing stores for their plumbing home?” 
accessories and, consequently, in the beginning he will “Let us call on you and plan for same 
have a doubly hard time of it to get started and, there- Another feature of Mr. Bauer's shop is a telephone ex 
fore, he must have patience, and work doubly hard to get tension system, which includes the shop and garage. In 
the buying started. That is one reason why the writer this way he can readily call the men to the phone with 
has mentioned several times in this paragraph why the out having to go to the trouble of hunting them up, 
other articles to be sold at retail should be advertised in thus saving time all around Another idea that works out 
order to convey to the public that you have a variety of well is having an emergency kit. On hurry-up calls, th 
merchandise for sale. This also helps cut down your workmen come into the shop and know exactly where th 
selling expenses; because often times if you have a nice kit can be found, without wasting time getting the tools 
display of other merchandise in your store when the together. 
shower bath prospect comes in, you will sell some of the 
other plumbing accessories which will help to cut down 
the selling cost. 
Big Demand for Showers. 
In closing, keep in mind the fact that there is a big 
demand for shower baths, and that the majority of users 
are enthusiastic and will help you sell other shower baths. 
It is an article that all people can get along without until 
once they have become accustomed to its use, then it be- 
comes an article of daily use, and therefore a necessity. 
There is a tremendous opportunity in merchandising 
retail articles in the plumbing trade, and because shower 
baths happen to be particularly adapted to retail selling 
hrough the plumber, they make probably the best mer 
handise for the plumber to get started with. 
Calendars Brought Business. H. J. Bauer of Milwaukee. 
| wasn’t, in my opinion, getting enough heating busi 
: ness, so I decided to make the rounds oi real estate Still another idea is adopted by Mr. Pauer, that has 
f: dealers in my vicinity. I found the first question a pro- contributed to success. He has printed pink cards, 6 
: spective buyer asked was, Has the house steam heat? It inches wide and 34 inches deep, which the journeymen 
ny the answer was “no,” the sale might be lost. The real es- nail up in the basement of every house they do w ak i 
3 tate man didn’t know ‘what the cost of installation was They are not nailed up any old an. etttes tones thew 
a determined to get some of this business. are two marks on the top of the card where the nails are 
Ee [ had large calendars printed with my name on them to be driven. Each journeyman carries a small tin of 
z nd sent one by messenger to every dealer I knew of. | brass-headed tacks in his vest pocket, and also a supply 
& ffered my services and quotations. These calendars of cards. Each card reads similar to that reproduced in 
: vere the means of bringing me business.—“A. S.” the accompanying telephone directory advertisement 








ASTER 


PLUMBERS’ 


MUTUAL 


LIABILITY INSURANCE 
PLAN SUCCESSFUL 


Milwaukee (Wis.) Craftsmen Have Given It Seven Years’ Trial 
and Hlalf Their Money Has Been Returned During That Time 


WN EVEN years’ experience is a good criterion of the worth 
ot any plan and Milwaukee, Wis., master plumbers can 
testity that their plan of mutual liability insurance is 

Back m 1912, after the Workmen's Compensation Law had 


‘ 7 7 
been passed in Wisconsin, insurance rates were so high that 


thie Mlaste! plumber M lwaukee pot te cethet fo try ind 
lormuliate a plan, of a mutual character so that rates might 
be lowered. It was decided to form a company and _ this 
’ under the ime of the Master Plumbers’ Limited 
Viutual ability Company of Wisconsin, The plan was con- 
ned to the master plumbers in the city of Milwaukee and 
it tew nearby shops, and is still carried on within that radius. 
\ccording to George Luedke, who handles the affairs of th 
Or inv, the membe e been returned halt their money 
vhich was paid in tor hability protection 
How the Plan Works 
Phe hability insurance company includes most members ot 
the Milwaukee Master Plumbers’ Association and each mem 
er is taxed 1 per cent on the total volume of business done 
during the year. This sum is paid in advance at the tirst of 
the vear, based, of course, on an estimated volume of bust 
ness. At the end of the vear the actual business done 1s 
checked and the necessary adiustments are made regvarding 


a rebate or the payment of additional money to the company 
This 1 per cent, of course, is a legitimate overhead expense 
item, and is taken care of by the members in their over 
head expenses. The records of the company show that claims 
have been of a minor nature, incidental to the plumbing 
business, such as injuries to eyes, fingers, etc. Only five 
deaths have occurred in the seven years that the company 
has been operating. Death claims are limited to a payment 0! 
$3,000, or to $6,000 tor more than one death occurring at 
th 


i person or persons not employed by the assured, are killed, 


le same time, so far as employees are concerned. Where 


, 


the liability is limited to $5,000 for one and $10,000 tor two 


more. The Industrial Commission of the state decrees 


the settlement of claims and fixes the monthly pension that 
hall be awarded the widow, which runs from $40 to $50 a 
month. depending on the circumstances 


i 
. . - . . 7 , 
Reproduced herewith is part of the policy, issued by the 


company, which lists the special agreements entered into 
The general agree 


‘ . . .4 
WWreT is protected. 


when the master p 


" ‘ 7 > 
ments, ten in all, listed on the back, are as follows 


+ i} 


General Agreements. 

Notice of Accidents and Claims: The Assured, upon the 
occurrence of a casualty covered hereby, shall give immediate 
written notice thereof, with the fullest information obtainable 
at the time, to the company’s duly authorized local agent or 
at its home office in the city of Milwaukee; and shall also 


. : ° . . . ? a - - ; hs , 
vive immediate written notice, with full particulars, Of any 


and all claims which may be made on account of such 
casualty 
Notice and Defense of Suits: If hereafter any suits, even 


if groundless, be brought against the Assured to enforce a 


claim tor damages on account of any casualty covered there- 
by, the Assured shall cause every summons, process and other 
paper relating to such suit to be delivered to the company 
is soon as served on the Assured. Upon and after the receipt 
of such summons or process, the company will, at its own cost, 
detend the suit in the name and on behalf of the Assured, or 
settle the same. The Company shall not incur hereunder any 
liability to the Assured for a casualty upon which suit has 
been brought, unless the Assured shall have afforded to the 
(Company, as herein before provided, opportunity to defend 
such a suit. 

Settlement of Claims and Suits: The Assured shall not 
interfere im any legal proceedings relative to or growing out 
1 any casualty covered in whole or in part hereby, nor with 
negotiations for the settlement of any claim arising from such 
i casualty, nor settle any such claim, nor incur any expense in 


connection with such casualty, save such as may be necessary 


in providing at the time of an accident, imperatively needful 
surgical relief, but the Assured, if and whenever requested by 
the Company, shall aid in procuring intormation, evidence and 
the attendance of witnesses, in effecting settlements and in 
prosecuting appeals. 

Other Valid Insurance: If the Assured have other valid 
ind collectible insurance against a casualty covered hereby, 
the Assured shall not be entitled to receive from this Company 
a larger proportion of the loss than the sum hereby insured 
bears to the whole amount of the insurance against sich cas 
ualty carried by the Assured. 

Suas Against the Company: No action shall lie against the 
(ompany to recover for any loss as described tn this policy, 
unless brought within ninety days trom the date of the entry 
of a final judgment against the Assured, after a trial of the 
issue on the merits, in a suit duly instituted within the period 


f Limitations. awarding damages on 


limited by the Statutes « 
iccount of a casualty covered thereby; and then only provided 
that such action against the Company, be brought by the As- 
sured personally, for damages sustained by the Assured in 
paying and satisfying such final judgment. This clause shall 
not m any way limit, restrict or abridge the Company's de 
tenses to any such action. 

Subrogation of Rights: In case of the payment of a loss 
under this Policy, the Company shall be subrogated to all 
claims and rights of the Assured against any person or per- 
sons in respect ta such loss, and to all judgments and decrees 
establishing such claims or rights; and the Assured shall exe- 
cute and deliver to the Company any and all papers required 


by it to secure to it the said claims and rights and shall co 
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Master Plumbers’ 
Himited Mutual Liahility Company 


of Wisconsin. 


Su Consideration of the advance premium for this pohey as provided in the schedule herinatt 
given, MASTER PLUMBERS’ LIMITED MUTUAL LIABILITY COMPANY, a \iscousin o 
poration, called hereafter the “Company”, hereby insures the Apphieant named in the schedule hercinattes 


given called the ‘Assured,’ for the period stated in said schedule, 


Against Zoss and Expenses Resulting from Claims Made Upon the Assured 


for damages on account of bodily injuries, including death, suffered through an accident occurrmng during 
oat this policy, by any employee or employees of the Assured, or by any person or persons not 


the term 
employed by the Assured, in and during the work of general plumbing, steam and gas fitting and 
all work pertaining thereto; including the use of one or more teams or vehicles in the business of the 


Assured, (the word ‘‘vehicles’’ to include automoliles when used for delivery purposes and in- connection 


with said business) 


SPECIAL AGREEMENTS. 


A. LIMITS OF LIABILITY EMPLOYEES. —Tihe (om mg the term of this polices \t the end of the pohey period 


the Assured shall report. to {hie { errr the actual amount 


pany 's payment for an accident so resulting in the myjuries te 
or on the death of, om cmplovee Is himited te Three Thousand of busmmess ce 1) \' real If 1] nn unt of lyrsyrie ss dom: 
Dollars ($3,000), and subject to the same limut for each oem gefually cxeeeds t] in named the Sehedule | after 
ployee, the Company's payment for one accident so resulting given, the Assured shall pay th ditional premmm earned 
nm injuries to, or in the death of, several employees is limited less than th um stated. the Company will return to tlh 
to Six Thonsand Dollars (46.000) Assured the unearned premium 

B. LIMITS OF LIABILITY PUBLIC —The (Company's G ome AUDIS Any of the Company's author 
payment for an accident so resulting m injuries to, or in the meal auditors shall | ye might and opportunity at any tin 
death of one person not employed by the Assured is limited during the term of the policy, or within one year thereafter 
io Five Thousand Dollars ($5,000). and subject to the same toy examine the bool md records of the Assured as reapects 
limit for each person, the Company's payment for one acei the amount of business transacted during the policy period 
dent so resulting in injuries to, or in the death of two or more by the Assured aforesaid, and os \ aured shall render ren 
persons not + mployed by the Assured is limited to Ten Thous wonabl asistan iT Assured shall) whenever the ¢ ompans 

co requests. furnish t! Company with a written statement of 


and Dollars ($10,000 
the amount of business transacted by Assured during any part 


bres The rende ring of any stich satate 


C. PAYMENT OF COSTS, INTEREST AND EX. of the period of the po 


PENSES.—The Coinpany agrees to pay, in addition to the ment or any payment mad 
lumits of liability heretofore named, all costs taxed against the tion herein provided for, the Company's right to additional 
Compaty, premiums, nor the Assure 


thereon shall not bar the examina 


Asured in any legal proceedings defended by the d's right to return premiums 
all interest accruing after entry of judgment upon such part ; 
| Mr. Se ee HW. INSPECTION. —Any of the Company's authoriaed 
thereof as shall pot be in excess of the limits of the Company's 
: . ' inspectors shall have the right and opportun ty to Inspr the 
hability as heretofore expressed, and all expenses incurred by 
; plant, works, machinery and apphances of the Assured, the 
the Company for investigation, negotiation, settlement or 
place and kind of work; and the Company, or any of tts 
defense ‘ ; , 
imSpeclors, may SUsj. rd this msirance because of Any aeTrjyous 
defect or dangerous condition found. Notice of such suapen 
sion and the reason therefor, and of the reinstatement of the 
instirance must be in writing The (Company will return to 


D. HEARINGS BEFORE CORONER OR MAGISTRATE. 
~The Company upon notice and request of the Assured will 
also provide at the Company's expense, counsel to represent 
and defend any and all employees of the Assured, who may 
have been snbjected to arrest by reason of any casualty for 
whieh the Company may be lable to the Assured hi reander I CANCELLATION BY ASSURED OR COMPANY 


This poliey may be cancelled by the Company at any time by 


the Assured the proportionate premium for the period of 


STSPension, 


EB. EXCEPTIONS.—This policy does not cover loss or ex. 
notice In writing to the Assured, mailed to the address last 


pense as aforesaid, (a) for injuries to or death of an offieer of 

a corporation or to a member of a partnership or. firm: given, stating when the cancellation shall be effeetiy It may 

(b) for fatal or non-fatal injuries sustained, or caused wholly be cancelled by the Assured by hke notice in writing to the 

or in part by any person employed by the Assured, if the em- Company. In either case, the carned premium shall be eom 

ployment be contrary to law puted on the amount of business done during the time th 
j policy shall have been in foree. If cancelled by the Companys 
F. PREMIUM AND ADJUSTMENT. —The premium os the Company shall be entitled to the carned premium pro rat 

ased on the entire amount of business done by Assured dur when determined 


res HER Peer Por. PIR e nN ren PEON PROX Peer PRN POX 
a 
Shing ard Sieg ane” b At 4 yen bse 4 Ye" Saag Se.4 Saog 0-7 


< 


aon yo 
Pe 


2S Hog: 
— Oy, 


ip 


“Sa A" PM “* a “x 
Oe 


> 
_ 
4 


ws 


? 


eo ae aa rs 
PGS 3G 0 Ss * 
ee ee 


+ 
rr 


$5: 
iy 


» en 
Se poe 
are 


ik Soe 
Sao ‘3 > 
ay cy a’s 4 


a 
ws ® 


SLAT 
+ 
a 


See 


mys 
+ 
> 


oe 


i” 
+ 
® 


As 


“5 
ed 





a" 


+ 
> 


ees 


° 
Sc 
Pi PR 


o=- ro gh 
ong 
og: 

we Ps 


+ 
> 


A 
o 
‘ 

, 
» 

























- 







ae 


a 


+ 






LAS} 
= 


5 








16 DOMESTIC 


\ssignment of Interest: No assignment of interest under 
ths , . oI . y . . . 
his Policy shall bind the Company until the written consent 
ot the Company shall have been endorsed hereon by its F x 


ecutive officers 


Waiver of Conditions: No condition or provision of this 
Policy shall bye waived or altered unless authorized by re solu- 
tron of the Board of Directors, and no notice given to or 
possessed by any agent or other person shall be held to affect 


vaiver or change in this contract. 


\uthorized Agent No person, unless duly authorized by 
the Company in writing, shall be deemed to be an Agent of 
this Company as regards this Policy or the insurance repre 


sented thereby 


Statements in Schedule The statements contained in the 


vccompanying schedule are hereby made a part of this con 


tract; which statements the Assured makes on the acceptance 


rT this Pol VY al d Warrants to he true, Save as to those which 


Att dec lared t© bye estimates only 


The schedule following the foregoing general agreements is 


as tollows 
Schedule. 
is Vame 
: Address C1ty ( ‘ounty State 
s Applicant ts 
i Kind of work 


>». Where work is to be done 


ty estimated amount of business transacted during the year 


< 


~ 


premium, 


s No wrecking or tearing down of structures except 


’ \ } expli 17'S AK used excep 


LL lhe amount of business transacted shall be total sums 


received and earned from every business source. 


11. Insurance to heqin On day of . a 
and ta CXpire On day of 
192 , at noon, standard time, at the place where 


policy 1s countersiqned, 


Dated day of . 192 


Applicant. 
IN WITNESS WHEREOP, the Master Plumbers’ Limited 
Mutual Liability Company of Wisconsin has caused these 


Presents to be signed by its President and Se¢ retary. 
President. 
Secretary. 


( ountersigned at Milwaukee, Woisconsim, 


this dia\ oO; 19” 


4 futhorized 4 fgent. 
Icndorsements 


\ny master plumber desiring further information regard 
mg the Milwaukee mutual liability insurance plan may write 
to George Luedke, Builders’ Exchange, Milwaukee, Wis. 


According to statistics issued by the Customs Admin 
istration at Paris, French imports for first 10 months of 
1919 totaled approximately 23,000,000,000 francs, while ex- 
ports aggregated 5,500,000,000. The imports increased 5,000,- 
000,000 francs, as compared with corresponding period in 
1918, while exports also increased, being 1,500,000,000 francs 
greater than a year ago 


emium rate per cent of business transacted and 
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PLANNED EFFORT GETS BUSINESS. 


By Sales Manager. 

Getting away to a good start and holding the pace 
through the year with good profitable sales, more than 
ever before requires real planned effort. 

Making sales today without the goods to deliver is a 
risky chance—risky in two ways. You go to the expense 
of making a sale and you may not be able to deliver. 
\gain, costs today are so uncertain you may have to 
pay higher prices for the goods, if you get delivery, than 
you figured on when making the sale. If you sell and 
cannot deliver, you waste time—time is money. 

Meet present day conditions with system, with planned 
etforts—but, plan ahead, not behind 

buy now—a caution offered with most goods—is not a 
hurry-up effort, a working fast to get business. There are 
no reserve stocks. Ask any manufacturer. There will be 
reserve sometime, but 1920 starts without them. 

The first decision to make is to buy ahead—to invest 
in stock or to speculate with deliveries. Is the interest or 
investment in stock worth more than profits on sales? 
That is the big question. The writer says “no.” If you 
agree, check up your needs and buy. Order for imme- 
diate and for future needs; specify deliveries so far as 
you can. To do this requires system in selling, which 
comprises, 

\. Analysis of market 

B. Setting a mark or quota of sales to be made. 

(. Making prospect lists with great care to prevent 
wasteful advertising and selling effort. 

I). Regular advertising to prospects. 

EK. Regular solicitation of business from prospects. 

I Plans for selling effort 

1. Personal calls 
2. Phone calls. 

This briefly outlines a policy for 1920 that is believed 

to fit existing conditions and is adapted to your business 


to any and all parts of it. 


A Message to Iowa Master Plumbers. 

There are more automobiles than bath tubs in Iowa. 
The automobile annihilates distances and is a most ef- 
ficient ally of advertising. As a result the woman on the 
farm is daily receiving new suggestions. She argues, “John 
has modern machinery, I want plumbing and heating, like 
the Smith’s. We can afford it, as well as we can afford 
the new eight.” 

The day for changing statistics relative to the number 
of farmer autoists as compared to modern farm homes 
is here. Mrs. Farmer is coming into her own. 

That's our message to Iowa dealers, it is the key to big 
ver business. Yours truly, 

Kretschmer Mfg. Co. 
H. C. Baumgartner, Secretary. 





-_— 


The Office of the Chief of Staff, War Department, 
has issued a statement which says in part: “The New 
Year is ushered in under incomparably more auspicious 
circumstances than was 1919. In no field is the contrast 
more vivid than in the maritime world. The outlook to- 
day, instead of being chaotic, presents an orderly and con 
ident prospect for the early commercial supremacy of 
the United States. This condition may be largely attrib- 
uted to the expeditious and efficient manner in which the 
military transportation service has extradited the nation’s 
marine facilities requisitioned for the emergency.” 
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4 Well Developed Plan of Each Heating Appar 
Qe y é EVELO Pet an of Lach eating Appar- 
% 
a Valuable Asset to the Heating Contractor 
atus a valuable Asset to the eating Gontracto? 
By Altred G. King 
3 T is poor business policy to make a practice of guess- shown by Fig. 1 and of the second floor by big. 2. In 
ing at the probable cost of the various items of ma using this plan, with the radiators as shown, vw issumie 
terial and labor required for the completion of a con- that the required radiation has been correctly estimated, 
ict. Particularly is this true at the present time when 
, ° ° ° , . , - i ———————— =] | 
cessively high prices of materials and high cost of labor - 
revails. | 
lt is no doubt a fact that some work—we'’ refer now p 
; _ oOr¢cn | 
heating work—is of such a nature that it is quite im- —_ eS = 
issible to accurately foretell the cost of certain items | 
material and labor, and yet the estimate made cannot 1 y 
iways be classed as a guess, for it 1s undoubtedly based =i. = + 
- . - . ' f : 
‘on more or less accurate knowledge of conditions which Pro: 
; | - 38°- Ye 
ivern the quantity and quality of material, and the | 
e ° ° - Pantry ' t nir 
mount of labor required, for the completion of the wey 
vork. “ 
, ; ’ oun D Gen ; 
In the heating business, the amount of profit realized ——— _ 
; ; ' Rad. i 
in every job is largely dependent upon the cost of labor. + age | Rad 
’ . 108-2271 V 55-3e~I"V 
plans of the work have been made the contractor 1s | 
ible to estimate very closely the various items of material | | 
; a. ; Diming | 
required. Fhe item of labor cost is always more or less Room | | K 
, - : i | rmigconen 
an uncertain figure, as many circumstances may arise t | 
o lengthen the time required to perform the work. Quite | | 
requently this item is underestimated, with the result that 
~ - ° : ; i | 
the amount of figured proht on the job 1s considerably grocery 
reduced ms 
reaquced, poet ‘ont 
Plans Minimize Danger of Underestimating. i 
The danger of underestimating either material or labor ' ) 
lessened if the work has been carefully planned. A YQ ¢ 
‘ery considerable portion of the contracts secured by the WS 
iverage heating contractor are for residence heating. <A 
large percentage of this work is estimated from data 
. ' . ., ‘ Parlor J 
taken from the drawings of the architect, or from meas R 
er ; 
urements taken at the building, and many of such con- —— 
; , . 0 
tracts are completed without any working plans having 
been made. 
Close competition requires keen judgment in estimat- Rad. 
; ; , | ey 
ng the cost of work in order to secure business, and a | 104 -22°-1'V 
quickly drawn plan, giving a general description of the | 
vork, is of great assistance to the contractor in making an . : 
‘timate, and, if successful in obtaining the contract, the 
plans which may have been made will prove of great value 
, - Se, Sie tin tmiiin 7 | 
; ¢ > ( , i 
the fitter who is to install the Job Porch | 
[he average heating contractor is not a draughtsman, 
d would therefore be unable to turn out a finished | 
: etch. However, there is a method of planning heating i | 
i 
‘ ‘ork that any contractor, with or without a knowledge ef Re St niall 
a draughting, can acquire, and a drawing of this nature — 
a sufficient for the purpose of estimating, and also as. a ae 
: rking plan to place in the hands of the steam fitter Fig. 1 
’ 'o will install the work. 
: Plan of Residence Heating System. and that the radiators have been selected and located as 
2 “or purpose of illustration, we shall consider a medium far as possible in conformity with the desire of the 
a ed residence which is to be warmed by an accelerated owner. A careful survey of the job, particularly as ¢ 
e stem of hot water heating. A plan of the first floor 1s the position of the radiators and of the chimney, should 
4 "2 
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ni y radiators on the second floor which 
ire te ST ind direct! ver those on the airst foot Cat be 
Of \\ hat ( i ( la Hat ele ation ot the job, as 
h by Fig the character of the plan suggested 
1 a flat elevation ts meant that the main flow and re 
TwyTT) cS iT ¢ exte de | | Stra rhit ly i¢ omittin ’ i1\ 
00 degree or 45 degree turns. Lay in the piping system 
s shown, drawing solid lines for flow pipes and dotted 
lines tor returns. Horizontal lines represent main flow and 
return pipes, vertical lines the risers, and oblique lines 
the branches. The fittings may or may not be marked as 
the size of the Ip Wi l 11 di t th - size of the fi t 
he pipes indicate the ize of the httings, 
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plies the sketch that it is an easy matter to illustrate 
the various styles of radiator connections and other de 
tails Ot construction As the contractor becomes accus 
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tomed to this method of planning his work, 
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until the contract is secured or lost, when it should be 
indexed and hiled. The estimate sheet and the record blank 
could be combined if desired 

()ther helpful blanks are obtainable, or can be made, 
which, however, are more often for office use as a part of 
the method ot conducting the business, | he record of the 
job and the estimate blank are essentially a part of the 


mitractors data and are intended for his use and assis- 


Wi feel sure that every heating contractor who will 
plan and record his work will reap a 
As a help to the com 


begin to carefully 
yreat benetit from the practice 
plete understanding of Fig. 3 we show by Fig. 4 a plan 
of the work illustrated as it would be made to form a 
part of the Hoor plans for submitting to the owner 
Photographs and Testimonial Letters Helpful. 

\s plans are considered for extending or increasing the 
business, no doubt many ideas will be developed. There 
is a method ot using photographs and testimonial letters 
ch may be employed by the contracting hitter without 
iny loss of dignity or a Comparison with patent medicine 
type of testimonials 

Make an agreement with your local photographer to 
take a photograph of each residence and building in which 
vou have installed a heating apparatus. Have two prints 
made, one mounted on cardboard and one unmounted. 
Present the mounted photograph to the owner and make a 
request that he give you a letter of recommendation re- 
garding your work if he is satisfied with it. A courteous 
request of t| 1s kind is seldom re tused Having obtained the 
letter, provide a scrap book of suitable size and paste the 
unmounted photograph on one page and the letter recom 
mending your work on the page directly opposite 

It is a dignified wav of showing letters of recommenda 
tion and will not fatl to make a favorable impression on 
n owner. The matter of clasing a contract is then mor: 


easily accomplished 


CASHING IN-ON THE DISAPPEARING DOMESTIC 
SERVANT. 


By Raymond Marsh. 


VER $50,000,000 worth of washing machines tor 

household use were sold to American housewives 

during 1919 by master plumbers, hardware dealers, 
department and furniture stores, electrical shops and pub 
lie utility corporations. Think of the profits which went 
into the pockets of these dealers. 

An acute shortage of domestic servants, high prices 
charged by public laundries and destruction of clothes 
sent to them, the development of the idea that the family 
washing should be done in the home for sanitary rea 


sons, 1f for no others, all have combined to make the 


job of distributing washing and ironing machines to the 


housewife an easy and a protitable one. 

Dealers all over the country are urging the manufac 

turers to ship more and more machines. 
Equipment Pays for Itself. 

\ washing or an ironing machine will save its original 
cost in time. The housewife knows this and is convinced 
of it. She knows quite well the ever-increasing cost of 
clothes and of household linens: and she knows that the 
increased cost demands the utmost of care and attention 
when the clothes and linens are washed and ironed. No 
dealer has to sell his prospect on these points. His Job 
right now is to get machines so that he can make prompt 


deliveries 
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Enormous Sales in 1920. 

In my judgment, the end of 1920 will see washing and 
ironing machines being delivered to American housewives 
at the rate of $100,000,000 worth a year. The plumber 
ought to get his share of this business. The live plumber 
will get his share of this business. He is already develop- 
ing his plans to take on a complete line of household 
labor-saving devices. He is increasing the size of his 
shop or store and in some cases he is selecting a better 
location on the main street where everyone can see his 
window display and his line of wares. The line of thought 
which prompts him to this step is about as follows: 

Kvery live American family is making more money than 
it ever received before. The members of such a family 
are gradually, but rapidly, raising their standards of living. 
Things once classed as luxuries are now necessities. The 
best is none too good for the American family. The 


mother and housewife find it difficult to get a servant for 


any wages. The housework must be done. The rugs 
have to be cleaned: the clothes and household linen have 
to be washed and ironed. The mother cannot and will 


not do all the work herself by ancient methods. A wash- 
ing machine, an ironing machine and a vacuum cleaner 
are bought and, then, the housework becomes play. 

Say This Yourself. 

\ large part of my work in this community is the job 
of rendering service in the homes of the average American 
housewives. This is one of the functions I and my em- 
ployes perform in our community. I know the conditions 
under which the housework is done in many of the homes 
in the community in which I live and work and make my 
living. 

Not a dealer in my community is in a better position 
to sell household labor-saving devices to the housewife 
ind render service on them than I am. J guess I will go 
after that business. I will take on a line of washing ma- 
chines, hand power, water power, gasoline power and elec- 
trically driven. I will take on a line of ironing machines 
and of vacuum cleaners; and every time my men go into 
a home I will instruct them to tell the housewife how 
easy it is to do housework after these labor-saving devices 
have been installed. 

Handling Time Payments. 

Perhaps some of these housewives will want to buy the 
higher-priced devices on the deferred payment plan. I 
will arrange to finance such payments. I guess I had 
better get in touch with my banker on this point or maybe 
our Morris Plan Bank will help me out. There must be 
some organized way to discount the paper I take on the 
deferred payment plan. I guess I had better write to the 
manufacturer whose line I am going to sell. I am sure 
he will be able to fix me up so that I can sell the higher- 
priced devices on the deferred payment plan. 

\re you one of these live plumbers or 1s it your com 


petitor across the way? 


The Savings Division is urging every American citizen 
to adopt and live up to an individual financial creed and 
course of conduct. A composite summary of suggestions 
for such creed outlined by Savings Directors of twelve 
l'ederal Reserve Districts is as follows: “I believe in 
the United States of America. My opportunity and hope 
depend upon her future. I believe that her stability and 
progress rest upon the industry and thrift of her people. 
Therefore, I will work hard and live simply. I will spend 
less than I earn. I will use my earnings with care. I 
will save consistently. To increase the financial strength 
of my country and myself I will buy Government securi- 
ties. I will do these things to help America.” 
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PROFITS AND PERCENTAGES. er { 


a fal selling price 1a) 
[t 1s surprising, but true, tew merchants give sulticient . Ost oO i MISItics 
attention to that all important item of protit and per Protit ) 
centages. - 
Suppose, for example, the merchant tinds he has a heavy, ~OSt OF GOIN, 
slow-moving stock What does he do: Make s al reauy ti0Nn, 
- . ‘ \ \ ] + 
of course. However. the goods in stock show a mark | v' ' , 
of 3314 per cent. 
: . { hie 1} rr ‘ li | ! i } 
Che Cost cot do 7 business eS lef lls iv. ys ? }>4 T cert . 
cent ot the selling pri [dis LOO 
Thus. we tind every dollar's sale at the reduction 1s sold , . 
; | yh) TOD OE FT 45 tthe ‘ ) ‘ 
at cost, or a loss, unless we figure the other goods in 
stock must be made to balance the reduction, for it 1s a 
fact that a stock of $25,000 will not stand many reductions 
to show a loss. 
Again, we tind many buyers who do not tigure correctly 
and seem to take tor granted that a stock marked at T 
$314 per cent above cost will yield a handsome profit " 
This is not so, by any means, for a stock marked unt 
ersal hi rure will loubt sl ~ | “Te 
versal at this hgure will no doubt show a loss at the end 
of the year, as the following example will demonstrate \fter ftleurine out. the elline ny - tlie rures 
Thirty-three and one-third per cent protit is 25 per cent to be correct, as tollow 
of the selling price Sixty-nine per cent ot irticle. $1— 
was . : Te’? Cen? 7 () | ()% 
Che usual tixed or overhead cost ot doing business m a * total st 
r+) Sw - ; . ) . ¥\ t \ ; , cer f 7 } ; ? ’ 
well-regulated store 1s YY per cent This allows but 3 per bw yt pel t dome 
e ‘ P~& ” > aT ey it total ‘ 
cent tor physical depreciati —— : et per | ' = ' 
a Ninety One per cent of elling priv total sf S13” 
Thus, we see at a glance, the profit a merchant must 
alee : ) OO per cent total cost 
make to over-balance that deadly 22 per cent, is more 
decd , ; ° ; Pat] mt of ~ ar rrig } Pra 
than 3314 per cent so Wyathy stores use as a basis ror price i : nt, 
. ] , 1() »¢°7 cent cyt t 7? | ; 
making. | ” 
. . « C Drye i; 1] dred oe ] t 1] 11}? }) .o 
Again, we find in these days of high power and expensive as 
. . . Ys . , 
merchandising, 22 per cent 1s a very re isonable sum ot ' ' 
a ‘ , i1} Closime, let ls tate t rit tile il 1 ¢ hat \\ id) ()\' i 
which to figure. ' 
| rofit is the one who meets competition in a sensible man 
Hlere is an example which may be given to the maker, ' 1 
- > Ie] Wile CL Od 1}a) attempt 1a) nner {*i} ( (*? faoore 11) 
instead of the retailer, according to the “American Busi town and who does not try to ontdo his co: stiiinn te 
ness Manual”: , ” 
CYeTry mWISTANCe Oo} Wlve riley I Lix ( Toot i I I » Tolloy 
ery radical pric t oa | ) i trade 
Phe cost of raw material s+ 00 vill Gnd 1 , cos. _ , 
‘ | ret 7] CO) nil) ) li}¢ 1} cannot 
Productive labor G5 
uUrVvive 
Manutacturing and indirect expense Ny . = —— 
oO one man can tollow thre 
are , : lhe way to cir . s | { hy tit 
Thus we find the total cost of production $2.50 an? atl 
mnpetitors, but on tt petifor vatch you 
Selling cost (per cent, estimated) 12 
Articles stated at 1.00 2 : 
| How He Fixed the Fountain 
\dd to above selling expense 48 | ie . ) | 
(‘ost of article sold reaches » (pss | 
: . rountaw Phe Vater mat ' 1] toa hard 
Leaving a profit of 1a | 
+7 ] ‘ ' | | +} ’ i ] 
liria edd PrOAGUdWAN bye (IPI WS 
; | = ae | untam was on the other side of the roadw. thus mal 
rom this must x deducted administration expense 1° , 
, : . , . , ng it dithiculit to run tant 
before we Can arrive at the het prone possible Ot making. : : ; , ‘ 
: . passed ver tne road y not lar tr Oy} top of th 
In a retail store, the process is much the same, leaving 
a ; Irlace ind it Wa t t little « 
out the cost of raw material; but in tts place we have the . ’ 
; rtion caused Ati Ue “a f lin 
deadly reduction sheet, the giant which swallows many a “ i” ) nil 
Wis ; ~ - t* C¢)7 pathy WOlIid a ‘ ] ‘ ‘ ;\ | 1477 Pye 
profit made possible on paper, but impossible of finding 
. . ' rly ts (| , thie WOOT] ’ i ) ! fy 
at inventory time 4 
; xpensive, if it took long 
Che merchant who reduces goods without a reduction | completed the work a one bh 1! md twee t\ nintutes 
sheet, showing such reduction made during the yeaf, cle by attaching a hose to a taucet. the other end t i length 
ceives himself and does not know where to look for the a ee ; oe ee ee e] 
: Of 34-inch galvanized pip zed under e road 
discrepancy, but it 1s always or almost always caused by not _ ee a a eT ; base! 
. . i , : : U j i mee on 6 | (iii Tiitodé 11] ‘ ‘ ' ert whine hy 
taking into consideration the reduction made on goods the t was easy to ‘nnect u 
current Vear other tC " drut king tey11n ft ' ‘ ‘ | . " ? | +} ‘ toh 
[The last demonstration we shall give is the following Vac I well naid 
table, that in a measure solves the question of profits ME. J. Rabanutes, | linga, (als 


For this, the author is indebted to “Brains 

Associated Press reports tro Berlin that .\merticas 

Showing How To Figure Profit In Cash Of 10 Per Cent suyers are reported to he } tiating with (Crerman 
Where Cost Of Doing Business Is 22 Per Cent. potash syndicate for a supply of Ger | 
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Note the highly polished surface of this 
. 6 99 ‘ 
Wiseco “Ballo” Connected Waste and Over- 
flow---this finish 1s there to stay. 
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BINISH plays an impor- a short time of service, but 
%} tant part inthe sales of — lies deeper than the surface, 
Plumbers’ Sanitary and covers the best quality 
Brass Goods. metal ever put in this class of 





Not all who buy or specify brass goods. 


this kind of material, can see 
beneath the surface and an- 
alyze the strength and quality 
of the metal, but fvyv7sh seems 
to have a deciding influence 
In every Case. 


Beautifying the baths and 
toilets of America’s homes has 
become an art with the Plumb- 
ing Fraternity and W seco 
Plumbers’ Sanitary Brass 
Goods are truly playing their 

The finish of ‘‘Wiseco” — parts in elevating the instal- 
Brass Goods is put there to — lation of this kind of material 
stay—it isn’t a thin veneer above the plane of cheapness 
of polish that will wear off in and infertority. 



















~ 
\ SIN 


S 
a 


WAY, 
WOO 


WX 
“AAS 
WN 


SS 


SS 





bers’ Sanitary Brass Goods 
PITT HA 











ney) vriting advertisers 


id i yeyN\T EEN |E Te iM Nit sl WwiX(, lanuaryv 10, 1020 


REDUCING THE WASTE. 1 MA TTI 1 «) if pe Pa a¢ A podye (st a hie kel - dav. 





ers but the overhead of a humidor 1s something fearful. It 
By Harry Gale Nye our wives blew as much money on chocolates as we do on 
eine cigars (and they would i they had it) we would talk 
BOUT the only way some women ever think of to them about extravagance and indigestion and ask them 

redur 1p the waste is to tighter Uy) onl the strings vhat is the matter with their compl KON. 
of their corset And yet, with all th talk about \tter all it is the little things that count, as the old maid 
the high cost of high lving, one real good way to reduce ud when her small brother told her age. It is the dime 
the higl ost would be to reduce the high wast | Ve ave here and there that makes the dollars we have 
ot only meat ted States,” but it also means “Us here | would not want any man to be parsimonious, and 
Ss Ape dey Ve t only blow about our money, but U1 to treat mysell pretty well, and ott 1: lyirt there are 
e also blow it about We kick about every pri cid t of things we could get along without and be just 
rel i peri Lud t i! ve Use More is happ without besides thr singing of the virl next 

nto Our war THAN grere t t ren Levant 

id we spend more on the theater than we do on the But it the little things count, the big things are not to 
church, and are always trying to put up a tront, whether « despised. We A\mericans are just as good wasters at 
ve have anything back of it or not. We love to put on vholesale as we are at retail. Take strikes, for example 
the ¢ forgetting | am just as eager as anybody that every man get every 
(Ir5 Gor Te that a dove of that thing that 1s coming to him. gut a strike, at that, is a 
| 1 4: 1 dog-gone yirie what expensive amusement, It 1S like a doctor: it 


| STOP | Kind | nig 
| Y WNOERSTAND expensive animal ught to be called in only when it ts necessary, for the 
“a — \ ' ty ’ tc) live , doctor's bill Is like ly to be large. 


















































i 
vell i thre neigh \t the present moment there are 250,000 people on 
bers do and the strike in the United States and when | get home tonight 
neighbors try to ind start to looking tor the hired girl [ expect to find that 
live as well as thes t is 250,001 that means that the laboring men of the 
think we di Wi (nited States (and we all are that, whether we sit at a 
have not as much desk or stand at a bench) are losing $1,000,000 a day in 
money as peopl Vages \ man ought not to spend $1,000,000 a day with- 
think we have and ut stopping to consider what he is getting for the money 
otten we do not Lhese 250,000 people are failing to produce $150,000, 000 
have as much worth of goods every month that they might be produc 
money as we spend ng (Counting the hired girl, it 1s 250,001 people and 
\ man said to m« $150,000,048.) And yet we holler about the high cost of 
time, when a living Now, if $130,000,000 worth of goods were thrown 
plumber refused on the market this month it would probably help to put 
him credit: “I don't some kind of a dent in the high cost of living. But, when 
know what 1S the thie merchant cannot pet the goods, he can cenerally yet 
matter wath = the the price. But the tellow who does not produce the 
“We talk to them about people around here, goods cannot get the price to buy them 
extravagance.” | make S105 cl It might lye «i grand Wica if we would all agree to vo 
nonth and | spend ack to work for a month and see how it would work out. 
$250 of at right her this) town.’ rou remember about the old lady who could not get 
We ought to reduc me of the waste and | have thought ome because the stick would not beat the dog and the 
ofa tew ways we could lake clothes, tor example. Instead re Would not burn the stick and the water would not 
tf having one eood suit tor Sunday and funerals and an quench the fire, et but when they did begin to do their 
ordinary suit for week days, we most of tts, do not have even duty and to beat and to burn and to quench, etc., the old 
the one good sail Priste \ ban 
about «five suits that lool though 
they ought to be take ut of cieula 
fon, We Weal them twirl rround” 
until it is not sate for us to turn around 
lt may be that many a: onest heart 
beats under " patched peat ! pant Vy), 
lat mt owe had one vod iit vithout / 
thie patch probally the ‘ thet clout / 
our honesty That os ne vood thing 
about having mone, \ man does not 
have te be honest. becauss peopl think { 
he is anywas Most of the men 
world whe are good are good princ “I try to treat myself pretty weli—and often.” 
pally because thev are under spictol 
Marriage does not make a man good, but it often keeps him lady got home ina jiffy; or mavbe it was a litney Any 
good. If we would run to the tailor with a suit when it vay she got home. 
hegins to gd as promptly as we do to the garage with a car There is a lot of unrest in the country, and it 1s not all 
vhen st does not, it would not cost us so much for out lue to the cooties. That is, that is what people say. But 
clothes. And shoes; we cast them into the burning fre when the trouble with the country 1s not too much unrest as 
all they need is new soles much as it is too much resting. Let us reduce the waste 
And smoking: what a lot of money we tellows do waste of resting and that will take care of the rest. 
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FEW REMINDERS on PLANNING 
BUSINESS 


A Discussion of the Importance of Business Letters, News- 
paper Advertisements, Window Drs plays and Salesmanship 


by Ralph Duysters 


N ex-Congressman pretaced his remarks at a re 

cent business dinner in New York, by saying that 

he intended to talk about ten things, nine of which 
he was certain his listeners were familiar with, but the 
tenth he hoped was entirely new and therefore they might 
remember it. He said if he told them only one thing 
which they knew before, he was positive they would not 
remember any one of the nine other things. And he was 
not tar from the truth, either. If, from the mass of ma- 
terial we are compelled to read in order to keep up to 
date, we can cull one or two good ideas which we can put 
to work for us we are fortunate. If those one or two 
ideas are worth anything at all they are worth the effort to 
get them. 

While there may be nothing startlingly new in what 
follows, this being the time of the year to make good 
resolutions, it may act as a reminder and a stimulator as 
well as a dispeller of old Papa Procrastination who may 
be constantly on your trail with his whispering plea of 
“Put it off until tomorrow” and he who listens may expect 
sometime not far off, to see the red flag of the auctioneer 


hanging over his door. 
Some Men Are Always “Too Busy.” 


There are some who claim that they are too busy to 
bother with any business building ideas and they are not 
as wrong as you might think. They are busy and are 
working probably sixteen hours a day doing almost all the 
work to be done, themselves. They are so busy they 
havent even time to keep a set of books and the first 
thing they know, despite all their hard g¢fforts, they find 
themselves owing more money than they make. These 
are the men who savy they have just enough work to keep 
themselves occupied but if they attempted to take on any 
helpers they’d lose money. It never occurs to them that 
by increasing their help they would have time to develop 
business in sufficient volume to warrant perhaps a dozen 
men and a better shop with a good window display and 
have time for a round or two of golf every now and then. 

This type of man keeps Is ears so stuffed that Oppor 
tunity would have to batter down the door to get in. | 
know a man who, today, runs a successtul business, due, 
he says, to his firm resolution when he started, to study 
his business and make one new improvement a week 
large or small he determined that not a week should go 
by without his having made a change or started something 
new which would help his business. This was no mean 
resolution. During the course of a year he advanced 52 
steps on the path of progress—52 real steps of develop 
ment. I can’t see how a man with a formula of this kind 
can go far wrong in business nor stay behind his com- 


petitors 


SH 


The Secret of Success. 

Many prominent men on being asked the secret of the 
success, attributed it to their abiltyv to outcuess the othe: 
fellow. In other words, they have stopped long enough 


look ahead and plan lt Vou analy 7 ¢ SOE farlures we 


will tind them due to a lack of foresight on the part of the 
owners of the business and a lack of power to take them 
selves 11} hand and Hiake real de! nite plans and stick t 


them Someone recently ssid “Blessed are tho { who 


incan well, for they are spared the labor of thought 


\etion 1s what we need now and PEP 1s the talk of tl 
Lies. 

Let Us BIVe a thought then to various Wa and Weal 
Of promoting business during the coming yea! 

Letters To Promote Business. 

| place this means ot developing business first because 
it is, in the writer's opinion, one of the best weapons the 
plumbing contractor has to help him make money Cri 
ean find hundreds of books on letters as used by manu 
facturers and jobbers, ete., but the field is rather barren 


of material covering the use ot letters by contractor ane 


retailers. We are constantly reading about the succes 
of the rT ¢ at mail order houses and veo? if li¢ Ve y qoeracuwnt 
Some to vo and do likewrse \lerchants have heey 


to sit by and wateh mail order houses come into their ow: 
town and take business trom their personal triends an: 
vet they lacked Sul ption enough to remind thers 
that two could play at the same vam 

Do not for a moment vet the idea that merchant-cor 
tractors all over the country are not alive to the possib: 
ties of letters as sales builders. [lundreds are using letter 
all the time to promote business. They are seeking ou 
new ideas and are profiting trom the experience of other 
A channel has been dug in the bay of dire¢t-by-matl wort 
and you can act as pilot of your own cratt if you wall bu 
take the trouble to study the map. The possthilities and 
opportunities are unlimited. Your close personal contact 
with your customers gives you an advantage that 1s pretty 
difficult for an outsider to overcome. You can get in 
vour letter that personal touch which 1s so essential te 
successfu] letter writing: tn your plans tor developin; 
business therefore, letters should figure prominently. Let 
ters. open doors that remain locked to fe rsonal calls; the 
go on the highways and byways with your message and 
carry your name and your story right into the imtinat: 
midst of the most exclusive famuihes. Letters bring in 
new customers and bring back old ones They are thi 
means of bringing in money as well as orders Cheir im 
portance should never be overlooked nor tinicle restimate a 

Filling the Envelope. 
Along with your letter may go circulars, cards, blotter 


1 


or pieces of literature put out by manufacturers. Some 





r 
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times a rt letter calling attention to a descriptive cir- what you are doing, but no one else doves. And there ts 
cular enclosed will get more attention for the circular than lots of truth in that statement. No matter how good you 
ft the circular or letter had been sent alon Return cards may be if you do not tell others about yourself and adver 
a used whet 1 expect the recipient to tise your shop how are they to know about your Here 
t I t ts that it not necessaf&ry ivain you have an advantage, as you af limited in the 

to stamp the enclosed rd as it has been proven that 1 territory you can cover, and theretore your local news 
f really nterested fre will not hesitate to Mapper! will be sutticrent to enable you to get and ker p youl 

d the card back ving to the nece ty of placing ime betore all the possible customers in your community 

t | the mf tfamp blow: Ve! m cases where thy there is vert little Waste cir ulation to this medium and 
iit cists that tl prospect might not be in a Ju are pretty certain to get your money's worth. Many 
tamip easily procut ible, it is some national advertisers are compt lled to spend thousands of 
t » the ird ise government lollars mediums, only a small percentage of the readers 
Detail t this kind can best be settled f which are possible buyers of their commodity. One of 

t ! t t| ethod lt t reasot for the phenomenal growth ot trade papers 

to e tl rings the past vy years, is due to the fact that they cover 
plotter ! | ' to send out as well as calendars, i specialized field and thus save their reader's time and 

t ' Plotter e alv the advertiser's money. In addition to advertising in local 

tul dit o1 t every now and then they are lewspapers you will have plenty of opportunity to take 

re the prospect pace in church programs, school papers, ete. It 1s well 

| tt time of t ’ lay out a ippropriation for advertising of this kind 

t | een 1 d protitable to have the twelve month on the first ot the vear because if some such system ts not 

ted rat rc ned 4 l one a mont} Phe followed you will find your bank account greatly reduced 

leat Ity | | make calendars attractive] from paving for space in mediums which may not be at all 

‘ sri tec ther, mot table 

\t different sea ft the ir. you will have special! Newspaper space should be used, and it you contract for 
ris to bring to the attention of your possible custome: pace do not think that having bought it and having had 
thu tim the vinter mont! 1 do not get any ot your name set up bold fat ed type that you can afford to 

thy heating busine Or ell them heat regulators T let the sam COpy appear day after day and week afte: 
ittomatr fartet et 1 tmav be more successtul in the veek lt used to be the fashion to run sort of a business 
mmer mont i! ling them shower baths, bath tubs ird in the local paper and call it an ad. It 1s not being 
7 Now that tage rates have been reduced to two done nowadays. No sir, we try to make everything pay 
ents for first-cla matter and one cent for third-class these days and newspaper space is no exception. If you 
itertal, cost dor not play a Ve! mportant part in this ire at all in doubt about writing your ads do not hesitate 
rT One order r one job ma ore thar pay tor hut to ask the newspaper for assistance. It usually has men 
Ireds of letters and circulars on its staff who are thoroughly familiar with this work 

Collection J.etters. ind they will gladly help you in any way they can. 

Collars ett 2 a — Copy should be changed often and should be timely and 

' call . | ; if you do not get paid easonable. Supposing y ou were given an opportunit y to 

rat l-tashioned doctor who used to send his bill iddress a large meeting of vour tellow citizens and tell 
Dove | lou ‘vw his absence. Con them about your business, what you had to sell, your ex 

tio , People do not live as long in on perience and the work you had done tor others, you would 


1 you take 


~ 


take advantage of it would you nots Whe 
; ‘ie pace in a newspaper you are doing virtually this Very 


Lees noni. Lot ) ) Ral] thing. You are talking on paper to all the readers of that 


t{ keep peo] Wallingy a ir eithet ills must be paid 
) ' paper. If you had a chance to talk every night you would 
nd paid promptly when due, vet, we must be caretul and im, u 7 = y 
' , ' _ - not sav the same thine would vou’? Well then, why not 
rot he dies + i ‘ were i should bye rol ; ‘ 
7 ' take the pains to change your newspaper copy often so 
wed ’ T¢ i } ‘ | ri) T 1 too bOotig : t . ° 
oad :, , that people will be interested? You will find it will pay 
there liable to be ts le at the al showdown and per / 
‘ ‘ Newspaper advertising for merchant-contractors is good 
ips disagrees regarding various items | 
. . 
mcimecsc an t maine *¢ “orrectlyv wil rove ypront: ble 
sis | | Seted it — yUISIne and if handled correctly | pro profita 
— | ' ok about vou and nine times in ten you will find th 
end with vour bill a rt note expressing the hope that : 
| 
1 4] | most successful merchants in your town are using plent 
everything wa tistactory and the sire to be of turther ) 
° OT pace in the newspapers 
rvice. One thing certain, courtesy always pays. After pay 
has been allowed to run for some time it is neces Window Displays. 
sary to get down to brass tacks, yet not offend. The writ- Mor ind more are plumbers coming to realize th 
lection letters is a study in itselt. Nevertheless business getting value of attractive window displays. ©! 
t yur a ints kept straight and your bank course, the success of the display depends greatly upor 
‘ ‘ ‘ ‘ , 2 : ; . 
alance on the right side it is very essential that you pay the location of the window [he extra rent tor a sho] 
ittention to this D| ot lettet Vriting It should be re on a main street where many peopl Pass will more thal 
‘ ‘ ' ‘1 ' ' . } ; 
membered that a collection letter has also great sales pos re made up it you take advantage of your window an 
rhite Manv tradesm«: ll, when wrifing tor money dus make attractive displays Manv of the most successtu 
them take that opportunity to call the customer's attention stores in the United States consider their window space 
to something new which might be of interest, thus killing vorth a considerable amount and in some cases they ret 


two birds with one ston: Write as you would be written them out for large sums. As further evidence of the valu 
to 18 also a good motto to bear in mind when writing in which merchants hold their windows, it may be me: 

ollection letters. tioned that expert window trimmers receive as high a 
Advertising. $100 to $150 per week for their services. If your shop 

It has been said that trving to do business without ad off the main line of trade it 1s necessary to spend mot 

| in the dark; you know money in other directions to make up for this disad 


' wi ’ 





Saar 
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tage. It no one ever came to your shop of ou Dad tion within and caretully analyze our own business L hie 
| . . - ’ } ] les * , } . > 4 ; ' sere | : { ’ 7 
ung to sell it might be different, but as a merchant averave Tatiure is neither a mystery nor a surprise Manu 
} ld el] k hit ' . ’ lint +} . ; > . * +, ee | | *", 1.4 ? yyye>? 1, rif ,? ‘’ . 9 7. 
snouid not overiooKk this important ink iC SdAdlCS racturers, who exten Creuit Ge ii ae » Oley *\ 
in. months in advance ot approaching bankruptcy hen 
} -} << # . ] > . ? hy *’ * 1, ?) ‘ ‘? 7? ’ ] ; 
he extent to which manutacturers will go to a d vou Satesmen report on the mercenants SS methods, they 
’ ° 7 7 ’ 1 ' | | 
this work 1s really remarkable. I was invited to see a note what competition ne has ind whether he ts 4 ne tor 
3 lection of dealer helps for windows, put out by some of ward or 1s slowly, but ved | 
3 big houses in the plumbing and heati g lines and | if outsiders can toresee impending disaster, tt ugint not 
oy 7 - | TT ' | t niv } t , ) ‘ ? f ] . 17 } ’ j rtiil Tye) \ ? ? Ty¢'T 7)? i ,\ tT} 1} i) T 
s st Sd\ Was SUPprised at not ony tlie Vast amoun fake such wondertul power 5s Of perspr ifv on out WT) 
e , ' , 
2 material, but at the thoroughness and care with which part to see what 1s coming { 
ss 1 1 ] } 
vas made up. It showed much thought and study had changed 
’ , ‘ ‘ ' 
given the merchant’s problems and no effort was Plan is the arrangement o1 rious tl 
red to produce real business building ideas for instant conducts ttains t t 


Nowadays one would think merchants never slept to -hould be. more business at a reasonalbt ro During 





ee ; the brilliantly illuminated windows twinkling late at the war there were ep le t ed t 
3 ht. But there is a method to this apparent madness writer's, “crape nuts.” Let us, o1 
ugh the doors mav be locked the windows are voing determine nd carry ¢ t let f t 
ht on doing business and attracting attention to the the “crape nut” class into the opt t 
es. Some firms pay tor a cartoon service which 1s business men who are domg th 


ed in their windows to attract attention. Others are rood of the industry tn which they ar i and fof 
the habit of obtaining curios or war relics and placing the good of humanity in general 
them attractively to stop the passer-by. 
You probably have manly ideas on this subject yvoursel¥ MAINE ASSOCIATION REPORTS PROGRESS 
| you may be sure it will pay you to carry out any 
which has the possibility of making your windows 
f window display EMBICRSHIP ind 


should, therefore, be given very serious consideration with educational w or | 


ittractive and interesting. The subject « 


ther merchandising methods. Manufacturers are alwavs have been the chief 


11 
lt? i] 1} 


ling to help and you should feel free to ca 
assistance Accociation at Master 

Salesmanship. Plumbers for the past vear 
he art of salesmanship is one that should be culti A two days’ session of ou 
vated. It is often said some men are born salesmen, but annual convention and ele 
this statement should not discourage anyone. While it tion of offeers was held at 
may be true certain men seem to have a knack of making Portland last March at 


sales, nevertheless it stands to reason that a man having which instructive talks were 





i personality which ts not repulsive, a thorough knowledge given by learned men of thr 
ff his business and some understanding of human nature, plumbing, heating and allied 
not help but become cl sood salesman if he chooses trade 
In the plumbing and heating business it is not a case ot \ solicitation for members 
standing behind a counter and taking orders. If you in has been made through the a. 2. Gente 


tend to really develop and do a big business it is neces Northern and Eastern se 

sary for you to go out and interview people and stir up tions ot the state, which 

business where it is lying dormant. Architects, builders the way 1s sparselv settled, with more than sat! 
i private home owners will welcome the man who ap results, 

pre aches them with a real knowledge of his business and (Jur associatiol now has membet 1] nearly eve cit 
fair proposition. and town. where there is a plumbing shop. in the stat 


making personal calls on house owners and others Maine 


you will find many opportunities to make suggestions 
regarding equipment which may lead to new business It to the number we had at the beginning ot 19 
pays to watch men whom you know to be top-not h sales We expect to continue this endeavorst 

and note how thoroughly they sella prospect betore as many chang nave taken pla 
price 1s mentioned Price is, despite arguments to the ized sections 
contrary, a minor detail. If you can fully convince a man Qur 1920 convention and 
what you have to sell is reliable and that your service held in Bangor (date and detarls 1 


lollars at which it 1s planned to have lectur mn the bu 


s first class he is not likely to argue over a few « 
more or less. Especially will this be found true if vour working of the trade by one or more men of na 
man has had occasion to deal with price cutters who have reputatior 
id too low and,.finding they were losing money, tried to Maine was represented at the national convention a 
it back by supplying material of inferior grade and \tlantic City by twelve people an e hope to | 


ity workmanship with little or no service twenty at Pittsburgh next summer. 


firm foundation can only be built on a reputation for it seer lair to state that 
fair dealing and such a reputation will get you jobs re tions im the state of Maine are 1 4 
less of price. Plumbers and others in a mechanical been, 
eid have been too prone to neglect the study of sales Phanking ‘Domest i 
hip, but it is becoming more and more evident every tion, wishit happ (| 
(| that those who have risen the highest, paid heed to ve remain, Your I 
portant factor in therr business, Mi tate A on ot Master P 
conclusion, let us turn the searchlight of investiga ; \. BP. Croodhue, P 








A PLAN’S the THING 


Co-operation Among the Different Contractors’ 
Associations Should Not Be Overlooked in [920 


By Edwin L. Seabrook 


\ Hd Mian out on Cape ( od had a most wondertul 
eieht-day O it told the hour, minute and sec 
ond: the year month and day; it had a barometer 
register to indicate the weather hours ahead It could 
do heaven alors vs how many other things. It had 
one tarhy though lit wa so tull ot these Miahy Coes 
and operating devices that there Was NO room Or an 


ipparatus to make it strike 


Some men can never strike tor the same reason. and no 
man can strike as he should unless he plans the stroke 
Dherefore. the moral (>! this old { ape ( od clos l. i< “Take 


time to plan.’ 

fhe work of the day (or of the head) should. like the 
old clock, never be so rushed or full of petty details that 
there is no time to plan the larger things When we speak 
of “larger things,” perhaps the man with a small business 
may say “But | have no larger things in mine.” Ye 
vou have, “larger things” are relati only to the size of 
the business \ 31.000 contract small to the $250,000 
annual business, but large to the $500 a week shop 

| know two men who bid on the same contract. out it 
the country, twenty-five miles from their shops. One was 


than thie othe Phe low 


good prone qT) this contract tot 


~0 per cent highet man made a 


no other reason than that 


he caretully planned how |e would execute thr work he 
tore he tendered his estimat: Phe other might have mad: 
no more protit, even at a higher tieure 

fhe man who will think a thing out to the end, through 
and through, to its nal concluston. ts hound to he a 


Winher It may he possible te. thinl and not plan, but no 


one can plan without thinkin: 
Phere is that old story of the horse which straved away. 
and nobody could find it \ bov, considered somewhat 


simpli minded. went 17) search cst thr horse. and brought if 
} ] 4 | ‘ . 
bach \sked how he found it, he said: “T just sat down 
and thought where | would vo if | were a horse 

Men Ctl) venerally accomplish what they plan to do 
Planning means order—details taken up and disposed of 


once and for all, and orderly procedur 
Why will «t 
late im 


plans ti) ay ¢91) Tide. 


with each item of! 
fifte 1] 
the first 


MISINMNess man catch a train, but be 


minutes ieee ti appomtment In 


yan 


place, he and he permits nothing to 


mtertere with that plan. In the second place he takes it 
for granted that the other fellow will wait. and this ape 
pomtment plan is subject to displacements. If he used 
the same determination to ke 1» tits appomtment on (am 
as he did to catch the train, he would be there on the 
minute. What men plan to do, and back that plan with 


determination, CAN Verne rallv be Ac omplished., 


Planning The Day. 
The 


hbusimess of the steamfitter 


plumber, and many 
other branches of the building business differs largely from 
the ordinary merchant in respect to the oversight of its 
various branches. The hardware merchant or jeweler, for 


instance, transacts all the business in one place—at tie 
in the plumbing line, work may be going on 1n the 
shop and in various buildings at the same time. Where 
the business of the merchant is centered in one place, that 


store. 


of the plumber is scattered over several operations, in as 
all being carried on at the same time. 


PEAT Y places, 
In order to vive all parts ot the business proper atten- 


There 


tion, a careful planning of the time ts necessary. 
should be a method, or plan; the day should be divided 
into several parts. 

A part for securing new business. This hardly necids 


an explanation. Each one must adopt a plan which har- 
monizes with his particular business. 
foreman, looking 


\ part with the superintendent or 


after the details of the work, and the mechanics in conn 
tion with it. 
A part in the office, giving attention to estimating, ac- 
counting, purchasing, collections. 

Some otf the the 


to place, the salesman picks up lots of valuable ideas a 


time for salesmen. Going from pla 


information fime spent with him is not lost 
ach 


get the 


the business is essential, but no part will 


the 
If one part is neglect: d, 


part (i? 


proper, continuous attention, unless dail) 
routine is properly >) stematized. 
parts must suffer. The evenly balanced time 


all the other 


viving to each part its due portion 1s worth while. 

Phe 
time, is im that 
the proper disposal of the different parts of his business 
The Wien 


least mm a 


man Who is always in a hurry, always pushed tor 


does 


condition largely because he not plat 


The methodical man always has time to spare 


who accomplish the most are generally the 


hurry. 
Plan To Co-operate. 


I bre day of business isolation 1s yone. This IS true 


only of the individual business, but of any branch of the 
building line. One branch of the building business cannot 
afford to with all the others. [he 
business man must plan to co-operate, and then plan co- 
Proba 1 


for the first time many great nations united without reser 


rertuse CO operation 


operation. fhe war was won ly CoO operation. 


vations or interposing al single feature that destro ed 
harmony, or prevented unity of action and purpose. [1 
this they showed business a mighty object lesson. It 
operation is good enough to run an army, and win a wat 
then it 1s good enough to be applied to business. 

Did vou ever see a regiment ot soldiers drilling’ 
have seen it on the march; but on the drill ground, 


cee the smallest unit—the squad—drilling. These squads 
may be united into larger groups in drilling, but the reg 
ment is the union of many squads and groups, and be 
cause of this unity, it is a fighting force. 


The 


fitters may be likened to a squad. 


local association of master plumbers or st 


They may drill and (ri 
eld, but the, 


all they please in their own little will on 








of a highting torce until they join themselves to 
r units. These other units are the different branches 
he building trades which make up the regiment or fight 
force of the entire trade. The time was when each 
ich—plumber, painter, sheet metal worker—stood 
e, drilling as a squad, and independent of each other. 
y all knew the “United we stand; divided we fall” 
tto, but did not practice it outside of their group, and 
etimes not there. Employers in the building trades 
ny city (sub-contractors particularly) should be united 
an employers’ association. 

Plan Definitely. 

ou know the motto in the writing exercise of school 

“Water never rises higher than its source.” This 
ls as true in business planning as in water levels. No 
ness will rise above that which is planned for it. It 


an plans to do just about “so and so,” he will do 
hty little more. 
you do not plan to discount your bills in 1920 you 
not be paying them in ten days or whatever the al 
ed time for discounting may be. 
you do not plan to mecrease your business for Loo, 
the chances are it will not even stand still; it will slip 
ackward. 
you do not plan a definite estimating system which 
takhes care of the overhead expense, it probably will stay 
rhead, rather than get into the selling price. 
you do not plan a bookkeeping system that show: 
the status of your business any day in the week, you 
never know the real facts about your business 
Your business will never earn a greater profit than you 
plan for it. If you are satisfied with five per cent, and 
plan no more, it will not reach a higher mark. 


1] 


lan to form the acquaintance of people of means, and 


A master plumber re 


~ 


ho need what you have to sell. 
ently said to me: “It 1s my business to know people.” 
Someone long ago truly said, “As a man thinketh in 


his heart, so is he; and as a man plans, so shall he pros 


ED 


SUGGESTIONS FOR PLANNING WATER HEATER 
BUSINESS. 
By H. F. Hicks. 
NDER existing conditions the plumber is the logical 
man to recommend, guarantee and sell automatic gas 
water heaters. He is, 1f nothing else, a_ sanitary 
engineer and if this subject of sanitation is to have any 
consideration whatever, it must be admitted that very little 1f 
inything can be accomplished along the lines of sanitation 
without the use of unlimited supply of hot water. To pro- 
hot water—in the best, surest and 





this necessary of life 
quickest way, 1s unquestionably the aim of every plumber. 
\s soon as he is solicited by a customer to put in a bath-tub 
and lavatory it immediately suggests hot water and very fre- 
quently he is requested to submit a figure for such service and 
if he will but stop and think how this can be served, his first 
thought will naturally be the automatic heater. 

mebody has said that “nothing succeeds like success,” so, 
! plumber has not pushed the sale of hot water heaters, 
the way to do it is “push” them. The best, easiest and cheap 
est way to push them is to show them and the best way to 
show them is to connect them and demonstrate them right on 
| ire floor. Now, after the plumber has gone to this ex- 
tent, he very naturally wants to attract as many people as 


possible, therefore, he should get a list composed of the 


jf 


lollowing names: 
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a 
i f , 
| wn customers ime vhe 17) 
; . 
ne Plas On NTIS hooks 
] . 1 2 | ’ | 
\ select list trom the Tele plore (iirectory ‘\ Cf be 
1] ] ] ‘ 
added to by names from the citv directors 
Now, after the heater is ready for demonstratios ind he 
‘ q ’ ' : ’ 
has secured his names in the manner above stated. he uid 
| | 
prepare a series ot three to six ttet ali tvpewritten, on 
! ! ‘ , ' ' 
his letterheads, and mail them to those nam it 
. ] “ > 
rVais, Sav, Tour oO} iV Wet 
? ? ' ' . 
mit rst recite?) should v¢ Tleote ‘ thy, 
tation Tad Code nia se'e his Clem thy. ‘ 
should comment on. thr Te he h met wait! 
1 Pt ‘ 
Precrpyie Covryye a) his Perte *s 1yct 
, , | ? | ! ‘ | , } 
t part of this tetter should begin tik about the merit rt 
¢1 ] , 
ne automats heate! 4 Compal ‘NV If oriiey 
} ] = ‘ the  . | 1] 
Mehta TiC ae | Laid iCLICTs Lif lif ' 
‘ , , 
ellineg paomts, apouut tive naealel 
~ 1] +7 | yay +] ' 
Wali CIFCUIATS ¢ s( i 
‘ ' ' 1 } 
nm Tt (>t) hand ilidt aiwWwealy Ti} med (wees ‘ er 


Be in ery — 
ee 


‘* 


“- 
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lhe mahturacturet alwavs nave, ana Ov’ stand ready. f 
thie plumber every co-operation wm they powell Phy plum et 
WiMOoney Taot rivet 


! | ! as 
KHOWS that the manutacturetl Ppcrnadiny 


tising, he has men on the road solieitine his” busine 


these road men are perfectly willing to pick up prospects ane 
Mm many cases make sales tor him, and at the plumber 
but amdicate a desire to make these automatic heater a larg 


part of his business he wall find that the heater people wil 


eo more than halt wav in their endeavor to render them 


assistance The heater people will also turnish window dit 
play, Wggal advertismmg such as banners on his delivery truel 


or trucks, signs for use in street cars 
and such other advertising matter will be of value to hin 
‘rom 5 to 10 per cent of the protit derived trom the sale 
of automatic heaters, spent in local ne wspapel advertising 
most commendable and will unquestionably bring results 

[If the plumbing fraternity throughout the land will tal 
ttempt a 


this matter seriously and campaign on as large 


{ r command, the’ 


scale as is possible with the means at thie 


should show further confidence in themselves, and place their 
orders immediately. ror a wood! supply >] heater 5s to met 
these increased sales 1920 is gomg to be the biggest veat 


that the water heater industry has ever seer 

The plumbers are the logical people throughout a large se 
tion of the country to handle this busines Most of them 
are well informed as to the advantages and the operation 
the automatic heater and just a little bit of determination and 
a little bit of push with a large percentage of pep will bring 
results that will be a revelation to any plumber who will 


undertake it. 








The INVESTMENT of a@ REMODELED 
HEATING PLANT 


A Practical [Illustration That Will Aid Progressive Heating 
Contractors in Planning More Profitable Heating Business 


By David H. Cuyler 


demonstrable case ot 


modeled heating system trom the viewpoint 


ot an interest return on certain invested capital, 
the thought being that the incident may help to deveiop 


the reader's immediate field 


ome unharvested business 1n 


|] endeavor. 
Where the contemplated work concerns the reconstruc 
tion of faulty or worn-out apparatus, if we could approach 


the chent or customer who may require the heating ex 


pert’s advice, with an idea of torcibly demonstrating to 


him, that the money he contemplates spending 1s likely to 
prove an excellent investment, perhaps we would introduce 


inother and a more amiable trame of mind in those we 


have been prone to look upon as victims of an unfortunate 


circumstance, 
The subject of this 
each of which had been equippe d with a single-pipe, low 


.* 
i- 


the buildings being s: 


article concerns a group of buildings, 


direct-radiation system, 


pressure, 


rated in the better residential section ot a large eastern 
city. lhe buildings are over thirty vears old. and thre 
old boilers which were removed were of the flush front, 


horizontal tubular type and were evidently born with the 
buildings, as was the case with the balance of the equip 
ment 

A Case of Three Separate Buildings. 

fhe property consists of three separate buildings, join- 
ing one another, and the case was found to be similar to 
many others; the buildings had each been provided with 
individual boiler plants when they were built, but as the 
owner of the corner building came into possession of the 
two adjoming buildings, he conceived the idea of doing 
itway with the steam-producing unit in two of therm and 
centralizing the heating svstem for all three in the corner 
building. 

This was accomplished by joining the steam mains of 
the three buildings together with apparently no engineer 
ing thought as to proper size and pitch of these mais; 
by the shortest route, 
imagined. Some of the 


they were merely CTOSS connected 
with a result that 
mains worked overtime while others were void of most of 
the engineering principles that would permit them to ac- 
complish what they were intended for. The drainage sys- 


tem was practically useless and knocking in the pipes was 


may well be 


general throughout the basement piping. 
How The System Looked Before Being Remodeled. 
Fig. 1 shows in outline the condition of the system as it 
was before reconstruction started. It will be noted 
that the boiler room is under the sidewalk of the corner 
building, and could not be considered central in any sense 


of the word. 
Computations of losses when operating under the old 


Was 


system were made, entirely with an idea of interesting the 


90 


owner in making the suggested improvements, the effort 
being made to show in quite untechnical words and figures 
a suitable return on the investment required. 

Che two old boilers were rated at 50 horsepower each 
when installed, but the hard 
had been called upon to do, their are and general debility, 
had reduced the horsepower to an approximate estimat: 
The breeching Was 


and extended service they 


of not more than 25 for each unit. 

very poorly arranged, and to make up for an insufficrent 

draft, a very makeshift blower system had been installed 
How The Figures Were Arrived At. 

Our original computation was made as shown 1n the 
tollowing paragraph, and as stated the effort was made to 
make this simple and understandable. The formula could 
be applied to any ordinary case. It will be noted that the 
existing boiler units were some 10 to 20 horsepower short 
in capacity, and the condition 


they were, it was considered safe to compute a total steam 


working under adverse 
deficiency of 20 per cent for the entire plant. 
The amount of fuel considered from the standpoint of 
dollars and cents that went into the hungry fire doors of 
these boilers, the same being fed almost continually to 
forced fires, the hardly believeable amount o 
19-20 pounds per square foot of grate per hour. Thes: 
igures were arrived at from actually counting the weight 
of fuel burned throughout an ordinary winter day with a1 
outdoor temperature ranging from 22 to 30 degrees F. and 
dividing this amount by the square foot grate surface. The 
‘average hourly consumption throughout the entire seaso1 


‘ 


equalled 


would not be as high as given above, but from paid coal 
bills that were totaled and carefully estimated, it is safe 
to 3 tons per day during the heat 
that should ordinarily 


to assume a total of 2% 
ing and this for 
operate under standard equipment and conditions with an 


season, a plant 
approximate consumption of 275 to 300 pounds of fuel per 
hour or a little over one ton per ten-hour day. 

It can be readily seen that it was an easy matter to 
demonstrate to the that the change 
would prove to be an excellent investment. 

It will be noted 


owner suggested 
Fig. 2 will show the remodeled plant. 
by reference to the key that the design was made with 
view of using all of the old steam mains that were usabl: 
and to save the expense of changing the piping whereve: 
it was possibly. This was accomplished by first makin; 
a careful drawing of the existing piping, including mains 
risers and drips, showing the radiation load that each car 
ried (Fig. 1) and then by making a second drawing of 
an entirely new system with correctly sized pipes (Fig 
2) running as nearly parallel with the old pipes as wa 
Comparisons of the two drawings showed whoa 
In Fig. 2 the pipes that were 


feasible. 
pipes had to be changed. 
changed are shown dotted. 
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[he drainage or return piping was so poorly adapted to The returns from the heating system and trom the hot 
remodeled plant that it was found necessary to install water tank were all t bac t rece lirect 
practically new return and drip system. these being valved and mantfolded before they were cot 
The new boiler plant consists of one 125 horsepower nected to the receiver, thus giving absolute co trol. \ 
it of the horizontal tubular type. brick set, and provided bypass was provided so that th ver ¢ e cut out 
th a brick arched return flue. The draft conditions were repa pled t mp d t A cit 
nprove d by making one direct connection to the vertical vater attachment was provided at t 
m water shoul t \ d 
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Fig. 1. Original System Before Aiterations. Note: The old returns, drips, etc., were mostly under floors, and were aband 
oned and a complete new system installed as in Fig. 2. 


Steam Piping Entirely Renewed the floor and all returns, drips, ete., were so arranged tha 
(he steam piping in the boiler room was entirely re- by opening one valve and closing another, the content 
newed as was all of the water and return piping; in fact, of these pipes could be discharged to the sump as oc: 
mechanical apparatus in the boiler room was all made required. 
up of new and modern materials. There was installed a Solving a Drainage Problem 


A problem presented itself in the fact that the botton 


float type condensation receiver and pump governor and 
of the sump was some 8 feet below the street sewer level 


a 6x3%4x8-inch piston type boiler feed pump. 


































































































92 DOMESTIC ENGINEERING January 10, 1920 
dram the sump, a simple Penberthy cellar drainet year, netting an approximate saving of $340.00 in one 
water ejector was used, and this effectually drained the month. Multiply this amount by the seven usual months 
pit by the opening of the float controlled valve. These for the heating season and it represents quite an interesting 
water ejyectors come tor Various capacities and are quite tem 
is effectual as the motor driven sump pump, where the Cost of the Improvements 
duty is not too great The boiler blow-off was connected (he total costs for the improvements were, 1h round 
nto the sump pit, as shown tigures, as follows: 
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Fig. 2. Heating System As Remodeled From Fig. 1. 


For new boiler, plant complete, including brick 
work, breeching and trimmings.............--.--.-------+- 
For new and remodeled steam and return piping, 


\ very careful test was made after the plant was com- 
pleted, and in actual service an evaporation of 9.10 per Ib. $4,250.00 


of coal burned was obtained. The fuel used was No. 1 
t 765.00 








Buckwheat. Sr Lies sdciaddadiepaiasapedahinteniuentitiath 
During the month of January, the first month that any Accessories, receiver, PUMP, eCtC.........----cecceeer-ee--- 775.00 
truly cold weather was experienced, there was used ap- Incidentals ecarienananenananermamaanenacmsnanenamemummuasasianiiaiiind 600.00 
proximately 32 commercial tons of No. 1 Buckwheat coal, $7,390.00 
as against 81 tons for the same month for the previous Annual Interest on Investment—6 per cent............$ 443.40 
i 
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it will be noted that one month's saving in fuel as stated 
yvove, represents more than two-thirds of the 6 per cent 
inual interest on the investment. 


Interest on Investment Demonstration. 


otal radiating surface in three buildings 5.653 sa. ft 
quivValent evaporating surface in hot water tank 
coil 263 sq ft 


cadiating surface in steam mains (allowed) YOO sq. ft 
Total condensing surface H S16 sq. ft 
6,816 sq. ft. multiplied by > equals 1,704 pounds of stean 
er hour required. 

1,704 divided by 6 ‘(pounds of water evaporated pet pound 
f coal burned) equals 284 pounds of coal per hour burned. 
“84 multiplied by 10 (hours per day) equals 2,840 pounds pe: 
ay, or le SS than 1% tons, at &7 per ton, or Sia St) 


Cost of Fuel for Old Plant. 


By test plant was using 2' to 3 tons per day, and taking low 
st figure—2'% tons at $7 (cost at that date), equals $17.50 per 


— 
< 


$ 17.50 Cost for fuel with old plant 

$ 10.00 cost for fuel with new plant (estimated) 
$ 7.00 per day saving per day or 

$210.00 saving per month of 30 days. 

It is undoubtedly a fact that there are numerous cases 
nore or less like the foregoing in every city, and the writ 
r has found this to be a very lucrative way to approach 
1 customer. Almost every sensible business man will at 
least consider a good investment where we are all prone 
to shy at an expenditure without evident return It is 
ust the difference between a luxury and a necessity. It 
such problems as the above were presented in every case 
is an investment, figured out carefully so that the cus 
tomer can see the results in actual and understandable 
figures, instead of a mere verbal statement, that “it will 
ave you a lot of money,” the results will be very decid 

dly to the benefit of the contractor. 
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THE PSYCHOLOGICAL TIME FOR WINDOW 
TRIMMING. 


By Ernest A. Dench. 
O you merely dress your windows every time you 
change them? There is all the difference in the 


world between dressing a window display and put- 


ling in a new trim. 


| have had occasion to pass a certain plumbing and heat- 
ng establishment every day for several months. ‘The 


windows are models of neatness and good taste, and at 
tirst | had nothing but praise for the owner of the estab- 
lishment, who dressed his own windows. After a while, 


however, their very sameness began to pall. This plumb- 


ng and heating contractor dressed his windows, yet 
eglected to change them. He probably dusted all the 
tock and display fixtures and replaced any articles faded 
vy the sun, but the same articles went back into the win- 
lows in the identical places with “card-index” regularity. 
Eliminate the Detail Work. 

\ll the time this plumbing and heating contractor de- 

oted to his windows was mere detail work that any in 


tellygent clerk could handle. If you are in a small way 


if business, there is a certain amount of detail work that 
ou cannot possibly avoid, but you can steer clear of it 


‘oa certain extent in your window trimming efforts. Such 


vork as the dusting of the faded crepe paper, which should 
fe scrapped, can be given to the planning of an entirely 
ew display. With a little imagination, plus pointers from 
he trade papers, you can put in timely merchandize, with 
irds pointing out its important points. Another plan is 
o display your goods with atmosphere according to the 
eason of the year. All the time new lines are coming 
ut and it is foolish to keep these behind the counter 


here they can hardly be seen. 
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lt you take pains to put im a new display, e\ it it 1s 
only new to the extent of ditferent window cards or color- 


ing scheme, your windows will not lose their effectiveness 


You cannot expect folks to get wildly enthused over a 
display that is put n tl same way all the tu Peopl 
may go to see a popular play several times because they 
like it, but if an attractive window display cannot produe: 

les atter it has been on thr OD ra rea iv) ert 
ot time, it never will. When a woman go shopping it 
IS an entertaining experience tor her, and as she paradk 
along Main Street she is on the alert for windows that at 
ditterent trom those sh: iw last week 

Most assuredly, at least. one of the windows s| led bye 
changed every week. It not only enables you to present 
yreater variety of attractive displays, but there is not 
much cleaning and dustine necessary as is th ise whet 

window 1s permiutted to go tor three, tour or tiv veek 
or even longer. So it really saves time, do thre 
stock so much chance to deteriorate Vhile tl lisptay 
acessories are not so badly taded 

ln numerous towns and, cit that | have visit 
time to time | have come across store wind 
principal shopping streets beige dressed on Saturday 
atternoon at a tinie wher the town was throngeed vith 
shoppers 

\ more inappropriate time than Saturday 
Ing out ot a window cannot possiblv be imavines: he 
wonder to me 1s that the merchants in questio: uld 
spare the time on what should be busy days to window 
dressing, but the whole fact of the matter is that 
timely industriousness was at the expense OF many les 

‘ ] 


— 
— 
"a 
V 
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so the customers did not 
upon, 
Che quietest day (>1 thie Week. depe nding vholly up 


local conditions, 1s the psychological time to turn out vou 


window. [ven then it is at the expense of possible chance 
sales, so the display should be changed as expeditiously a 
possible. With so many other duties calling tor attentiot 
at the same time, vou will, no doubt, have to finish you 
window trimming on the installment plan. If tl 3 thr 


case it 1s best to leave a tew woods in the window instea 


of having a bare window 


If you have no objections to Putting im a couple mf hou 
one evening a week after you have shut the store it would 
be a rood idea to devote this time to turning Out a Wit Vi 
lf you pull down the shades you will tind that you I 
able to work without interruption, without. the rious 
gaze of the spectators and without loss of trade ! 
things that will more than compensate vou for 
time efforts. 

[t you are really too busy to dress your own window 
and have no clerk to rely upon, there is nothing to 
gained and everything to be lost by neglecting your d 
plays. There must be a more or less smart local window 
artist, advertising expert or a clerk employed in a ne 


competing establishment who could be induced to dri 
your windows regularly for a nominal fee. Such a 
will come to your windows with an entirely different vir 
point from your own—and the outcome will be that ne 
life, energy and pep will be injected into your window dis 
plays. What may appear matter of tact to you probably 
will impress him as being a good stunt to try ou 
sprucing up of your windows in this efficient manner wi 
make your cash register resound merrily. If this is the 
result, what do you mind having to slip him a five spot 
or two tor bringing about a substantial increase in bus: 
ness? 


(Copyrighted, January, 1920, by Ernest A. Denc! 
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GEORGIA PLUMBING AND HEATING CONCERN’S 
NOVEL FAIR EXHIBIT, MOUNTED ON 
TRUCK. 
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rhyit Was *] §0O0 This di es not iri¢ lire : (>? Course, the 
t. which was $2,100. We had with us a repre 


Cl of the hight plant company, which was without 
Ost to us We teel that the interest we aroused, and the 
developed and will follow 


mount of business that was 
ntually, paid us for our trouble and expense. 
‘We have tour other shops in Georgia—in the cities of 
(amilla, Brunswick, Albany and Pelham, as well as the 


Moultrie estabitshment. Each shop has its own manager 
and buys its own materials hey all handle electri 
light and water supply systems of the same make. We 
over thirtv-three counties, all told, and carry tive lighting 


machines in stock at all times. We do not handle washing 


machmes 


EARNING A “MEDAL OF HONOR.” 
engineering [| wish to compl 


Plan Number. 
most value trom this 


kditor, “Domestic 


ment you tolks on your Regard it as of 
yreat value, but would suggest the 


sible through your vetting your readers to 


mber i* pas 


Exhibit of Eatman Plumbing Co. at Georgia Fairs. 


which runs on pneumatic tires, 1s covered with a small 
a variety of plumbing fixtures, etc 


building which houses 
electric wi 


(his little building cost us $205, painting $17, 
ing $54 and sign painting $17.50. 

“We installed in the house one water system, one light 
ing plant, one beautitul pedestal lavatory, o 
white enamel siphon jet closet combination, with attractive 
bracket lights placed over the lavatory. We also had two 


large lamp posts just outside the building, at the entrance 


ne low-down 


to the exhibit. Then, as shown in the picture, we had a 


complete outht ot miniature fixtures, which was indeed at 


tractive. 
“We turnished lhehts and water tor a Y. M. C. A. lunch 


house and water from the electric pump tor the operation 


of an ice cold retrigeration system, about 200 teet away 


We also turnished water to another electric hght and water 
company whose exhibit was about 
our exhibit for one week 


fifty feet from ours. 


“Approximately the cost of 
shows at the Albany and Moultrie fairs, including salaries 


for a factory service man and also a manager for the ex 


plan lhey can be told plans until the day ot judgment, 
will plan, it 1s useless to tell them. 


but unless they 
Most people, 


That sounds rather involved, but it 1s so. 
wait until they want to do something and 


is you kno 
may know long in advance that they are 


although they 
oing to want to do it, they will wait until the necessity of 
Then they will tuss and tume 
Instead of getting away with 
out of the 


loing itis meht on them 
and try to get away with it. 
it, they get the thing, duty, or whatever it ts, 
way as quickly as they can 

lf you will get plumbers to appreciate the necessity ot 
will have accomplished something for 
a medal of honor. 

“Michigan Subscriber.’ 


planning, vou 
which vou will deserve 


The Journal of Commerce announces that charters hled 


during 1919 for new enterprises under the laws of the 


principal States, with authorized capital oft 


involved $12,677,229,600, which is about 414 per cent 


{) i # 


hivher than 1918 figures. 
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FINANCING YOUR BUSINESS 


Some Pertinent Remarks On Capital, Collections, 


Relations With Your Banker, and Judicious Buying 


by George R. Doyle 


Accounting Department, National Trade Extension 


UST at this time in the year, when every busy man 


is reviewing his business experience for the past 

year, a few remarks regarding the conduct of the 
financial end of the business might not be out of place 
The subject divides itself naturally into two divisions 
lack of sufficient capital for the amount of business done, 
and lack of proper employment of capital invested. 

Running a business with insufficient capital is just Ike 
running a plumbing shop with insufficient help. A man 
can do only one thing at a time and be in one place at a 
time. If your journeyman is working tor Mrs. Jones, re- 
pairing a kitchen sink, he cannot at the same time install 
hath room fixtures for John Smith. 

lf you* have a dollar owing you trom one of your cus 
tomers, you cannot use that dollar at the same time to pay 
off your journeyman. So if you have more business than 
your help can attend to properly, you must do one of two 
things, get more help or do less business. 
vou have not enough capital to carry your accounts until 
the end of the current month and pay your bills as they 
come due, you must either get more money or do less 
business. Now you may ask what is sufficient capital? 
(hat, of course, 1s a question each one has to decide largely) 
for himself according to the volume of business he 1s 
doing 

Future Lies in Sale of Goods. 

Too many plumbers seem to think that when they have 
bought their equipment and their opening stock of mer- 
chandise, usually a small one, they have invested all the 
capital their business needs. They consider as equipment 
a kit of tools, a bench, and a horse and wagon or a small 
second-hand auto truck. They forget that in this day of 
keen competition and up-to-date sales methods, a first 
class show window, with sufficient fixtures to display in 
it, is just as necessary as tools. If anything more so, be 
cause the plumbing business trom now on 1s going to be 
built on the sale of goods, rather than on the sale of labor. 

In addition to the capital required for the above men 
tioned items you must have enough money in your busi 
ness to pay for the labor, material and overhead covering 
a month’s business that is charged to your customers, and 
a little over besides, for a reserve to meet the unexpected 
things that are always coming up. 

How to Start Right. 

The way to analyze your capital requirements ts to 
figure up what amount it will take for tools, for show 
windows, for the necessary stock you have to carry, then 
add to that about 90 per cent of what you expect your 
monthly sales to average and a few hundred dollars for a 
working cash balance. 

With these taken care of at the start you will have 
enough money in your business to pay your supply house 
invoices when they become due, meet your pay roll every 


Likewise if 


95 


surea td 


week, and show the public, by presenting a cleat up-to 


date show room, that vou are im position to tal 


their needs and are worthy of their contidence 

lf you try to get alone 1, 114 bie 4 
meet your invoices when due, vou wall | every 
week about your pay roll, vour show root md window 
will begin to look neglected and out of date Put. worst 
of all, vou will be worried to death all the time about 
Money, so that you cannot put vour mind on the thing 
Vou should Your boursane -S walls dy thet mbna 
thing whose vrowth you can watch trom dav to dav. but 
a hard and driving taskmastet whose slave vo ta rats acd 
Of its mMastet 

Better start out right in a small wav and do it well 
than to spread a little capital too thinly er a big sunt 
race 

Use Your Capital Right. 

Some plumbers have sutheient capital in their busines 

but do not employ it right Their tirst big mistake come 


in lettine their customers’ remain 


long. This can be easily watched if you will only keep 
a close watch on your monthly trial balance If the total 
or yout outstanding accounts 18 more than your monthly 
sales, some ot your customers are taking 1 re frre te 
pay their bills than they should. These delinquents should 
be looked up and settlements effected with them You 


know it has been said that if you loan vour friend money 


you lose 


VOuUF money and also Vour rte nial 


When a customer lets his account run beyond the time 


for settlement, he is borrowing money from you \s the 
account grows older he is | inclined to pav it lle 
looks for excuses and eriticizes the work often to an un 
reasonable extent. foo otten the contractor, in order to 
settle ip one (1 these old accounts, not only tcl I Hts 


protit in allowance, but trequently stands a lo 


Customers No Good As Bankers. 


For lack of the money due him he is unable to take ad 


vantage of the cash discount offered on hi upply house 
invoices, thereby losing far more than even the regulat 
rate of interest on the money. ‘Too frequently this cond: 
tion gets so bad that he has not enough read 1 to 
pay his bills, when they become due 

Your customers are good to have a customers, but not 
worth a cent to you as bankers. So do not let them keep 
your money for you any longer than you can possibly 
help. 

Thirty days is the longest an account should remain 
open on your books. If any customer desires longer tin 
than that have an understanding, when the job is taken, 
that settlement is to be made either by trade acceptance, 
Morris plan or bankable note. You can then turn thess 
into ready money to use in your business. In thts way 


. 1 
you are not tying up your capital. 
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It is an excellent idea to consult with your banker on 


i deal Ol this kind, he call advise You 45 to how best to 
handle the matter, and you can rest assured that he will 
have first in mind, your interest 


Does Not Always Pay to Own Your Building. 


Some plumbers teel that it 1s to their advantage to pur 


chase their building. They do this betore they have 


enough money for the other needs of their business. They 
make the mistake of thinking it adds to their financial 


strength when in reality it weakens instead of strengthens 


them. 

While it 1s true they may save in rent more than the 
fH or 7 per cent their money would earn ii loaned out. 
This is not the true way of looking at it. however. What 


this money would earn used to discount bills or expand 
thre busimmess 1S thie truer comparison, and We are quite 
ire no investment in a building will pay any such returns. 

loo trequently the contractor buys a building, paying 
part down and giving a mortgage for the balance. When 
he goes to the bank to borrow money this asset receives 
hut little consideration, because it cannot be realized on. 
Our advise is, do not tle money up in real estate when 
our working capital is not suthcient for your require 
ments 

Buying Needs Close Study. 

\nother point that 1s not watched closely enough is the 

buying (hat is, too large quantities are bought at one 


time in order to secure a reduction in price 


Phis is penny wise and pound foolish, because you can 


take the money that 


other stock that will turn faster. Better a small quantity 


tied up in the surplus stock and buy 


of a large variety ot quick-moving articles, than a_ big 
quantity of few articles. 

in conclusion, We would say choose as your banker a 
man who takes an interest in your business, one to whom 
you can go with your pt yblems af nnancing and secure 
advice and help when needed Where you tind such a 
man, use him. He will be only too willing to help you. 
His first requirement will be that you be truthful and open 
with him. His bank makes money by loaning money and 
he only wants reasonable assurance that you are going 
to be’ able to pay back the money, you are seeking to 
borrow. tHe can only get that when he has all the facts 
betore him. He is just like the National Trade Extension 
bureau, here to help you, only waiting to know your 


want The more we hear from you the better we like 
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BE A WATER SUPPLY SPECIALIST. 
By L. C. Landis. 


lil, present day is one of specialists and experts in 

every line. The man who knows his line and capi- 

talizes that knowledge will make more money and 
have more triends than the fellow who 1s willing to remain 
a “nobody” and stay in the rear of the procession. 

You did not tind any specialists or experts in the private 
ranks during the late war. They were needed for higher 
positions, where their knowledge, their brain power was 
worth more to the cause than their physical power. 

There are leaders in every line in every locality. 
a lawyer or a merchant leader, 


He may 


be a stock raiser, a doctor, 
but he is the leader in his field just the same. Just take a 
there are 


look around you and see how many real leaders 
not 


in your locality who are not prosperous and who do 
have friends. 
You may well ask, “What makes a certain man in a cer- 


tain line a leader>” I will say that in ninety-nine cases in a 
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hundred, just three things put him in the front rank; he 
knew his business, he was a worker and he was honest. 

As a general rule, an undeveloped field offers the most 
opportunities to become a leader. The water supply busi- 
ness is just in its infancy. There are only about 250,000 


country or home water systems in operation in the United 


~ 


States today, while there are over 7,000,000 home owners 
who are beyond the reach of town or municipal water sup- 
ply, so that only 3% per cent have purchased water systems, 
leaving 96%. per cent who are possible buyers, so you will 
have chosen a practically undeveloped and a very fertile field 
when you have decided to take up the sale of water systems. 

Your success will depend entirely on yourself. If you will 
equip yourself with the necessary knowledge and will work 
ind you are honest, nothing can keep you trom succeeding. 

| would theretore advise every dealer, before he starts to 
ell and imstall water systems, to choose the plant he wants 
to handle; then call on the manufacturer for full and com- 
plete details as to the construction of the equipment, together 
with installation plans and instructions. 

(;0 over all of the literature from beginning to end and 
if there are any points which are not entirely clear to you, 
vo back at the manufacturer for more information. You will 
tind him ready and only too glad to help you in every way 
possible, as he realizes full well that his success , the profit 
he can make, will depend entirely on your success and the 
protit you make. . 

Decide, before you start, that you are going to have the 
necessary knowledge, the necessary push and the necessary 
honesty of purpose to be the “water supply expert” jn your 
territory and that you are going to dominate your field. 

The users of water systems are natural boosters and will 
tell their neighbors and friends about you if you treat them 
square and honest in your dealings with them. Don't lose 
sight of a plant just as soon as you get your money out of 
it, but keep in touch with the owner and render any little 
services that he may need until he becomes familiar with 
his plant. Remember that there is nothing that will get 
a man interested in you and keep him interested so much 
as for you to show him that you have an interest in him, 
aside from getting his money. Nothing will pay as large a 
return on so small an investment as to make a friend of 
every man you do business with. 

Do not misrepresent the plant you are selling or claim 
more for it than it will accomplish. When you become 
thoroughly familiar with the equipment, you will know just 
what you can do on any specific job. If you cannot sell 
a prospect a plant that you know will meet his requirements, 
do not sell him at all, as it is more profitable in the end 
, lose the sale. rather than have the customer dissatisfied. 
Be just as square and honest with 


; 
if 


Just one more point 


the jobber or manufacturer from whom you purchase the 


plants, as with the people to whom you sell them. 
lf vou have the full confidence and backing of the manu- 


facturer and vour users, you need not worry about com- 


petition. 

Comptroller of Currency Williams reported December 
3ist an unprecedented increase of approximately $1,000,- 
000,000 in the resources of the national banks for the year. 
1919. call, national bank resources ap- 


On November 17, 


proximated $22,500,000,000. The comptroller states that 


increases 1n deposits and total assets are widely scattered. 

According to preliminary figures and estimates collect- 
ed by B. S. Butler, of U. S. Geological Survey, the pro- 
duction of copper in the United States in 1919 was mark- 


edly smaller than in 1918. 
The Bureau of Chemistry states that malt sugar syrup 
a new sweet which has arrived on a commercial scale. 
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OW to DRAW PLUMBING PLANS 


The Outfit Requred—The Knowledge Required— 
And the Art of Expression on the Drawing Board 


By Robert J. Gordon 


\M very glad to see that “Domestic Engineering” 


recognizes the necessity of better plans tor plumbers 

Truly the plumbing trade has been afflicted with 
showers of abortions in plumbing plans. Anything that 
can be done to improve the plans that plumbers have to 
work from, will certainly be a boon to the trade 

Most of the plans which plumbing contractors hav 
to estimate trom are prepared by architects or builders. 
Some are, of course, very clear, concise, and very credit- 
able. But others are so vague, indistinct, and impractical 
that they are of very little service to either the master 
plumber or the workmen. 

In many cases the plumbing plans are prepared by in 
experrenced boys in architects’ and = butlders’ oftieces 
These boys cannot be expected to know how practical 
plans should be drawn—and we need not expect anything 
better from them until they recetve special training in 
that work \s a rule an architect or builder who does 
not employ a competent plumber or sanitary engineet 
to prepare his plumbing drawings, just shows the relative 
locations of the fixtures and perhaps a few ot the sewer 
lines. et 

When the plumber gets on the job he has to design hi 
own system. He, of course, sets the fixtures, tank heater, 
etc.. where shown on the drawings, and he will lay out 
his sewers, house drains, etc.. as near as he can to the 
locations shown on the architects’s drawings. But every 


thine bevond that usually is a matter of his own disere 


Where the Shoe Pinches. 
The wreatest drawback experienced from the imipertedc 
bly is found in 


plumbing plans foisted on the trade, probab 


that stayue Ot thr work known AS estimating——or 
“hngurimg, ” as it 1s often called 

In competition work the architect will strike off say 
seven sets of blue prints of imperfect, incomplete and 
unintelligible plumbing = plans He also prepares, say. 
seven sets of specifications, which frequently are as in 
complete as the plans. One set he keeps in his office 
marking it “office copy.’ Then he rings up six plumbing 
contractors. inviting them to call and receive plans and 
specifications, and submit a bid, or proposal, on the work 

Six plumbing contractors promptly call at the architect's 
office. and when they vet there may be required to deposit 
a certified check for the privilege of competing agaist 
each other on a job that is not clearly nor completely 


chown ¢ 


r specified 
Estimating Is a Problem. 

They seem to accept that form of presumptuous autocrac) 
as a condition that must be accepted—because of habit, and 
so they all go to it. They rack their brains and strain their 
eyes trying to understand what is wanted by the plans and 
specifications. Finally each has to draw his own conclusions, 
and they all submit bids acording to their own individual 


. ; | ; , 1 
interpretations of the case. Some otf these contractors will 


wisely bid high te protect themsely« ~ ivati xf mics rtaint ‘ 
that may crop up from the uncertain plans. Others will a 
cidentally, or otherwise, strike a bid that hap to be about 
right 

}3 ? t} , , Isl Te , +} } 

tt there most likely is one in the six whe tor some rea 

| ° , , Y 

son or another, submits a bid altogether too low Hle doe 
not grasp the significance of the situation. He omits to figure 


on certain parts ot the imstallation that are neither shown on 
the plans nor specifically mentioned in the specifications. His 
| 


bid is away below cost, and hy competitors wonder how fre 


can do work so cheaply. 


Lo , ' , : 
le, Of Course iS awarded th contract, and | iiled 
down te) 7 cate ! completion, ak vel] a < certain mya raters 
ete 


Mak-ng Unfortunate Discoveries 


' , 
\. Thre Pent) 4 ¢ ve along hie dy covers that hie On itted ; fioure 

on certay thy) ’ } 4 , { = } | | 
rtettl HMMs and Toresces a WAliClas (>* rie reads the 

< : »/ ' : . — | 

specication avail) if) Search of a way to escape that loss 


| t ss * ‘ 
But there lhe tnds a salvation clause a architects and 


builders call it, whereby he has to install a complete and per 


fect system whether every item or part has been spectficalh 
| 1 j 
shown on the plans or mentioned in the pecifications, or not 
leurthernmy re. i has To) do if ~l] Te) thre engrire atistaction of 
| ’ . . 

thre ryycil a he rurnished ham trye rhe omple te’. Or tinint Hieible 
] 1 j 
plans and specifications Perhaps his captors have tired him 
Wp so tivrhitls arti i Sbirety hond that bye Cannot evet retreat 
Prom fis wuntortunate position, ne AV has b 

Phere is nothing overdrawn in the above pictur Many 

} ‘ ’ 
plumbing contractor has been wrecked through fieuring o1 
imperfect plans—and giving a bond But still more have 

! : ¥ ‘ ‘ 
reached (oid ci & C Tic poverty throw yi} thre mane ' 7 \? ctice 
, thtdtina | a 2 7 = 
Cot FOVCLCLitis OW On iampertrect, mcompiete plat 
1 { ’ ' 

Phere Pore, repeat, flat “ay vinit Or which ‘ 7 bys clavrye ty ‘yY) 

prove TUAELALE nae! rydeay . wnt} benefit Cot tT role 


Make Your Own Plans 


t> ] ‘ ‘ ‘ 
Perhap ad Step forward canl be made Tilis tie by teacninyg 

' | 1 | 1 | 
plumbers how to make Plans Thenpserye a Wellboa Now to 


read them, for it appears to be verv probable that @ man who 
can make plan and read them himselt, is not verv lable to 


make many serious mistakes when figuring from the plan: 


of others. So I] take pleasure in preparing the following briet 
treatise on how to make plumbing plat In domg so | wall 
talk to the Te llow who has neve! mac oliumba : | ay ane 
is entirely rgnorant of the procedur 
The Needed Equipment 

lhe drawing equipment required to make plumbing plat 
properly consists of a drawing board, say 2 ft. by % ftt., or 
drawing table, sav 3 ft. by 5 ft \lso one tee square with 
ft. long blade for the drawing beard ro oone with a 5-ft. 


blade for the table, 1f very large plans have to be mad Wi 
think the board and % ft. tee square are sufficient for the ord 
nary office 

Then you require one 45 degree celluloid triangle abou () 
ins. on the side: also one 30 and 60 degree celluloid triangle 


tO or 12 ms. high: also CAS t drawing mstrumer ot 
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noderate cost; also a dozen or so ot thumb tacks and a roll 
f tracing cloth; also a bottle of waterproof India ink, a 
; ; ‘ ‘ 
i pen 1 erase? and perhaps some white dra Vilizg paper 
n case you have to prepare detail drawings or other original 
. 17 ] . 
drawing That practically completes your drawing equip 
‘ ' | ’ 
ment wenty to thirty dollars should buy it all. 
Technical Knowledge Required. 
nical Knowledge is required also. You cannot mak 
| , , , + 
i good drawing if you do not know what to draw you must 
first have a good practical knowledge of modern plumbing 
then you will have sound practical ideas that are worth draw 
fy on papel Plat lesigned by tmpractical people, such as 
' ; i i ’ 
i 
J 
rr - a el —~——-+ 
€ 
s o . 
( | 
| 
Th 
| | | 
i i { 
| 
Fig. 1 
ottice clerks, girls, ete., are of little or no value m construction 
work 


The designing, or laying out, part ot plan making must 


be done by an experienced practical person. His design may 
be roughly drawn in pencil, and then finished up neatly in 
imches by an oftice hand, o1 anybody who can make neat 
drawings. But the most important part—the designing 


are sulficiently expert in laying 


out plumbing to enable them to properly design a= plumb 


ing plan when they learn the methods and the sym 
hol fhe tinishine and lettering should, however, in most 
cases, be turned over to one of the othce torce who 1s neat 
of hand and has some talent for drawing. That 1s the way 
the plumbing drawu for overhauling the Old Colonial 


Mansion were prepared. Jones the plumbing contractor has 


the technical ki oOwiledLe bout fie would spol the plan entirely 


tf he tried to mk it ou id letter it himself. That is not 
fort He is a practical construction man, and a designer 
Theretore he just makes his layouts in pencil. But old 
Si, his bookkeeper, has a talent tor drawing. He could not 
lay out the work in a practical manner, for he has not the 
necessary technical knowledge and practical ex rience, But 
he takes over Jones’ pencil sketches and works them up 1n ink 


1 , . - 
and coiors to the Satistaction oOo} evervbody concerned, and 


1 


for the benefit of the job, the owner, and the business. That's 


efficiency in plan drawing 
Two Kinds of Plans 


Plan drawing, as plumbers and heating men find it, is really 


| - 1 , ‘ . 
of two kinds, namely, (1) tracings trom architects plans, o1 
ue prints, with the installation added to the tracings; and 
(2) original drawings such details, et 


hie 
In preparing the former class of drawings the following 
practice 1s common 
Pin th 
board so that the horizontal lines will match up with t 


edge of the tee square which is worked from the left-hand 


blue print, say the cellar plan, on the drawing 


he 


edge of the drawing board. 


4] 1 ’ 11 4 —_— } 
tiie tle print SPOliGd rye Sita) (7 enougti 


rhe white limes on 
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to show clearly through the tracing cloth. The draftsman 
then takes his drawing pen, inserts some drawing ink into 
it and with the edge of the tee square draws ink lines over 
the white lines that he wishes reproduced in his drawing. 
lle draws all the necess iry horizontal lines of the building 
it once, beginning at the top of the drawing and working 
down. He does not reproduce any lines that are not neces- 
sary, and omits such lines as will interfere with his pipe runs 


which he will draw latet 


lhe art of drawing has to be learned. Fig. 1 shows the 
process of drawing the horizontal lines. In using the pen, 
the lines are drawn from left to right, and always at the upper 
edge of the square 

When the writer began to learn to make plans he had some 
very discouraging experiences, which may be narrated here, 
not as a “horrible example,” but to encourage those who may 
teel discouraged when they begin to ink tn the lines 

He was a boy then and lived in a little village where his 
father ran the only plumbing shop. 

\t 16 a violent ambition possessed me to draw plans for 
buildings—the same as the architects. My tather presented 


Then | 


borrowed a set of plans from a job, took them home at night, 


me with a drawing board and an oak tee square. 
returning them to the job early next morning. I copied the 
floor plan on a separate sheet of white paper. This was done 
in pencil, and in the copying [ learned how doors, windows, 
valls, piers, ete., were shown on plans. 

So far the lessons were easy. But when I began to ink 
in the drawings my troubles commenced. In the first at- 
tempt I used an ordinary pen and ordinary writing ink to 
cover the pencil lines which were only used for the layout 
work. 

| did not know that a special pe Was necessary, OF that 
per ial drawing ink had to be used. lhe result, of course, 
was a very rough and much blotted drawing 

The ink would adhere to the edge of the square, then run 

ver the paper. 


lo remedy this trouble | remember raising the blade up oft 





~™ H- ‘ rere + 
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Fig. 2. 


the paper with a few thicknesses of blotting paper. Lut that 
also was unsuccessful, for the blotter soon got wet through. 
Then | greased the edge of the square, which worked better 


for a little. But the grease finally got on the pen and pre- 


vented it from working right. IJ almost gave up im despair 


5 ' ] 


VoObDOdS in the village could make plans then sO nobody 
could teach me. A tew months later | lett home in order to 
learn more. As a plumber’s apprentice | worked during the 
day m a large city some 40 miles from home and spent my 
evenings at an institution where building construction and 
drawing were taught. There my drawing troubles ceased. I! 
was taught how to use the instruments, et lust a littl 
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MOTOR TRUCKS and the JOBBER 


Nation-H ide Survey Made By Research Department of “Domestt 
Engineering” Discusses Delivery Problem In All Tts Phases 
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by H. P. Termansen 
WO months ago “Domestic Enginecring” mailed ques West Virginia Jobber: 
tionnaires to the yobbers of plumbing supplies through ‘We tormerly charged and d tor dra 
out the United States asking the tollowinge questions ve establishment of a ‘supp! tation’ or branch at 
“Do you deliver to the job for the plumber: by a leading interest, we had to discontinue 1 
“Do you charge for such delivery Cost the matter has now reached tl whe 
“Do you own trucks? Or contract tor haul IMmpositios iW) most case ve are called 
ing ? . deliver material to the 4 but must act 
Trucks Used the building near the 
“NO. Size Name Manutactures delivered to plumbers’ shops must be cart 
(Lomment on the rack While agitating thi | 
“Date Name will endeavor to imopres upon yobbers the 
\ddress this service gratis, and to urge upon tl 
Replies from forty-one states and one hundred and eleven making a tair charge and collecting 11 \t present 
cities have been received so far and indicate a great variety of hauling a distance of 12 mil 
delivery policies. Quite a few of the jobbers evidently in Wilkes Barre, Pa.: 
terpreted the first question as asking whether or not tree “We avoid delivery wherever possible and have 
delivery was made to the job for the plumber, for in many cost of delivery to about one-tenth oft 
cases they answered that question with a “no” and then state business,” 
that they charge for the delivery. So many of the jobbers Philadelphia: 
expressed a desire to know the results of the survey that thi “We beheve im chargime 
replies have been tabulated as nearly as possible in the ex not.” 
ict form in which they were received and are presented in Philadelphia: 
the accompanying table. ~ Competition pol evel oood ft \ 
rom this tabulation it will be seen that about seventy- but the larger the house the quicker t] 
five per cent of the jobbers follow m the main a policy ot ‘ses. Our houses are crowing further 
free deliveries. Because of the limited nature of the ques Columbus, O.: 
tionnaire, it is impossible to say what proportion of the “It is the small plumber, wh: 
jobbers figure the cost of delivery in the price quoted the place of business, who vets tl 
plumber, but a number voluntarily state that this is their ber, and the evil is growing worse instead of better ry] 
policy. Practically all robbers deliver tree to the plumb rs plumbe rs who have neir OW tru t ¢ 
shop where the shop is in the same town as the jobbing house, ice. The jobber pays about half the overhead ! 
and in a number of cases where it is located ina nearby town trade and in justice to the regular piumbe 
that can be easily reached by truck own expenses, the practice of delivering fre 
Jobbers’ comments on delivery policies are as follows e abolished.’ 








1 fof) 


Brooklyn, N. Y.: 
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“Many of our customers call for material We have 
found the delivery problem a very costly one and believe that 
ceerted action should be taken to charge the plumber for 
! (‘it No. of «liver to Job? 
lolbsber 
Aiabama fsirminghas ] cit 
Arizona Phoenix Non 
Arkansas Fort Srmitl No 
California _ rane In districts 
| According to jobbers’ sch 
] Lcceordinuy to jobbers’ sch 
] No 
| No 
i Vries Yer 
| In prescribed limit 
(oakland i Yes 
Yes 
Colorado Denver In city limits 
Pueblo ] No, nor to shop 
Connecticut New Have ] In agreed limits 
Delaware Wilmingtor In city 
Dist. of Colum Washinetor ] Ni 
y 
Fiorida Tampa ’ Yes 
Jacksonville l (“itv free 
(‘it free 
Georgia Atlanta Yes 
Savannatl Ves 
Ve 
hHinots *hica we | Ve 
; Ve 
Rocktors } Ve 
Danvill: I Yes 
Peoria ] lny litmits 
Juines Limited mownt on 
Mushnel] ] Y «rs 
foomington NO 
Indiana Indianapolis wae 
] derdy r te bie] 
] bdetivet o Pier 
bo \' Shop tres 
Miunei lteliver onl t© | 
Vndersor Poelivest » shop 
['pyie ("it Ve 
iowa Manson Cit, Ve 
Wats rioo ’ Vs 
\larel bifoow Vs 
i LOU vs 
i) Mou Ye 
(lar Rapid NO 
Sormetiy 
1 po ¢ ie NO 
Kansas Wichita ' Ve 
Ye 
Kentucky Lo } vs 
lL oulsiana v th Ve 
’ " 
\", 
Maine Hea neprenr Nan 
lPortland Ph) ’ e radi 
Maryland Pay mos Ves 
vs 
Vi 
Ve 
Maseachusetts rs r+ 
Yes. om mile radiu 
. vs in S omile radinu 
ys Within zones 
“Onietimes 
1 Vs Vithin zor 
: NO 
No 
Ve 
Wore. =—her Ves 
Nie \ Redford Ves f 
(Cambridg: | ix 
Lynn No 
Michigan Dhetroit Ye 
, Vers 
: Vs 
ve 
Pansi i ] Yes 
frrand Rapid ] ve 
Minnesota St. Paul Ve 
Poordiit) ' Ve ith ZOMes 
' Ve - Seotrre finn 
Minneapolis P Yew rf Me a trin 
Missour Springtield ] Satie 
sf Lonis Ve 
si Joseph | Yes 
Kanes q “it 1 Yas 
delivering the material to the jobs. Under the present con 
ditions a tlat charge could hardly prove satisfactory on ac 


count of the high 


a tonnave 


mist charge 


the qs? ly 


charge based on the length of 


We helieve that 


the haul would h: 
snt- 


of the material. 


cost 


This. however. would not prove 
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1 of keener competition, when the jobber 


nearest to the job would get the order.” 


Manchester, N. H.: 


times 


wmractor' 


“Our plumbers take advantage of the service and want 
Charge for Dellvery” Trucks 
Owned Contract 
brs 
i “get Yes 
ye} 
° 1 oO tri 5 
duls 7 just purchased 
edule l Part 
Nearly cost Yes 
(‘ost Yes 
Free 12 
Mree f 
£? 00 yrert ton 2 
(‘ost KA 
ree 14 
Yes 
Free Yes 
Free 2 
Free in city h 
$2? per hour outside 
(Charge for less than full load 
res S 
Kres 9 
(hutside $3 per hour both ways J 
Fords and mules 
ree ] 
Free (arrange with plumber on lone yA 
hauls) ° 
Free 66 excl. of Fords 
ree Yes 24 
ree 1 Part 
ree : 
Ire a 
Pree 
Yes 
re ¢ z tart 
ree 
ree elsewhere Cost 
Milsewhere according to dist anal lond lart 
») 
be pere ] 
heres ] heart 
res é 
res 2 : 
free Yes 
Mree, but subject to conventeme brasil 
within limits ] 
bee ‘ 
4 
bres 2 
( “pat Yes 
? 
bree hap elsewhere af ose yA 
breve ‘ 
beens ‘ y 4 
‘harae nccording to distance inal 
qqpuaanetiey To poet nt and higher Part 
I reve | 
Yes 
I reve ” 
Bi*ygie 13 
Free ($3 ton outside city) 2 
free within six miles, beyond aceord 
ne te distanee and value - 
om, - ! ? ne vu > (2) Yes (1) 
bres } 
bree 4 
res Part 
be" yrs ‘ Yes 
be" yre ee Yes 
Actual cost Yes 
Actual cost Yes 
\etual cost ¢ 
ree except heating material 2 
Free oecording to distance in suburl ~ 
Be yens 
(‘gat 
rere 12 Part 
reser When less than $50. then eost 0 
(Charce once in a while 1 art 
[> nmeoft piWwouy chores Vart 
bre ‘ 
Kress Yes 
bers ‘ }t 
Ire Ves 
Brees Yes 
Pe ree oan bicopos j (7) f (°?) 
Bp ns ] 
Byres . 
Vt cost enxeept to shops Peat 
lf asked 
(‘ost 


us to deliver the goods upstairs or in cellar, but we deliver 
on premises only.” 
Springfield, Mo.: 

“We think that 


it is really only a talking point but it does save them a 


we have to deliver to our city trade, but 


lné 
i) 
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year’ ti 1@ ale ~ Cc l ar , 7 * oa : : 9 

: year's time ind we could hardly do without it. Detroit, Mich.: 

St Louis, Mo.: vi \t One Litre Le trot jobbers 4 hares | al ad ( yt { Cc] IO! 
Our drayage item is increasing beyond bounds and we nearly all city cartage, but could not stand for such a good 
should co operate to get some revenue out of our de- thing very long and now are losing thousands of dollars an- 
ries nually on cartage.” 

Nebraska Omaha 5 Yes Perit iil draving company) chat 

] | oO not qd iy T to shop OT iob \ 
Lincoln ] NO (‘ost | pr 
l NO <<" poe rT ] if) Ibs. Yi 
New Hamp. Manchester | Yes Free 
New Jersey Newark yA Yes Free it (1) 
Jersey City ] Vs NS ‘ree ‘ 
(“amden l Yes ree ‘ 
\We ehaw ke a ! Yes ‘ree 
Y. State New York City 13 Yes Free 6 11) OY 
} Yes, in some cases Free ) Tan 
Yes, in city Free 6 Part 
] Ve usually ree as a rule Part 
Yes With cost included in price Vy 
Yes, in city only (‘ost 7 
l NO (‘ost Y¢ 
Brooklyn fi Yes Free a thy OW, 
. l'tica Ve S ‘ree 2 
Troy | Yes if $10 or over Ire .) 
l No (‘ost ‘ 
Long Island City 1 Yes, in 5 mile zone ree \, 
ieilmira I Ve ~ ire ‘* 
Buffalo l Yes ree 
Singhamton I "es ree 
Albany I Yes ree where competition Wy 
Watertown l Yes ("ost nat Me a mile 
Rochester o Yes (*harve iccording to Zones, ©X hop ’ 
Syracuse I No Yes, except to shop 
Onio Portsmouth 1 Yea Free 
Newark I Yes Bre 
Greenville I Yes ree , 
Davton ] Yes Free ' 
( Yolumbus o V« G Irs ‘ é 
Cleveland ° Yes ree ‘ 
} Ve 4 { \t tin } yt) ometimes free , > 
Toledo I Yes Charge 
1 Yes (‘nat } 
| Yes For 2-ton truck $2.50 per hour | 
Cincinnati ° Yes L tri , 
tome Muskogee Yes Fre 
4g Portland I Yes (Charge based on drav. schedyl 
: 1 Veg (Charge according to weight and zon, aA 
Pennsylvania Wilkes-Barre 1 Yes, plumbing but not heating ree Y 
Scranton Me Yes res | 
York l Yes hree Tean 
Reading I Yes Free ' 
Pittsburgh 2 Yes Free 6 dW ¥ 
l Yes, in city Plumbing ind Sanitary goods free t 
not bie ating 
1 Yes, in city Bre 4 
Kingston l Yes Ere e 
Altoona 1 Yes, in cit ree 
Philadelphia X Vea re ao . 
Yes Free at times 
I Yes (‘net 
Yes, in 6 or 8 miles In the pric ice: 1 
Provide nee 2 Yes Js" yg +’ 1) \ 

Rhode Island Pawtucket 1 Tom Eres 

South Carolina eonbeoenge Ye s, in city “ree g 

South Dakota ~ ac sl Fo 1 + sl —— 

Tennes ab eng es : 

ew Memphis I Yes, in city Free 
Chattanooga 1 Yea Free ; 
Texas Houston 1 Ye s, when requested ri 8 
1 y eS |: ree 
El Paso 1 Yes I er : 
Dallas 1 Ve oS Ere +’ = 
Utah Salt Lake Citv 1 Y" Ss, in zones At e® in zone : Py 
I Yes, in city limits ree rs , 
‘ ¥ a Ores , 
Vermont 2utiland 1 Yes ; . ; ' 
Virginia Norfolk 1 Yes, in city limits At times 
] Yes res 
Richmond 1 y Ss Irs a) > 
2 Yes, in city ' ree rs 

‘ Sane " ree 

VW s. in Seattle 1 Yas . oy? , i} tr y 
shington , No Cost 

1 Vos (‘ost ‘ 

1 Yes (Charge according to distances. Fs 
Spokane 1 Yes, if desired Yes ." 

1 No at V. 

West Virginia Huntington Yes ‘re | 

d Wheeling l Yeas re e 

Wisconsin Green Bay I Yes, in city Free ” 

a Crosse ] Yes I ree r, ms 
l No Free "Tea? 
Milwaukee 6 Yes ree in cits 19 | 

Boston, Mass.: Oakland, Cal.: 

“We only deliver in city or adjacent suburbs, but charge “We make a cartage charge on all deliveries, which charge 
for any extreme haul. Each delivery is a problem of free takes care of all expenses in connection with running our 
or charge delivery according to conditions.” trucks Alf robbers in this territory do if in this Way and 
Spokane, Wash.: we are satisfied it is much more satisfactory than making free 

“For the past five years we have made all our prices f. 0. b. deliveries. Making the charge to the customer makes him 

, * ~~ y > © » . o - e - ° . . 
our warehouse. We find this plan much more satisfactory.” pay for what he gets and gives the man who calls for his 
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Germ-Proot 
Fountain 


This handsome vitreous china, one- 
piece fountain combines all the 
conveniences of the vertical stream 
fountain with the special slanting 
stream feature, which prevents 
bacteria from falling back upon the 
jet and permits of the copious 
drinking feature of the vertical 
stream as the mouth comes in con- 
tact with the stream at a point 
where it loses its momentum. 


Glass or Cup Can Be Readily 
Filled From It 


Location of jet opening makes it impossible 
for lips to touch it. Extends above sloping 
base, so that no foreign matter can run into 
it from the walls of the fountain. 


Possibility of squirting, tampering or pilfer- 
ing reduced to a minimum. 


Send now for circular giving greater detail 
and a variety of styles. 


Show it to the man who is about to install 
a fountain. Means a better job and more 
profit, a benefit to yourself, your customer 
and every human, who drinks therefrom. 


Rundle - Spence Mfg. Co. 


63 Second Street -- Milwaukee, Wis. 
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material the benefit of his owning and operating delivery 
wagons of his own.” 
Elmira, N. Y.: 

“We wish it was universal to charge except for delivery 
to shop.” 
Buffalo, N. Y.: 

“Delivering is an expensive proposition and if there is any 
way of getting away from it we would like to do so.” 
Detroit, Mich.: 

“We have tried to get cartage charges here in Detroit but 
have been unsuccessful so far. It has become a very ex- 
pensive proposition and something ought to be done to meet 
this heavy burden.” 

Boston, Mass.: 

“As wholesale dealers, we do not feel we should pay de- 
livery charges.” 
Washington, D. C.: 

“We make additional charges for long hauls. Usually cover 
hauling in the prices we quote.” 
Seattle, Wash.: 

“We find the item of cartage very hard to collect. Ina 
great many instances plumbers absolutely refuse to pay the 
cartage, stating that this item is all figured in the cost of 
the goods.” 

Cincinnati, O.: 

“A charge of 25 cents is made tor each delivery at a sepa- 
rate location, shop or job. This had to be done as customers 
formerly would order very small quantities delivered to jobs 
as they needed material instead of taking small items from 
the shop.” 

Kansas City, Mo.: 

“We never use our own trucks to deliver to jobs. We 
deliver free to any plumber’s shop in our own trucks.” 
Detroit, Mich.: 

“Whole situation rotten. No service should be rendered 
for nothing. It is appreciated at what it costs. When ren- 
dered free, you are blamed severely when not on the spot 
when they think it should be no matter how busy your trucks 


may happen to be. 





Where deliveries are not made free of charge, a great 
many different systems for determining and collecting the price 
of hauling are in effect. In some territories the methods 
adopted have proved quite satisfactory and in others the re- 
verse is true, as may be seen from the following comments: 
Memphis, Tenn.: 

“We do not deliver boilers and radiators, except at extra 
charge of 2 per cent of the amount of the invoice.” 

Salt Lake City, Utah: 

“We deliver free of charge within a radius of about two 
miles. Beyond this we charge the standard rate.” 
Cincinnati, O.: 

“We charge 25 cents for each delivery regardless of size 
merely to eliminate delivery of trifling orders.” 

Richmond, Va.: 

“We have tried the ‘zone’ plan but it was unsatisfactory. 
All deliveries within city limits are free. Outside city limits 
a charge is made. 

Cleveland, O.: 

“We make no charge for city delivery to plumber’s shop, or 
to his job when there is an amount equal to five bundles of 
iron or steel pipe on the order, but when there is not a suffi- 
cient quantity of pipe we make a charge of usually one-half 
of the cartage cost.” 


Worcester, Mass.: 
“On heating material such as boilers and radiators a charge 


is made on a basis of 10 cents per 100 pounds with a mini- 


mum charge of $1.00.” 
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leveland, O.: 

‘he cost of hired trucks is $20 per day each. The cart- 
a; that we charge to our customers only runs about $200 per 
month, which shows that most of our stuff is delivered to 
the job without cartage charge.” 

R« chester, N. Y.: 
We deliver to the plumber’s shop free, but to jobs make 
the following charges: 


© 


Within 1 mile circle...... a Na a .....$0.50 
Within 1% mile circle... ——— 
SC 
Se 
Within 2% to 3 miles........ iinet iets cia a 
Within 3 to 3% miles......000000000000... ERE AA ERIM ees 1.00 
314 miles to city limits................................. eR . 1.38" 


Syracuse, N. Y.: 

“There are exceptions in many cases, however, we try to 
charge for each delivery other than to the plumber’s place of 
business and for his stock.” 

New York City, N. Y.: 

“f am surprised to learn that the deliveries are made free 
of charge. We believe the delivery is figured in the cost 
of the material. 

“We have all our carting done by the piece, do not run 
any trucks of our own, and find it less expensive.” 





\bout three-fourths of the jobbers own their trafisporta- 
tion and only a very limited few still use teams exclusively. 
In some territories contracting for hauling has proved satis- 
factory, though in most cases the jobbers tind it considerably 
cheaper to own and operate their own trucks. Some opinions 
are given below. 

Newark, N. J.: 

“We deliver material to the job for the plumber. We do 
not charge for the delivery. We own our own trucks and 
operate them ourselves. We use a half ton, two ton, three 
ton, and five ton. I haven’t checked up the cost of cartage 
for some time, but as we have automobile trucks and do all 
of our own repairing, I figure that our operating costs are 
within reason. 

“We cover a district of about twenty-five miles radius 
of Newark, and could not possibly do business with any other 
means of delivery. It is an expensive method of cartage, 
but it is worth what it costs.” 

Boston, Mass.: 

“In regard to conditions in the Boston market as regards 
trucking, here in our market we have certain zones in which 
we do not charge for carting. Outside of these zones a 
charge is made according to the distance. A number of job- 
bers in Boston own their own trucks; so far, we have found 
it much cheaper to contract for our hauling, more especially 
on account of the labor question and condition of Boston 
Streets. Personally we believe that the time is coming when 
delivery will be made to far distant points without charge. 
In other words, the truck proposition is going to force the 
jobber in order to compete with the other fellow to handle 
a line of trucks and make deliveries. We should hate to 
see this day coming, but here in the East, it is held off, but 
personally we believe it is only a question of time when we 
will have to get aboard.” 

Muncie, Ind.: 

~Contract hauling charges here are excessive, and we esti- 
mate that we do our own trucking at a saving of from 30 to 
40 per cent.” 

Toledo, O.: 

“Kan one truck thirty months with the same tires, 52,000 

miles and no expense on the car. Some record.” 
Spokane, Wash.: 
“We believe we have reduced this expense to the minimum 
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3 important 
Announcements 


1. Practically 
all the Kenney 
Shower nation- 
al advertising tor 
1920 will be con- 
centrated on one 
thing lo in- 
crease the con 
tracting plumbers 
retail business 
Kenney Showers 
will be advertised 
in The American 
Magazine, House 
Beautiful, Atlan- 
tic Monthly and 
others with a na- 

tional circulation 
totalling two mul 
ey Penge R lio ns. Kenney 
Shower advertis 

1919 











+ 

















ing for 1920 will more than double that of 

2. The past year has shown that thousands of 
plumbers value Kenney Showers as merchandise 
to develop Trade Extension Work. The Ken 
ney Shower line builds more business—cuts over 
head and increases net profits. The line 1s com 
plete. Two all metal portables that are sold over 
the counter—no labor to figure. The Congress 
and DeLuxe for permanent installation represent 
the last word in bathroom refinement and rich- 
ness. Hundreds of plumbers today are dollars 
ahead over a year ago. They attribute much of 
their success to retail merchandising, and Kenney 
Showers have played their part. 

3. New retail prices, effective Jan. 1, 1920, for 
the Kenney Shower line, are as follows: 
Palm Beach 


model $20.00 
De Luxe model 135.00 


Niagara model $10.00 
Congress model 35.00 





These prices al- ad 
low the plumber sal 
a larger but leg- O-7-O 
itimate profit and 
enable us to 
maintain our high 
standard of qual- 
ity. 

Write now fot . 
new catalogues, Or-rE 
price list and dis- 
count sheet and 
also post your- 
self on 1920 Ken- 
ney Shower sales 
plans—which will 
help to build big- 
ger business for 









(a ad 











the live plumber: , 
of every com- 
munity. Niagara Model 


The Curtainless Shower Co. 
507 Fifth Avenue New York 


Western Office: 5 So. Wabash Ave., Chicago. 


Factory: Waterville, Conn. 
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mean satisfied customers. 


Kennedy Products for Domestic Heating and Sanitary 
Lines cost no more than ordinary equipment, cause no 


trouble after being installed, stand more rough use, 


ind last far longer. 


The PENNIE Back Water and Sewer Gas Valve 

rr is sanitary and 
positive and 
ought to be on 
every waste 
pipe. 


This device is 
anecessity 
where sanitary 
conditions must 
be preserved, 





as it furnishes 
the best possible seal against backwater, gas and 
vermin from the main sewer. Faces of disc and seal 
are machined to make a tight joint and every trap 
is tested, and, when properly installed, the valve will 
operate perfectly in any position, a 
lead counterweight being fixed in the 


cup on vertical lines. 


KENNEDY 


RADIATOR VALVES 


are made in every desirable type— 
straightway, angle, offset corner, etc., 
with or without unions (right or left 
hand), and with wheel or lock shield 


and key on operating stem 


KENNEDY 


ALL BRONZE GATE VALVES 





are simple, tight, and very easy to pack. All parts 
are standard and inter hangeable, and the gate, being 
reversible, goes in either way. These valves stay 


tight, and the end of the thread on the stem stands 
wear and does not pull out of the gate. 


Kennedy facilities assure low prices and prompt deliveries. 
Send for the Kennedy Catalog. It covers all the special as 
well as the standard valves you need to help you make an 
enviable reputation for your work 





, Ne saan einen ttn ees edaaneeee sinh: tres deve rai eariinlt seal reads eeaat tema testee eters" see a 
yy 7. THe KENNEDY VAL Sy 
| Mo: Co. Exsama, NY. = 












BRANCHES: 


Chicago, 204-8 N. Jefferson St. 
San Francisco, 443 Rialto Bide. 


New York, 81 John St. 
Boston, 47 India St. 


SALES OFFICES Philadelphia, Continental Hotel Bldg.; 
Salt Lake City, 502 Dooly Bldg.; Seattle, L. C. Smith Bldg.; 
Portland, Ore., Railway Exchange Bldg.; El Paso, 704 Two 
Republics Bldg.; Winnipeg, Chamber of Commerce Bldg. 
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and tavor the contract system, as labor conditions, strikes, 


CIC... do not affect us.” 
Springfield, Mo.: 

“The running of this truck costs us about $2,000 per year, 
but we have the use of the driver part of the time he 1s not 
on the truck, which is worth about $300 a year to us.” 

San Francisco, Cal.: 

“We contract for our hauling with a draying company 
having about 150 large and small vehicles consisting of auto 
trucks and wagons. We consequently are able to secure de- 
pendable and quick service. Our location in the city lends 
to the service we are able to give our customers. We know 
from experience that our plan, considering the quick service 
is cheaper for us than if we had our own auto trucks and 
wagons.” 

San Francisco, Cal.: 

“At present we are partly contracting for our delivery 

but have purchased the above equipment (7 trucks) to dé 


all our delivering.’ 


Present indications are that the year of 1920 will 
see the greatest building era in the history of this 
country. There is an acute shortage of housing fa- 
cilities throughout the entire United States. A great 
deal of building was done during the last half of the 
past year, but it has been only a good beginning 
Chambers of Commerce, Real Estate organizations, 
industrial concerns, and even municipalities are plan- 
ning to build many thousands of homes to relieve the 
present shortage. Then, too, the shortage in a great 
many commodities caused by the war must be made 
up. Production must be increased and this means 
factory extensions, new buildings, and better build- 
ings. tndustrial concerns throughout the country are 
greatly increasing their establishments to take care 
of the almost insatiable demand for manufactured 
goods both at home and abroad. Because of the 
world trade developed during the war there are vast 
markets throughout the world for American goods 
and we now have the ships to carry them. All this 
means more and bigger buildings. 

This is the time of opportunity for the jobber of 
plumbing supplies and the jobber who will profit most 
will be the one who is best prepared to handle the 
increased volume of business and one of the most 
important considerations is the quick and efficient 
moving of supplies whether to and from the depots 
or to the plumber. Some jobbers still consider teams 
as the most economical means for transporting goods 
to and from depots, though the great majority find 
trucks more efficient. Should the jobber deliver to 
the job for the plumber? If so, should this delivery 
service be gratis, or should the plumber pay for it? 
And, if it is to be paid for by the plumber, how 
is the charge to be made? As will be seen from the 
tabulation given above, there are a great many ways 
of meeting this question; a definite ‘price per trip, 
per hour, per mile, per value of load, per weight, or 
a certain percentage added to the bill or made a part 
of the price quoted. Conditions vary in different parts 
of the country and the same policy may not do all 
over, but the essential thing is to have a definite 
policy regarding deliveries to the plumber. In many 
territories the jobbers have a _ practice regarding 
deliveries and adhere to it, but for the most part 
it is a case of every man for himself. However, re- 
gardiess of whether or not there is a price to be 
collected from the plumber, if delivery is made to him 
at all, it should be done efficiently and with a knowl- 
edge of exactly what it is costing. It is surprising 
how many jobbers have no accurate check on what 
hauling is costing them. Where a careful record is 
not kept it is impossible to know what the plumber 
should pay even where it Is the custom to collect for 
this service. Nor is it possible to know whether own. 
ing trucks is cheaper than contracting, or which make 
and size of truck is the most efficient and best suited 
for the jobber’s purpose. 
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UOTVCRUOUCOUHOT AUSTRIA PS THETA NO 2 
: “IF IT’S A DECATUR 

lIS A BETTER PUMP’ z 

WHAT ARE YOUR 

SHOW WINDOWS WORTH? | 

INCREASE THEIR VALUE — DISPLAY — 


he jobber who wants to get the most out of the building 


" 


gram for 1920 should give careful consideration to ques- 
of motor trucks. A well balanced fleet of trucks does 


, YALGRELAMOALEALERAGERDEUIED 
rease the jobber’s territory and can be arranged to take 
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of an increased volume of business without greatly in- 
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ising costs. first class delivery service, whether in or 


| 
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of the price is appreciated by the plumber and is an ex 


« 


lent way of increasing business with him. In this connec 
one of the Chicago jobbers made the following state- = DEC TOR WATER SYSTEMS 
nent: = 
“By the use of trucks we have been able to satisfy our 
rade and now have the reputation of being the concern that 
makes the best delivery in our line. Under the demand of 
‘trade for prompt delivery, we could not continue in busi 
ss without our trucks. Two of our trucks have been op- 
rating for five years and are still in good running condi 
n. We expect to use them for at least five years more. 
These two trucks have covered more than 100,000 miles each.” 
There are quite a few good trucks on the market, but the 
ike of the truck is not the only thing to be considered. 
(he proper size for the different kinds of work, proper load 
careful driving, timely repairs, right kind of tires, and 
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imilar matters are as important as choosing the right make 
of truck, and these facts can only be obtained from intell 


gent checking and supervision. During the past year one 


of the larger manufacturers of motor trucks conducted a con 





test for the users of their trucks and awarded substantial 
money prizes to the leaders among the drivers of the differ 
ent classes of trucks for the lowest operating and upkeep 


sts. For this purpose they furnished record blanks which 


Join The Family Of DECATUR Dealers—DO IT TODAY 


Decatur Pump and Mfg. Co. 
NOISELESS GEARED 
DEEP AND SHALLOW WELL PUMPS 
Main Office and Factory: DECATUR, ILLINOIS 
Pacific Coast KRepresentati es 
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made it possible for owner of the truck to find out exactly 


abies 
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what his cost-per-ton-mile was for hauling. The keeping 


| 
' 






of this record required very little effort and furnished the = Seattle WM. P. HORN CO. San Francisce =j 
é' if z ssa is oa ae i =| Portland Los Angeles 

truck owner with some very valuable information. Every SMAMPNDUNETURLELLUIONVOOAGAD GNARL TOLER UEEUGUDRGUGEGLUU.UUURUOGLg HEELERS GUE 
jobber who owns and operates trucks should have some such 

system, though it need not be nearly so elaborate as the one = LOTS UES AD UPUD TDS DS DE Lb dbtab cabs d bcabidbcabsibsdbidbae babs dbedibz dps (izdb a4 babEabrUbLaP LUD LUD EG DL At 
used in the contest. The jobber of plumbing supplies has 5? 

problems that are peculiar to his business. Carrying heavy % 

loads of pipe On a light short-bodied truck 1s not economy, zt 
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nor is it economy to use a heavy high-priced truck for chas- 
ing about on little pick-up jobs. Some of the jobbers have 
decided, after careful checking, on just what make and size 
of truck to use for the different classes of work, and as a 
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HILE the 
long hand of 
the clock measures 
off a minute you 
or your customer 
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result have reduced their cartage costs to the minimum. In 


- 


(Chicago and several other large cities there are jobbers who 


deliver within a radius of twenty-five miles, and a few even 
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farther, but where deliveries are made at such distance it is 
can convert any 


heating plant from 
coal to gas or re- 
verse the opera- 


very essential to know exactly what it costs. 
Trucks increase the jobbers’ territories, they help increase 


business, they permit the handling of an increased volume 
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of business without greatly increasing costs, but they must 


bought and operated intelligently and this can only be 


done under careful supervision and checking. A superin- tion 


A big seller for any cellar, it means Low 
Gas Consumption, Perfect Combustion, Di- & 
rect Application, Simplicity and Safety, In- % 

. Page pie 
stant Removal, Coal Substitution, Economy | 
of Use, Low Cost installation. 

Send for circular that fully describes this won- 
derful apparatus. 

Sold by all wideawake plumbers and _ heating 
men, also by all leading jobbers. 


| Franklin Gas Burner Mfg. Co. 


that they may be of some value in determining on such a : 
* CINCINNATI, OHIO 


policy; but after a policy has been decided on, it is up to eS 


individual jobber to develop his business with good service Fe FRANKLIN GAS BURNER 


| efficient transportation and this can best be done with a 
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tendent of transportation for one of the large Chicago jobbers 
noticed that the wheels and tires on the right side wore faster 
than those on the left side. This no doubt was due to the 
crown of the streets and the rule of keeping to the right. It 
would seem that keeping the center of the load slightly to 
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the left might help remedy this condition. The jobber who 
keeps a careful check on his trucks will learn many interest- 
ing and valuable facts and will know what trucks to buy. 
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(he jobbers in the different territories should agree on 
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me detinite delivery policy, and the above tabulations and 
iterviews have been gathered and submitted with the hope 


— ~ ve. t,o . 
nee ee oe ee ee ee oe 7 
 « 2 . * 


IGS TS 
AsO IRIS 






pt! <i( tical System ot check Ing and supervisic bP + reaped 7 bed psd bra ria bsepra PEC OTE Odea Pras d Dead saps 4 bad be: ust SOOO Dd T4'ps 4 | . 








106 DOMESTIC 








VICTOR 


Double Drainage 
Shower Traps 


(CHOSEN universally by Plumbers 
because absolutely dependable. 
Never fail to function, because the parts 
lable to corrosion or rust are made of 
brass and CANNOT clog up. So con- 
structed that 60% labor of installation 
is saved plus all cost of repair and 
maintenance necessary with ordinary 
traps. Compact, inexpensive, trouble- 
proof and giving the service that reflects 
credit upon the Plumber 

Our Booklet of Drainage 

facts sent on request. 
Licensed under Patent No. 855017. 


The Victor Brass Mfg. Co. 


Cleveland, Ohio 









hat is a CLEANOUT 


water heater? 
ro’. Hil® Cleanout feature, found 

only in the SHA RP’S fF 
HEATER is a very novel innova- 
tron in water heaters, and a very 
welcome one to those who know 
of the trouble caused by 
hard water, clogging heater 
coils with lime and minerals. 
SHARP’S HEATER was 
made to overcome just that 
trouble, and, by the simple 
removal of the cover is 
thoroughly cleanable, which 
makes it as good as new, 








without any expense what 





ever. 
The illustration clearly 
shows how a big, roomy 
water passage takes the place of 
coils, and how that passage re- 
mains free of lime so much longer 





than coils. 


Write at once or wire for full information and details, 
and for exciusive sales territory im your vicinity. 


General Manufacturing Co. 


Heater Dept. 
67 19th St. Wheeling, W. Va. 
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PLANNING THE YEAR’S ADVERTISING CAM- 
PAIGN AHEAD. 





(Continued from Page 60.) 


pieces of advertising are always prepared by men who knoz 
their business and consequently are better fitted for your us 
than anything you could prepare yourself! 

sy all means, get in touch with your manufacturers, an 
tell them frankly just what you are trying to do. They wil! 
help you “put it across.” 

One of the best forms of advertising which 1s sadly neg 
lected by the average plumbing and heating contractor 1 
window display. “Haven't got the time” and “what’s the use 
are doubtless responsible for much of this lethargy. 

Window Displays Valuable. 

It is an axiom of human nature that what we get fo: 
nothing we value at the same price. Your windows are 
free to use and are worth just what you make them worth 
A live wire merchant changes his window display at leas! 
once a week. You should do the same. Take the troubl: 
to make a good window display. It’s a comparatively sim 
ple job if you put your heart into it and take plenty of! 
time. Don’t undervalue it. 

Finally, in all your advertising, make up your mind to 
stick everlastingly at it. That is the key to success. Ii 
you plan your advertising for the year now, let nothing 
prevent you from carrying it through to a finish. Many ot 
the big successes in advertising have been made by persistent 
effort. Don’t be a quitter! Stick! 

And don’t be afraid to use anything original because 1! 
may seem a bit “different.” It is those “different” things 
that attract attention and make you and your business known 
Put on a movie once in a while at your store if you want to. 
Do anything else that may make people talk about you. 
That’s advertising. They may laugh at your originality, but 
your name and business will be indelibly impressed on ther 
minds—and that means success! 

News of the World. 

London Financial Times asserts that the consumption 
of coal for marine purposes may be reduced to 50 pe: 
cent in two years by substitution of fuel oil. 

The Wall Street Journal announces that the labor sit 
uation in England is considerably improved by cessatior 
of unemployment doles to civilians, about 100,000 of whom 





are now seeking employment. Government will continu 


aid to demobilized service men and women until March, 
1920, 4,500,000 of whom, including munitions workers, hav: 
been absorbed into peace industries. 

The Washington Star says that the Austrian Assembly 
has adopted a measure increasing the pay of Government 
employees. The total increases will amount to 3,600,000,000 
crowns, 

A London dispatch states that the British governmen' 
will invest 250,000 pounds in a_ 1,000,000-pound compan) 
which is to be floated, to be known as Home Grown Suga’ 
Co., Ltd., and will guarantee returns for 10 years. 

It is reported from Omsk that A. A. Ossendoffsky, chic: 
of Intelligence Department of All-Russian Government, e: 
timates that World War, Bolshevism, Civil War, starvatior 
and disease has cost Russia a total of 35,000,000 lives. H 
places cost of Bolshevism at 12,280,000 lives. 


Chamber of Commerce of the United States’ Committee 


on Statistics, in its annual end-of-the-year review of bus 
ness and crop conditions, predicts continued industrial a 
tivity. The report states that manufacturers have orders 
excess of their capacity, and in retail trade there is a feelin 
of confidence of continuation, until another harvest at leas 
of demand for all classes of commodities. 
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THE FARMER AS A PROSPECT FOR YOU. 





(Continued from Page 63.) 

‘thy not spend this time to more profitable advantage. 
iWtth our residence water supply system you get fresh run- 
ng water at all times, in any place you want it. 

hou save yourself and your family much drudgery and 

mventence that ts unnecessary. 

how make healthier cattle and protect yourself against 
iat may be a very expensive fire. 

Why put it off? You KNOW you are going to get a pri- 
te water supply system SOME day. 
‘t will be TOO LATE tf your house burns down. 
ake itt TODAY! 
Come tn and talk it over. We know the cost will surprise 
u, and we can doubtless arrange terms of payment so that 
u'll hardly notice it. 
Let’s start NOW! Yours very truly, Fine Dealer. 


The few advertising suggestions appearing on these 
pages will give you the right start. Your manufacturers 
‘ill doubtless be able to give you many others—without 
expense to you. 

A local newspaper advertising campaign supplemented 
y a direct-by-mail (letters, circulars, etc.) canvass should 
bring you in plenty of live “leads” to be followed down in 
person. 


You will be surprised how economically a campaign of 


this sort can be carried on when you get down to figures. 
Start it now! 














Secretary Alexander, of the Commerce Department, 
ims up the commercial outlook for the year 1920 in a 
statement given to the press January Ist, saying in part: 
lhe closing year witnesses a fabulous growth of Ameri- 
an foreign commerce, far beyond the dreams of business 


nen five years ago. Our trade balance for the year 1919 


vill be approximately $4,000,000,000. A great fleet of 


merchant ships, new industries, new sources of supply and 


increased knowledge of our own resources are some of the 


assets gained trom our war experience with which we are 


irtified to meet new conditions.’ 
The Wall Street Journal announces that, according to 
estimate of engineers, the steel and iron industry of 
“rance faces 10 years of reconstruction. Ninety-eight per 
ent of the producing capacity was destroyed in some towns 
the steel districts. | 
The Wall Street Journal states that Willaim M. Wood. 
resident of American Woolen Company, says that the high 
st of clothing is due to the refusal of people to wear 
arse clothes, and to a shortage of 200,000,000 pounds in 
e world’s supply of fine wools. 
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Cushman ‘‘Does More’’ 
Electric Light and Power Plants 


Dealers selling the Cushman “Does-More”’ Light Plant 
have a big advantage over competitors because they 
offer the farmer an efficient and dependable electric 
lighting and power plant and also portable or stationary 
engine power—all in one plant and for one price 


The same engine—the 4 H. P. Cushman Light Weight 
All-Purpose Engine—which drives the generator may be 
used for work anywhere on the farm, or be attached to 
binder, potato digger, corn binder or other machines. 


For ten years Cushman has been a leader in the manu- 
facture of Light Weight, All-Purpose Farm Engines 
Farmers have confidence in Cushman products. 


Let Us Tell You About the Success of Other Good 
Dealers with the ‘‘Does-More” Light Plant. 


Cushman Motor Works 


974 N. 2ist St., Lincoln, Nebraska 


CUSHMAN “Does More” LIGHT PLANT 
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Reliable ( \b) Service 
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Experience has 
proved to contractors, 
master mechanics and 
engineers that 


JOHNSON 


PRESSURE 
REDUCING 


VALVES 


are built to meet the de 


mands for the most ex- 





No. 1-A FOR AIR 


No. 1-W FOR WATER acting service. 


They are small, well proportioned and have a rea 


sonably large range of action. 


Write for Folder 


JOHNSON SERVICE COMPANY 


MILWAUKEE, WIS. 
Branch Offices in All Large Cities | 
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HORIGAN’S AQUA 
EXPANSION TANK 


THE FUEL SAVER! ss .. 
ts aBirof 
















It's LOTS BETTER than the 
regular “2 for 1°’ proposition. 


Coal Is 2—Radiation 1! 


It takes two tons of soft coal to 
heat each 100 ft. of radiation a 
season in the average Hot Wa- 
ter Job, therefore, if the radia- 
tion can be INCREASED with- 
out AL’/DING to the FOOTAGE, 
or in other words, the tempera- 
ture of the water raised above 
180 degrees and HELD there, 
something that is done with our 
AQUA TANK, it being increased 
at least from 40 to 60 de- 

grees and HELD, makes a — a 
Big Difference in the Coai (1% "74 
Pile! } 
Therefore, the ratio falls from 
“2 to 1” to “11/3 to 1,°—A 
BIG DIFFERENCE! 

Do you get us? or, in other 
words, 11/3 tons of soft coal 
takes care of each 100 ft. of 
radiation, in most States, per 
Season 

Price $35.00 Net, F. O. B. cars, 
St. Joseph, Mo., with full freight 
allowed to any railway station 
in the United States 


HORIGAN 
SUPPLY CO. 


415 South 4th Street 


—JNSALE 


Vapor Heating System. Vacuum Heating System. 
Vacuum Air Line System. 
Two-Pipe Vacuum System. 
Perfect heat without noise, leakage, 
damage or waste. 
The biggest forward step in the 
science of steam heating. 
referred and endorsed by leading 
architects and heating engineers. 
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St. Joseph, Mo, 
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McAlear Thermo Vent Au- 
tomatic Air Valve. 

So designed and construct- 
ed that no adjustment is 
necessary either at factory 
or on the job. Cannot be put 
@ out of order. Fool-Proof. 

Used with the McAlear 
Vacuum System or any 
other air line vacuum or drip 
pipe work. 








No. 22 


McAlear Automatic Vacuum 
Pump. 

Adaptable to all kinds of steam 
heating systems, new or old. 

Quick-acting. Simple. Econom- 
ical. 

Requires 80% less power than any 
other pump doing same work. 

The ONLY pump that has for its 
power plant a thermostatic motor 
actuated by temperature of steam 
and water. 

Write for Book, “25 Years of Know 
How.” it’s free. 


The McAlear Mfg. Co. 
1901-7 S. Western Ave. CHICAGO 
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HOW TO DRAW PLUMBING PLANS. 


((fontinued from VPage s,) 
thing like putting ink into the pen, or holding the pen right. 
goes a long way toward success or failure. 

Therefore I will now explain these two simple things. 

The Drawing Pen. 

lig. 2 shows a drawing pen without ink at A. The screw 
is set up until the two points nearly but don’t quite touch each 
other 

The view B shows the pen loaded with ink all ready to 
draw. The ink bottle is at C. Its stopper is shown at D. 
There is a quill inserted in the cork as shown. This quill 
hangs down in the ink when the stopper is in the bottle. 
The quill is pointed, and when lifted out it holds a certain 
quantity of ink. To load the pen just insert the point of 
the quill inside the pen. Then enough ink will flow into the 
pen to charge it about as shown at view B. Care must be 
taken to prevent smearing ink on the outer surfaces of the 
pen points. The liquid must be inside only. If it wets the 
outside, the ink will run on the blade of the square, and so 
blot the drawing. 

But even if the pen is properly set and properly filled it 
will not work right if it is not properly handled too. 

The Right and Wrong Way to Use the Pen. 

Fig. 3 shows the right and the wrong way of manipulating 
the drawing pen. The wrong way is shown at the left. In 
this the pen leans over so much outward beyond the vertical 
line that the point is pushed close into the angle formed by 
the edge of the tee square and the paper, or tracing cloth. The 
result frequently is that the ink runs on to the edge of the 
square and blots the line. 

To avoid this, and thus be able to make clean, sharp, 
straight, uniform lines, the pen should be held substantially 
as shown in the right hand view of Fig. 3. In this position 
the pen leans inward slightly beyond the vertical line. This 
keeps the pen point a little distance away from the edge of 
the square. Therefore the ink, which runs from the pen to 
the line on the paper, is some distance from the edge of the 
square and consequently does not adhere to it and blot the 
drawing. 

The First Lesson to Learn in Inking. 
[hat little lesson is the first you should learn with refer- 
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Fig. 3. 


ence to inking in drawings. I had to leave home and take 
a course in an evening school to learn this one point. You 
are getting the information much easier. 

In making horizontal lines, always begin at the left and 
draw toward the right. Always begin by drawing the lines 
at the top, drawing the others one by one methodically as 
the square travels toward the bottom of the drawing. This 
prevents blotting the lines before they dry. 

Regarding the drawing of the vertical lines do not turn 
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e tee-square around and work it along the bottom edge of 


e board. You cannot depend upon the board being abso 


itely square. Ten to one it 1s off the square due to swelling, 


rinkage, etc. But your triangles are truly square. There 

re make the vertical lines with them, placing them against 
upper edge of the square as shown 1n I ig. 4. 
Drawing the Vertical Lines. 

Begin by drawing the vertical lines at the extreme left first. 
then draw them one by one from left to right all along the 
pper portion of the drawing. 

When you have reached the extreme right edge of the 
irawing shitt the square down and begin at left edge again. 


nd so on until all vertical lines are finished, when your 
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Fig. 4. 
drawing will have assumed a tangible form. The outline 


of the building and the locations of fixtures as prepared by 
the architect are now laid out on your tracing as a basis for 
your plumbing plan. 

The whole basement plan is usually drawn because most 
of the horizontal lines of piping are in the basement and 
can be most conveniently shown in this plan. The plumbing 
on the floors above may be shown more as details than as 
complete floor plans. The plumbing, as a rule, is “bunched” 
iround the stacks. It does not spread all over the upper 
floor plans as it does in the basement. Therefore, details 
ire best for the upper floors. 

Number the Stacks. 

It is advisable, however, to number the stacks in a build 
ing, as 1, 2, 3, etc., for identification. These will be printed 
on the basement plan where the stacks rise. And all the 
details should have these reference numbers attached, also 
the story on which the fixtures are set. 

In addition to the basement plan, and detail plans of 
hathrooms, etc., on the upper floors, there should be a plumb- 
ng elevation showing the entire soil waste and vent system. 
lt is not necessary to show the entire system as an integral 


unit. In fact it is not advisable to do so except on small 


work. On larger work such as hotels, skyscrapers, etc., it 
ippears advisable rather to show the stacks and their branch- 

the full height of the building separately in elevation, 
omething like the riser charts so commonly employed in 


heating plans. 


l'urthermore it is not necessary to show the piping in 
louble lines with the fittings on them as we do in maga- 
ine or book illustrations. The piping may be, and usually 
shown by single lines on the plans. That is the practical 
vay of showing them on working drawings. But as there 
re so many different lines running for so many different 


purposes the piping would become a complete mystery 1! 


pipes are shown the same way. 
The Use of Symbols. 
To distinguish between them we use symbols. The sewers 
nd house drains, stacks and branches, for example, may 
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DEFIANCE 


Quick-Opening, Packless 
Bonnetless, Hot Water Valve 







Only valve made with one- 
piece body. 
\bsolutely packless, insur 


ing satety against 





DEFIANCE PATENTED 
da mage t rFQ ttl 
leaks. 

Made of best 
steam metal 

For your Hot 
Water jobs it will 
pay you to use 
DEFIANCE Pack 
less Valves 


Write for Booklet 


DEFIANCE PACKLESS VALVE & MFG. CO. 
2008 S. Eighth Street, St. Louis, Mo. 




















Write for Catalogue and Prices 


ILLINOIS MALLEABLE IRON CO. 
1801-1825 Diversey Parkway CHICAGO 
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be shown by continuous solid lines—heavier than the lines 
S th . N used to show the walls, floors, etc. of the building. To dis- 

ome ing e WwW tinguish the vents from the drainage portion of the sys- 
distinction is necessary, they may be 


tem, where such a 
afi etter shown by heavy dotted lines, or otherwise. 


(,enerally speaking, however, it appears to be customary 









; ; 
1 st sd temperature to show the vents the same as the wastes and soil pipes, 
desired—trc 4 , : 
esired r ym lukewarm depending on the plumber’s observing powers to determine 
to steaming hot—at the ict hicl lral I he location: 
turn of the faucet, with which are vents and which are drainage, by the locations 
minimum cost. is fur- and forms of connections used. 
nished by the In some cases there are two, three, or even four or more 


separate systems of drainage from a building. One may 


S-S Instantaneous be to a septic tank, another may be storm water to a creek, 


another may be floor wash, or chemical wastes, and another 
Water Heater may be sewage ejector drainage. Anyhow each of these 
separate systems should be drawn in lines that are different 
from the others. Then again there are the hot, and 
cold water supply lines, to be shown. Sometimes also, 


(Gas and Electric } 


This heater pos- ; , ;' : ' 
sesses many ad- steam lines and hot water circulation lines have to be 
vantages _hereto- separately defined. 
fore unknown in a —_— :; 

heater. So simply and All Systems Should Be Distinctive. 


sturdily built that it can- 
not fail to operate prop- 
erly. Eliminates thermo- their pipe lines shown by distinctive symbols and distinctive 
stat, thereby reducing : 5 


In fact all the different systems in a building should have 






















































gas consumption about lines to avoid confusion in estimating and installation. 
c7.. 4 . ° ° 
‘ Different designers employ different symbols, adapting 
them to their drawings according to the kind and character 
if you fail to investi- — ’ 
rate the S-S Heater you of the work in hand. _ 
are passing up a good \ key is usually drawn on the sheet to indicate what 
thing. Write today. 
Mi if ~ Sympois: °° « MECHANICAL’ SF T°" 
ilwaukee Mfg. Co. bo —— . 
o ~Dran Te ond Gasir OSs Dounspout 
1316 Fond du Lac Ave. || ne Sewer in Ground Dr Drain 
= <2 Svs0erded Seu er Ww Woste 
° 4 ' ——PYat Worer S Ww Sole-Woste 
Milwaukee, Wis. Gy ; By yt 
eae ~Drirking loser V Ve rt FPipe 
ji— ———S Peon -Supply G Gos fipe 
Sheom Re furrf 5S FP Sfond Pipe 
~——§ Cond 1Dup ‘wre $5 Slop Sir 
——— Cand 2 Dun -wires CA Cofch: Bos 
~———/ Cond JDOvup wires ¢ 8 GrovelBasir an 
~ooe—L{ Cond for Tel wre “@ Caos light e. i 
® Reg Regster aa Llectric Light Oy | 
Rad Aowetror ug Comeb:Gasonrd:-Eleclighh G| 
ea or Service| (7% fiSem0 | eee 
PS Plumber »Stoca in 0 "od CaresS Ne-okLlights i 
5 R* Sfeornm leer irs Su ’¢7 Arciamp ® | 
A° Return -Fser oO Firoorand: Wol’Plug oF | 
: ; led Neor i oO Te/ Motor:-Outlet f 
Jenkins Valves can be installed with y inset ~ Vaeceown-Ci Pine 
a feeling of confidence. You can pan Chari = i 
place them in service and know they _ - ' 
Fig. 5. 


are ready to meet any condition that 
may arise. 


The severest service to which a valve 
may be subjected, not the average 
service, has been considered in the 
design and manufacture of Jenkins 
Valves. Every valve in each type is 
made heavy and strong penn to 
meet any condition that may arise in 
the use & which it is recommended. 


In the cross sectional photograph of 
the Jenkins Brass Globe Valye here- 
with note the uniformly heavy con- 
struction throughout. There are no 
weak points, no parts unable to cope 
with the service and wear demanded 
of the valve. 


the different symbols represent. lor instance a key used 
iy a prominent Chicago sanitary engineer is illustrated in 
lig. 5. Being on the plans of a large hotel whose plumbing, 
heating, and mechanical equipment was designed by him, 
this key shows not only the plumbing and heating symbols 
but also the electric equipment symbols as _ well. 

He entitles it “Symbols for Mechanical Set.” 

Print Key on Drawings. 

This cut represents the practice of that engineer. Other 
engineers may use distinctly different symbols. In view of 
the fact that there is no nationally recognized standard 
symbols to cover all plumbing and heating installations, it 1s 
always best to print a key on each set of drawings. Then 
the estimator or constructor, has no reason to misunder- 
stand the different lines of piping on the drawings. 

Plumbing and heating detail drawings need not necessarily 


Jenkins Valves are made 
in types and sizes to meet 
all requirements. Know 
them by the Jenkins 
Diamond Mark.”’ 






JENKINS BROS be shown in double lines with all fittings included. But it 
. is always best to do so if the expense of making these 
a a 868 drawings is taken care of by the job. 


Boston Chicago Montreal 


We cannot tell in one article the whole story of plan 
making. To properly cover the subject would require a 
series of articles. But we can describe here in a genera’ 
way how to go about the work of designing a plumbing 
layout. It is as follows: 

l‘irst study the architects’ plans of the building. They 
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how the location, number, and class of fixtures to be 
iken care of. 

Then locate the sewer or place of sewage disposal. Next 
ocate the water main, its size and pressure, or whatever 
ource of supply ts available. 

Next determine on subsoil drainage, floor drain locations, 
iresh air inlet location, if any, etc. Next decide on house 
lrainage and water supply system best adapted to the building. 
In fact, get a general idea of the entire job in your head 
first. Then start by tracing the basement plan as aforesaid. 
Having finished the outline of the building on this plan, 
and located the tanks, pumps, boilers, fixtures, etc., on that 
floor, begin to draw the plumbing installation. 

First locate all the soil waste and vent stacks. Make a 
heavy round dot on the tracing cloth where each stack 
will rise, and note the diameter of the stack which you will 
determine by the number of fixtures discharging into it as 
stated by your plumbing code. 

Next locate all floor drains showing the location of each 
by a square or whatever symbol you may select. 

Now study these points of drainage with reference to the 
building and the sewer, etc., and decide which is the best 
place to run the main house sewer, and where to locate 
the main trap, if any. Then draw heavy lines representing 
the location and direction of this drain. Run branches from 
it to the different stacks, floor drains, etc. 

Finish up this part of the plumbing system complete with 
clean-outs, Y branches, traps, etc. before tackling anything 
else. Don’t jump from one system to another or you will get 
your plans all “balled up.” Stick to one system and finish 
it. Then take hold of the next system, design it, and draw 
it in methodically. 

The hot and cold water lines logically will run up along 
side of the soil and watch stacks. Draw them in as soon as 
vou have finished the drainage system. Place on them all 
necessary valves, checks, etc. and show them connected up 
to meters, putnps, filters, etc., all complete. 

In laying out the water piping begin at the meter and 
run the lines as the water flows. Run from meter to the 
first thing to be supplied. Thence to the next and so on until 
each cold water pipe on this basement plan terminates with 
a dot at the point where it rises at the stacks, or elsewhere. 
Mark the sizes of the lines. 

Having completed the cold piping, and you have no doubt 
run a branch over to the hot water heater or tank, commence 
to lay out the hot water supply mains. 

Jegin at the hot water storage tank. Show the circula- 
tion lines between heater, if any, and storage tank. 

From top of tank run all necessary hot water supply mains, 
paralleling the cold water mains as much as possible. Run 
the circulation lines, if any, parallel with their respective 
hot water supply lines. Branch off to the riser stacks and 
terminate at risers with a dot on end of each line as aforesaid 
‘or cold water piping. 

Show all valves, checks, etc., on the hot water and circu- 
‘ation lines, valving around storage tanks in the ordinary 
vay, also valving all hot, cold and circulation main branch 
‘ines; also all hot, cold and circulation risers at base of each 
tack. 

The valving around heater, and all the heater and tank 
onnections should be shown by a separate detail. 

se sure to have distinguishing lines or symbols to repre 
sent the cold, the hot, and the circulation lines respectively. 
‘se these same symbols all through the building—that is on 
il the floor plans, elevations and details except such details 

may be shown by double lines. 

In like manner if there are ice water lines, gas lines, 
acuum cleaning lines, soft-water lines, etc. to be run in 
the building, show them by their own special symbols. 
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DRILL and TAP 


four one and one-quarter inch holes in the side 


sheet of any Firebox Boiler. Attach 











Arch Closed Arch Open 


The Smokabate Steel Swinging Arch 


A Profit and Satisfied Customers are 
Yours 


Sold Under Guarantee By Heating 
Contractors Only 


Write Us for Detail Information 


SMOKABATE SERVICE CO. 


127 North Dearborn Street 
CHICAGO 














Pick a Winner 


when ‘you are selecting a water heater 


On your contracts that specify a water 
heater, you need not hesitate to install the 


OFFMAN 


JIOFFMA 


Automatic Water Heater 








The HOFFMAN has 
a record of which to be 
proud. Does every- 
thing a water heater 
should do and does it 
better and cheaper than 
others. 


A good proposition 
for the plumber. 


Write for literature. 


The Hoffman Heater Co. 


Lorain, Ohio Branch Offices in All Large Cities 
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MASETHHPLAPPTP ORNATE TALITY HTT in 
° ie. 


For Good Low 
Pressure Gaskets 


Hlere’s the prescription for 
gaskets that equal the most 


cEMEN" 


Jenn 
x= 
—- 

















F expensive packings; Manila 
; a No.3) paper coated on both sides 
: —————e” Sf with 
-  Smooth-on Elastic Cement No. 3 
: The cost is almost nothing. Get a can of 
SMOOTH-ON No. 3 from your dealer and prove 
it by vourself. 
SMOOTH-ON MANUFACTURING CO. 
570-574 Seeing Ave. “Jersey — N.J.U. S.A 
APPT SORERERELTEOEDL TI TLLAEHARD PETRORT TET PTAORLPOCUEDOREA EARLE ODER TE inne 
< 2» ; 
ais il Don’t Be Content 
— | With Ordinary Roof Flash- 
ings 
Specify and Use the 
SS ( = 4» Reliable 
\ 
NS “SIMPLEX” 
S . % Made in 
\ ¥ >» All a 


zed Iron 
SZ Every Flashing Adjustable 
a¥ = . 


Aa Every Flashing Perfect 


Sieoies Mfg. Company 
313 S. Clinton St. 


Manufactured only by 


Chicago 











Powell Back Water Trap 


Positively Sanitary Neceps Out (sas, keeps out dirt 
ind keeps out Water 

We also make a complete line of Brass Specialties. 
Deep Seal il Plain [ raps, Waste and )verflows, 
1) virile \ Py i cl 7 lerrule ® Solder, ete 


We specialize to fit vour wants 
Write us for prices and in- 
rormation 


POWELL BRASS MFG. CO. 
GRAND RAPIDS, MICH. 

















T Y q RAD, 
R HOT BLAST 
hart 


THE 


TURNE 


No. 36 Gasoline Furnace 


This is admitted by copper 
workers, plumbers, and elec- 
tricians to be the best all-around 
furnace that can be obtained. It 


is well made of heavy gauge 
» seamless drawn steel, copper 
plated inside and out and fin- 
ished with blue enamel. A 


furnace which will withstand the 
acid use im connection with 
plumbing and electrical work. 





Our catalog is free. 


$24.80 list 


36. 
The Turner Brass ae tat Dept. D 


Sycamore, Illinois, U.S. 
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In laying out the basement lines of piping it is best prac- 

to have the lines all running together side by side 

it the ceilmg—say 4 or 6 inches apart and _ parallel—as 
much as possible. 


This is better than having them straggling all over the 
basement ceiling lke a mystic image, or rambling network. 


The piping and valving should be arranged methodically 
and neat. It should be run in halls, corridors, ete., rather 
than in the rooms which are to be oc cupied. 

Neatly irranged systematic piping PoOCS a long way in 
roclaiming a good rob But to vet it you must show the 

Catt s of the piping on a plan properly. Very few me- 
hanics can go ahead and install a complete piping system 

itly and methodically in a large building if they are 

provided with legible, sensible, practical plans which 

how every line, its location, its valving, its branches, et 
Plans Pay for Themselves. 

fhe layout ot hig, or a complicated job should not be 


pre pared for 
And that 
ih 


mechanic. A should be 


well arranged plumbing plans 


layout 


rorm O] 


contracts in his own office, or 
the 
always 
They 
much better 


plans for plumbing 


1 | 
iould all be done 


envmeet. employed for purpose. 
themselves 
money the 


installation. 


Plumbing plans on big work pay tor 


[hey save time in installation. Save for 


insure al 


le otble 


And they very 


oOnfractoy 


Wi appre of Food 


BUSINESS OUTLOOK FOR MASTER PLUMBERS 
AND HEATING CONTRACTORS FOR THE 
NEW YEAR. 


By Frank B. Lasette, President of the National Asso- 
of Master Plumbers of the United States. 


| 


ciation 
HIATT the 1920 


has to promise the 


year 
plumbing and 
heating industries in the way 
of business is of course prob 
lematical. It would be quite 
presumptious for 
tempt to foretell, 
the unsettled 
the times. 

Many leading 
however, engaged in va 


one to at 

consider- 
ing conditions 
of 
business 


men, 
rious walks of business activ 
itvy—have given much con 


sideration to this urgent sub 
but that thei 
opinions do not always agree 
after all, 
question 1s, 


ject. we find 





B. Lastte. 


Frank 
It 1S indeed, largely 
individual The 


and interesting, and entitled to the 


never 
hest 


a matter ot opinion. 


theless, important 


OT those most involved. 


! 
late 


thought 
he 

destruction 
unsettled 
of this 


the worst conflict 
left the 


which 


war, perhaps, as claimed, 


history, has world 11 


The 


in 


ot re orded in 


problems have 
the 


and serious. 


il very condition, 


out calamity, and main which could 
not be 
That 
perhaps, 
earth 


the 


Come 


foreseen, are numerous 
time 15. 
not the 


suc! 


things will adjust themselves in good 


the for is 
rich an and to 
gratification of his needs and comforts sufficient], 


this 


only reasonable certainty, 


resources man’s ability utilize 
for 
achievements? would 
fact of 
the present 
can be little doubt of 


his 
the 


issured by past To deny 


he to 


SO, 


deny very progress. 


of uncertainty of busines 


the 


regardless 


there ultimate out 


conditions, 
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ome. Things will reach normal yet, and an optimistic 
ittitude on the part of business men will strengthen pub W TO . 7 WR N RUBBER GOODS 
lie confidence, and, to that extent, hasten the better day 3 E. I E. ARE 
“oe > UNIFORM, 
) DEPENDABLE 
~ AND FULLY 
s a * 


L1de ight ans aold 


[here is more truth than poetry in the science of psychol 
vy, and there was never a more [fitting time to prove this 
truth than the present time. 

Personally, I am entirely satisfied that there is a great 
volume of business ahead for the plumbing and heating 
contractors, and that when it once starts in real earnest 


the problem will be how best to ta 


‘ , : 
Ke Care OT lif In Tact 
or sample of this No. 4402 

itl W isaher Note the 
alwava tits 


the interim, there cannot help being ct considerabl 





1mount ot work due to the ordinary needs of the day 
; , i xible, non-distintegrating 


WOLVERINE BRASS WORKS 
Grand Rapids, Mich. 


prope rly house the people. This 18s one of the most seriou Wolverine Co., Inc. Wolverine Brass Works, Ine. 
New York, N. Y San Francisco, Calif 


Hardly a community of our great and ever-growing 
country but is far short of the necessary dwellings to 





problems of ‘our time. There has been lttle or no build 





ing in this regard since our entrance into the war, but thi 








condition cannot continue indefinitely. 
Likely much work 1S being postponed because of the HERBERT MAGAZINE 
prices of building material, and in the hopes that ther e WATER TUBE . 
may be a considerable reduction. This, of course, re SMOKELESS BOILER 
tards business, as does the fear which seems to possess , Has twi e the — 
many—fear due to unsettled prices of labor and ma — a _ 
terials. Burns a 1 of coa 
Stabilization of Prices a Factor. one : a | | 
The only real danger les in unreasonable demands ait Si ~ 
there is a limit beyond which it may be unsafe, as well as i fe , 
unwise, to venture. While many men who have given set a ed 
much thought to business problems look forward to great ana to ai Nothi. 
activity in building circles, the trend of their thought ee 
seems to be based upon an early establishment of sta Write for particulars 
bility in prices, if not, in fact, a substantial decrease. HERBERT BOILER CO. 
So that the real danger lies in the soaring upward, and Root & La Salle Sts., Chicago 











ever upward. After all the commercial world is very 
like a balloon; it will stand just so much pressure—per- 
haps a trifle more—but there is a limit. There is reason 
in all things. The thing to do is to establish at the ear 
liest opportunity some settled condition of prices: 





2S 





; some 
degree of stability, and then watch the business grow and on GAUGE GLASS GF 
\ 


erow. The work is necessary and the hands are ready, 


~ , Nets IMMEDIATE DELIVERY kd 
but public confidence must be restored; fears must be >» STANDARD AND HICH PRESSURE b> 
allayed and hopes assured of realization. In this re Our High Pressure Glasses have fused ends 
gard, we can all do our little part. Now is the moment and are annealed by special process. Try 


them for highest steam pressures 


MAGEE STEAM SPECIALTY CORPORATION 


to begin. 

















; f 
How to Get a Good Prospect List. 136-138 Beekman St., NEW YORK CITY — 
The writer has had some banking experience and ad- 
vises that it is usually the custom of banks to compile a . rae ag GC” 
list of the people who are most likely to have bank ac . Yon , Yon ety, 
counts. As only people with bank accounts would be Yp to y oi bis 
interested in plumbing improvements, the plumber could . 


no doubt make arrangements to use the lists compiled 
his bank, 


This list used in connection with other lists which ee HE steel 
4 ” backbone in 
ie might be able to obtain should be very helpful to him. a Tam | ALLRIGHT 

G. D. Elwell, a / py | Seats, together 
Cooper Foundry Company. ; a with expert finish, 


and real service, is 
the secret of their 
popularity. 


: . SW ee. Wail — ' The difference in cost 

The Associated Press, of Ne Ww York, on December 30th, ee ene 

stated that in the opinion of immigration authorities of that results they cost 

, ‘ : , , ; - ‘ meats ss. They spell satis- 
I 


Atchison, Kas. 


city, heavy immigration, which has taxed facilities of Fllis faction. an’ welt of 


sland and delayed unloading of steamships at that port, 1s ~~ profits 
. er : Ask for catalog. 
nly temporary and presages no great influx of toreigners 
that will affect labor market of the United States. They esti- lose t ee oe on 
® . - . e ae | a eo ive se 
mated that next year’s immigration through New York will forrat 
be only 300,000, as compared with pre-war figures of from 








800,000 to 1,000,000 annually. 
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BALL COCKS 
FLUSH VALVES 
TANK TRIMMINGS 


THE INDIANA BRASS CO. | 


FRANKFORT, INDIANA 




















RAYMOND LEAD WORKS 


735 So. Washtenaw Ave. 
CHICAGO 


[Largest manufacturers in the 


UNITED STATES 


of 


LEAD MATERIAL 


tor 
PLUMBERS’ USE 
We Solicit Your Orders 
















One of the 105 Styles of 
American Cast N. P. Lavatory Traps 


The artistic design and smooth finish of 
AMERICAN Traps will appeal instantly to 
your customers. 





Made perfectly 
smooth inside and 
out—deep water 
seal, full sized 
waterway. 

You can depend 
upon the AMBER- 
ICAN Line. 


Write for catalog. 


AMERICAN SANITARY MANUFACTURING CO. 
Abingdon, Illinois 


Manufacturers of Fine N. P. Brass Specialties 


Fig. 301 














The Boston 


Round Grease Trap 


is an ideal] trap for use under 
kitchen sinks and in small restaur- 
ants. 

The BOSTON Trap prevents 
clogged pipes by separating the 
grease from waste water and re- 
taining it. Removing grease from 
Trap is a simple matter. The 
extra large thandhole is a dis- 
tinctive feature of the BO N 
Trap. 









Write for prices. 


R. Estabrook’s Sons 


Ist and C Sts., South Boston, Mass. 
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ACTIVITIES OF MINNESOTA MASTER PLUMB- 
BERS’ ASSOCIATION. 

During the period of the 
(;sreat World War and in par- 
ticular during the latter part 
of it, master plumbers and fit- 
ters in Minnesota displayed 
very little interest in associ- 
ation affairs. It is not strange 
that such was the case. 
Everything was uncertain. 
There was a shortage of ma- 
terial. Many masters were in 
the Army and Navy, many oth- 
ers were doing war work at the 
cantonments and shipyards and 
then when it was all over along 


came the “Flu” and put a stop 





to all meetings and gatherings. 


W. W. Hughes. 


But when 1919 came along, 
we tied on our shoes and got busy. Activities were at first 
confined to the Twin Cities, Duluth and the Iron Range, 
the first move heing to engage ai secretary and open ant 
otfice. The work of reorganization was then carried on in a 
most successful manner. 

One of the most progressive moves ever made by the 
Minneapolis Association was the founding of the Sanitor 
(onstruction Company. This company performs all the 
~ewer and water service connections for Minneapolis plumb- 
ers. It has had a very successful year, operating about 120 
men and doing a business amounting to more than $125,000. 

It was early found that there was great need for a price 
guide as the rapid advances in costs were so many that 
there were very few plumbers conversant with the market 
in| many of them were actually selling goods at a_ loss, 
simply due to ignorance of actual costs. To remedy this 
condition arrangements were made to secure a Price Guide 
for Merchant Plumbers and litters with up-to-the-minute 
revision service. 

In connection with the Price Guide service, a Bulletin 
Service was established. The Educational Committee com 
piled a list of the materials and labor entering into the 
plumbing and hot-water heating of a typical Minneapolis, 
one-family residence, a two-family duplex and a four-family 
at or apartment building. These were printed and dis 
tributed at the same time that the Price Guides were dis- 
tributed. They served as a valuable guide to estimators in 
the various shops and were the means of teaching the trade 
to ask a fair price for contract work. As one plumber 
very aptly put it: “The prices of each item are correct, 
the amount of material is correct and the labor 1s correct, 
but the total is too high altogether.” However, you can- 
not get away from actual figures and although many of 
the trade felt that the bulletins first issued showed costs 
that were too high, they were gradually convinced of their 
correctness and now accept them at their face value. 

We have also maintained an employment bureau and 
have placed a number of men in positions, many of them 
returned service men. 

We have co-operated with the William Hood Dunwoody 
Industrial Institute and they now have three classes for 
men in the trade, one class in lead work and joint wiping, 
one in theory and mathematics of plumbing and one m 
the theory and mathematics of heating. 

uring the latter part of 1919, our officers made a num 
ber of week-end trips to various parts of the state and 
would have made more had the weather been at all favor 
able. The most prominent places visited were Duluth, and 
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the eities of the Iron Range (Hibbing, Virginia, Chisholm), 
st. Cloud, Mankato, St. Peter, Northfield, Fairbault, Owa- Ww 
onna, Albert Lea, ayzata, Excelsior, Hopkins and So. HEATER = 
st. Paul. | | 
, , ', , Heats domesti ter just right | 
Other points in the state will be covered during the driv- a ies — | | 
» i | 
ng season of 1920, it being the aim of the officers to visit oe H | | 
: : ; A simple, one-piece casting = le ia 
very city in the state for organization purposes. connected below water line on a | | 
We find that there is a great deal of interest in the outside of steam and vapor fe ’ { | | 
Rea mt : boilers Does away with fire- 4 
National Trade Extension Movement and men doing organi- pot coils + (rome ® | | 
zation work now have so many things to offer the trade Three sizes. for 40. 70 and 4 ’ | 
that there is very little excuse for anyone in the business 100 gals. capacities -— __ —t cag, 
not being a member of the Association. An easy seller and big profit thi: 4])\\ PIG 
The Minnesota Convention will be held in Minneapolis maker. Shaisten Matter Commatel os 
during Auto Show Week and this makes a trip at this time Write for details. a Vertical Type Boiler 
of twofold interest. We are planning on a great conven- EXCELSO SPECIALTY WORKS 
tion. There are many subjects of interest to be discussed, 601 WHITE BUILDING BUFFALO, NEW YORK 











prominent among them being the present State Steam Boiler 

Law, The National Trade Extension Movement, The Sani- Se —— 

tor Construction Company, our employment exchange, the : : 

Price Guide and Bulletin Service, the education of jour- : ’ ; 

neymen and apprentices and many other timely topics. ol Lt WARNOCK, IT’S GOOD 
A cordial invitation is extended to every master plumber 








= One advan- 
= tage of the 


and fitter in the state and nearby states to attend the Muin- | 
nesota meeting and to take part in its deliberations. 3 WARNOCK | 


Remember the date, February 2 and 3, 1920. 7 WRENCH 








is its adaptability. Can be used on any job. Is 
especially desirable for Nickel-plated piping, be 
cause it will not slip or scratch 


A Message from Massachusetts. 
The Massachusetts State Associa- 

















tion of Master Plumbers is making : 
, : Ikndorsed by all plumbers who have used it 
every effort to carry out the pur- Lek wae tobe 
pose of National President rank B 
lLasette of increasing the member- : WARNOCK MFG. CO. 
mm . os ' WORCESTER MASS. 
ship. Since the National Conven- 
tion at Atlantic City several new MUTT LTTR RLU LPEA PERL ETT EE E TEETET 
associations have been tormed and 
we hope to show progress from the 
activity of our Board of WDutrectors. _Where specifications call for a 
mre : a, high grade shampoo fixture, you 
Visits to Springheld, Brockton, Taun- an safely install 
‘ ' 99 
ton, Brookline and Somerville by our The “S & K 
. ° 2 
othcers show good results. We are Rainbow 
keeping before our members the great (-955 18 one of our latest mod 
. , els Quick action A time- ‘rr 
work that 1S being done by the Na- for the pb In pone at 
rr . » “ify dis ce . s 
tional Trade Extension Bureau. Our po on aici eaaciinns 
autumn convention, held at Spring- Manufactured br 
lield, was one of our most pleasant 
) al afta; i ) Street & Kent Mfg. Co. 
and successful affairs. ur annua 
549 Fulton Street 
convention, to be held in April at Chicago Hiinois 
Boston, will no doubt uphold the Eastern Representative : 
: - 2 , ; J. W. Gannon, 30 Church St., 
reputation of ftormer conventions 1n New York City. 
oo netriaictive ; ats ‘ Pacific Ceast Representative: 
| being instructive and educational. wm. P. Horn Co. Rialto Bidg., 
W. Mf. Sullivan. Our association has just issued a San Franotece, Calf. 








pamphlet to all engaged in the plumb- 





—_—-_.———“O <<- - “cr —_ —_ 


ing business regardless of whether they are members or not, meena 


What Does It Cost You to Do Business? 


and also to gas companies. This pamphlet contains a lecture 


a 


delivered at our annual convention by E. C. Kelley, Sr. and | | 
KE. C. Kelley, Jr.. of Boston. We had printed about three _ ; 
| tee tes We beli The answer to this question is the keynote 

1 PS as < F : — « ; ave . oe oe ; ) 4 : — ———" : < ans 

limes as many copies aS We Nave MeMmovers . er of your success as a plumbing and heating con- | 


| 
| 
) tractor. 
| 








that work of this kind helps association work as we show } 
those outside of the association that progress is being ‘6 ” 

made in directions that they would not be acquainted with, | Overhead Expense and Percentage Methods 

unless they are told about it. It also brings to their at- { by Henry i. Baillet, is a book written in plain | 

tention that they should share in work of this kind. ee — 

Sincerely yours, | know about Cost Finding, Overhead Expense 

Wm. H. Sullivan. | and How to Figure Profits. 128 pages, bound in 

President of Massachusetts State Association of Master ) cloth. $1.00 prepaid. | 

a sinisinesnciinnciiara DOMESTIC ENGINEERING 
Save this issue of “Domestic Engineering.” It will prove of | Beok Dept. 407 S. Dearborn St. Chicago | 
‘reat value for reference. ' 
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FROM THE PRESIDENT OF THE INDIANA 
SOCIETY OF SANITARY ENGINEERS. 


Install a Paal 
Money Maker 


Demonstrator 
in your show 








WATER AUD SYSTEMS 


FOR HOME AND FARM 





. ‘ ' 
HE year of 1919 has 
window and 
watchthe crowds 


gather. 


been a very unusual, 
, © B, extraordinary 


year in the plumbing and 








It isacomplete 
water systen neat ny fraternity. he 


which vo may 
t A) shortage of material and la 





demonstrat to 
your customers or has wrought many 
under actual ser changes on the tnstallation 





viee cenditi 
Write us tor | 
full particulars. || w 


\s we have entered upon 





t| ( year ot pu. let WS look 





Fort Wayne Engineering & Mfg.Co.| | 
1712 Harrison St. FORT WAYNE, IND.| * 














forward ror a prosperous 


year. From all indications 





+] _ . 17 . , ot . 
mere Will re an enormous 


amount of building and con 













fruction work, and these 
CRESCENT HEATER buildings mean work = tor 


the sanitary engineer = and 


Edward Kanney. 


Supplies hot water for do- 


mestic purposes. Especially heating contractor 








for hot water and steam _ boilers, In our state association work we have outlined a policy 
and furnaces. Requires less for increasing the membership, as we realize that by co- 
space than any heater operation and working together in harmony we make 
made. progress, not only trom a sellish point of view but from 


Has large fire sur- , :, ; 
face. No obstruction the public standpoint and benefit to humanity. 


in feeding coal. Easily There are a few men who seem to think they do not 


installed. ; nis : 
need to join the association. ‘To these men I wish to say, 







Made in three sizes, 50, 75 and 100 
gallons Furnished either in iron or 
brass. they are receiving from the association whose work has 


think this matter over seriously and study the benefits 


Write for Smith's catalogue of other Heaters been an untiring effort, to promote our business, to where 
CHARLES SMITH °W:a:3t . : 
CHICAGO it is now—one of the greatest in the country. We want 


you to join our association, and you need us. 
We believe in the support of the Trade Extension Bu- 


T reau and encourage all members, to do all they can to 

| 4 ¢ . 

he ALLINGHAM support if. We also look forward to encouraging the 
movement of standardization of material, especially those 


DIRECT LIFT 











recommended by the Standardization Committee. 







Wishing all in the plumbing and heating fraternity a 


I op-Up llappy and Prosperous New Year, I remain, 


kdward Kanney, President. 


BASIN WASTE nnn 


The Old Reliable With an Established A MESSAGE FROM MISSOURI. 
Reputation Saas 
Manufactured by ITH reference to 


the progres made 


(GOEIz Brass Co vagy Moerman 


Mfrs. Plumbing Brass Specialties State Asso iation of Master 
630 N. FRANKLIN ST. CHICAGO, ILL. Plumbers during the past 


six months, I would = state 








hat thirtv-two new members 


TU Ll 


= were added to our. roster, 

=~ ° . = anal Cori new association 

Tank Fittings of Quality = STE Mina cae 

= ire located in different cities 

| Y, | SHANE” = and towns throughout. the 

1856 C 1919 | state. All the local associa 
OUAENOMARITSONLUTAPASPRITALUORNPREPSOOSTOARANREPUATERET ETE LEASE = Hons in our estate have 


Pepi rrey 
HH 


adopted the Trade Exten 





The ORIGINAL Compound Lever Ball Cock, 
Klevated. Low-Down. ‘Top and Bottom Supply 


sion idea, and are following 


if up very closely. They 


A. A. Zertanna. 


r s y 
lank Levers and Valves. have conducted sales cam- 
paigns in some of the cities, and in many others are now 


preparing to work along those lines: those who have tried 


McSHANE BELL FOUNDRY CO. 
BALTIMORE, MARYLAND 


it have found the results very gratifying. The plumbers 


UTS TTP EM 


expect to continue with these campaigns at various times 


4 


a 


AANA A HT 





during the year. 
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Plumbers have also found that the window displays 


ind small accessories in the plumbing and heating line 


about new business and good results. A 
throughout 
lished shop rooms, carrying a full line of 
found this to be very profitable, and 
business 


have brought 


number of plumbers Missouri have estab- 


fixtures on their 
floors. They have 
especially so when using the sales letters as a 
getter. 

[ find in spite of the fact of high prices, shortage ot 
and fit 
him 


labor and material, that the contracting plumber 
ter in Missouri 1s quite busy, 


having enough to tide 


over for several months, and the prospects for the spring 


of 1920 are very good. I believe that the public is now 
convinced that the high prices will remain with us for 
and there is no doubt but what the labor ques 


spring, SO that opera 


some time, 
tion will be on a settled basis by 
tions for new buildings, | believe, will be started in larg 
quantities. 

During the year, the president of our state as 
visits all the local 
or delegates one of the officers to represent him. ‘This 


Sort mation 


associations and individual members, 


is done to keep in close touch with all the members, to 


see what they are doing, how their association ts getting 
along, and under what lines they are working, and when 
ever an opportunity presents itself, give them a helping 
believe in co operation, and 


hand. Our members her 


helping one another, 
Our next convention will be held in 
March 8 and &, 1920. 
Yours very truly, 


\. A. Zertanna, 


St Joseph, Mo., 


President 
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January 13 and 14, 1920.—The twenty-sixth annual con- 
vention of the Wisconsin Master Plumbers’ Association, 
in Milwaukee, Wis., with headquarters at the Hotel Wis- 
consin. 

January 13, 14 and 15, 1920——The annual convention of 
the Iowa Master Plumbers’ Association, at Fort Dodge, 
lowa, with headquarters at the Wakousa Hotel. 

January 20, 21 and 22, 1920.—The annual convention of 
the Illinois Master Plumbers’ Association, at Quincy, III. 

January 27, 28 and 29, 1920.—The annual meeting of the 
American Society of Heating and Ventilating Engineers, 
in New York City. The sessions will be held in the Engi- 
neering Societies’ Building, West Thirty-ninth Street. 

february 3 and 3, 1920.—The twenty-fourth annual con- 
vention of the Minnesota Master Plumbers’ Association, in 
Minneapolis, Minn. 

February 16, 17 and 18, 1920.—The 
convention of the Ohio State Association of Master Plumb- 
Cleveland, O., with headquarters at the Hotel 


twenty-ninth annual 


ers, at 
Winton. 
March 8 
sourit Master Plumbers’ 
March 15 and 16, 1920.—The 
Kansas Master Plumbers’ Association, at Wichita, Kansas. 
March 18 and 19, 1920.—Quarterly meeting of The Na- 
tional Association of Brass Manufacturers, in Chicago. 
June 15, 16 and 17, 1920.—The thirty-eighth annual con- 
vention of the National 
in Pittsburgh, Pa., with headquarters at the William Penn 


Hotel. 


1920.—The annual convention of the Mis- 
Association, at St. Joseph, Mo. 
annual convention of the 


and 9, 


Association of Master Plumbers, 
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SOMETHING ENTIRELY NEW IN 


SILL-COCKS 


Semi-Finished, Pol- 
ished _—— 
wheel Style N. 
Style O—fieavy 

rougi pattern built 

tor service. 





STYLE O 


Both showe in catalog D 


STYLE N 


KINSEY & MAHLER CO. Peoria, /il. 




















WATERHEATERS 


Whitlock steam actuated water 
heaters for feed water, domestic 
supply and industrial purposes are 
standard the country over. 


THE WHITLOCK COIL PIPE CO. 
HARTFORD, CONN. 


Philadelphia 
Buffalo 


Chicago New York 


Boston 











HAYNES SELLING COMPANY 


Heating Specialists 


Modulated and Vacuum Heating Systems 
Adapted for all Types of Buildings 


Over 25 Years’ Experience 


1711 Sansom Street Philadelphia, Pa. 











= 9 @* wank oe 


BRUNSWICK-BALKE- Se | 


WHALE .= NE - 


<_oseEetT ‘SEATS 







THE EFFICIENT CLOSET SEAT 


HEAVY COVERING ASSURES LIFE- 
LONG SERVICE -- ACID - PROOF 

IMPERVIOUS- STANDS ABUSE LIKE 
A BOWLING BALL — CONCEALED 
HINGES —INDISPUTABLE QUALITY 


RECOMMEND THIS PROFIT MAKER 
ASK YOUR JOBBER OR SEAT DEPT. 


Hi Boowaeasn Dave. G OLLENDER (0 
6231) S0. WABASH D AVE. CHICAGO 


ye 
i yee ay % 

















11s DOMESTIC 





BRASS GOODS FOR PLUMBERS 
A complete line covering every requirement 


Original designs, finest finish, reliable and 
durable in service. Get our latest Catalog. 
It will assist you in ordering your brass 


supplies. 
Frost Manufacturing Co. § Kenosha, Wis. 
VACUUM 
A pump which 


will ma:n- 
tain 20 inch vacu- 
um and discharge 
against 20 pounds 





boiler pressure. 
Simple, sturdy, 


silent. 


Bulletin 3-C de- 





scribes it. 


THOMPSON MANUFACTURING CO. 


DES MOINES, IOWA 











Heat Hints 


If you knew of a heating 
boller scientifically construct- 
ed, combining features assur- 

ing a maximum of efficiency | 
and thorough satisfaction on 
every job, would you ask for 
anything better? | 


ee 
EE — Eo — > 














There is such a Boller. 
Let us tell you about the BERNHARD. 


? 

KANAWHA MFG. COMPANY i 
175 W. Jackson Blwd., Chicago, IIl. 

101 Park Avenue, New York Charleston, West Virginia 

| 


Michigan Representative: 
G. V. Hepburn, 25 Rochester Place, Grand Rapids, Mich. 





ATROY 


PPL Lt NIESING, 
FINTUt Res 


DUQUET 


A line representing the most advanced ideas in Sanita- 


tion. Economy of Operation and Ease of Installations. 


Duojet Closete—Flushing Valves—Urinals—Drink- 
ing Fountains—Self-Closing Cocks— 
Liquid Soap Fixtures, Etc. 

Manufactured and Sold Exclusively by 
The Imperial Brass Manufacturing Co 
810 South Racine Avenve, Chicago, Ill. 


ASK FOR CATALOC 
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A CAREFUL PLANNER IS A SURE WINNER. 





By E. B. Goodwin. 





whether 
manufacturing, selling or farming, are careful 
planners, but with this careful planning they have 
added 100 per cent execution. This year—1920—we are all 
now facing is going to be the biggest year the building 
Every one of us must 


 ansfostaria business men in all lines, 


business has ever experienced. 
sit down and consider how we are to secure and handle 
at least 50 per cent more business than we handled last 
year, 

First of all, we must get the business, not any kind of 
business, but the kind we can handle most profitably. 
Close study of the situation and our surroundings will re- 
sult in formulating a plan which, if followed with real 
snap and vigor, will bring us through this year with a 
very substantial increase in business and profit. 

What Are You Selling? 

Now the question comes how are we to separate the 
chaff from the wheat. We will proceed to analyze the 
character of our business. We are actually selling three 
commodities. First, labor; second, service; third, ma- 
terials. All right, then, let us proceed to consider which 
department of our business offers the greatest opportunity 
for increased profits. 

Labor as a source of profit in our business is more or 
less speculative. A lucky job will bring us out with a 
nice profit while on the other hand, unforeseen circum- 
stances arising will often net us a loss. On the whole the 
profit made on labor is more or less fixed and little can 
be done with that department to increase our profit other 
than increased vigilance and supervision, 

Service can be made a source of increased profit in the 
same degree that the service is increased. Well assorted 
stocks, plenty of tools in good condition, plumbers who 
take real interest in the business, a snappy bookkeeper 
and estimator, a real display room with someone on hand 
to really sell prospective customers are all factors in ex- 
tending our service department 

Plan A Quality Shop. 

Materials? Oh, boy! Here is where we can make 
some real money. We can sell better fixtures and by so 
doing eliminate the vicious competition we must meet on 
the staple jobs. Let us plan to start right now a cam- 
paign to sell better tixtures. Let us plan to be the “quality 
shop” of our community. 

To do this we must have three things; a show room, 
salesmen and an advertising campaign. All right, let us 
take the show room first. We will wash the windows, 
measure off a nice neat space, entirely partition it off 
from the shop and office, clean it until it shines, repaint 
it, lay linoleum on the floor and order our fixtures. 

Cashing in on Advertised Goods. 

Let everything be done at once so that all will be in 
readiness when our fixtures arrive. Now then, what kind 
of fixtures will we buy? Let us take up our trade papers 
and see what is doing in the fixture line. Sure enough, 
here are several manufacturers of plumbing fixtures ad- 
vertising their wares nationally and referring the public 
to the high-class plumbing contractor of their town. By 
George, they are talking about us and we need an adver- 
tising campaign in connection with our show room. Well, 
now the logical thing for us to do is to choose one of 
these manufacturers whose advertising appeals to us the 
most, order our display fixtures from the jobber who han- 
dles their line and take the benefit of their advertising 


for ourselves. 
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Make Yourself Known. 

That stuff fs not new. Just look at our local automobile 
man. He uses the national advertising of the manu- 
facturer of the product he handles and is making good to 
beat the band. We will make ourselves known as dis- 
tributors of this product we choose just as he does. We 
will take copies of our factory’s ads and paste them in 
our show room window with a notation to see our ad in 
the big magazines and identify ourselves with this high- 
class, expensive advertising campaign and it will not cost 
us a cent. No doubt the factory will be glad to turnish 
us with copies of all their advertising and we can choose 
the one that strikes our fancy and best fits our business to 
display in our window. We can probably get some httle 
booklets with our name on them showing bath rooms 
fitted up and cuts and prices of separate fixtures. We 
should get one of their trade marks and paste it on the 
glass in our door so that everyone who comes in may 
see it and know that here is where he can get quality 
goods. 

Co-Operation Is What Counts. 

Now let us not overlook our salesmen. In fact, we 
want everyone in the place to be a salesman. We must 
study these fixtures and talk to the travelers who visit us 
and get posted on this selling proposition. It appears to 
be mostly a matter of understanding what you have for 
sale, together with courtesy and enthusiasm, and we 
ought not have any trouble being enthusiastic over a fine 
built-in tub as compared with the old-style leg tub, nor 
a nice, neat pedestal lavatory as compared with the older 
types. Our bookkeeper can develop himself into a sales- 
man with little trouble. All of our journeymen plumbers 
can boost this better fixture movement and we will all be 
salesmen. 

Make the Trucks Advertise. 

Well, that looks like a pretty efficient plan. Have we 
overlooked anything? What about our trucks? They are 
running all over town all day long and often stand in 
front of jobs we are doing for hours at a time. How 
do they look anyway? Seems as though we could use 
them as traveling advertisements of a progressive high 
class business. We can and we will, tor our plan must 
include repainting. our trucks a uniform color and con- 
necting those trucks with our shop and at the same time 
with this nation-wide advertising of ours. And one more 
thought in that direction. What about that twelve-apart- 
ment building we did last year? That building was under 
construction for nearly five months and most everyone 
in town passed by it and looked at it. Those kinds of jobs 
make excellent billboards. We will get some sign boards 
made with our name as plumbing contractors and also 
mention that the fixtures used are those of Blank Manu- 
facturing Co. That will connect it up all the way around 
and to top it all off we will run a little ad in the local paper 
using a cut we can secure from our manufacturer to call 
direct attention to the fact that we sell this product and 
have it on display in our show room 

It Does Pay To Plan. 

By George, it does pay to plan. We sit down for a 
few minutes and concentrate on our problem and find out 
where the greatest source of profit in our business lies, 
then set out to find means of increasing that profit, and it 
just seems as though one thing suggests another until 
the whole plan unfolds itself. Well, we lost money last 
year by not planning, not an actual loss, of course, for we 
really had a very profitable year, but at the same time had 
we adopted this scheme a year ago we would be far more 
ahead than we are, but forget the past and let’s go! The 


all important thing now 's 100 per cent execution. 


ENGINEERING 119 











ECONOMY EFFICIENCY 





This is a 


Pierce Down Draft, Magazine Feed, Smoke 
Consuming, Heating Boiler 


Saves [‘!. 


Manufactured only by 


PIERCE, BUTLER & PIERCE MANUFACTURING CORP. 





Brooklyn NEW YORK Philadelphia 
Boston Detroit Baltimore 
Worcester Syracuse Washington 




















Positive Action 
Is an wmportant feature in a reliet 
positively Muda 






valve. This point 
anteed in the 


DONNELLY 
Hot Water Relief Valve 


Spring is located outside where 
it vill not corrode from dirt. sedi- 
mentand water \lso prevents spindle 
inside from sticking 

rested to 150 Ib water pressure 

Made of steam bronze mixture 

Make vour hot water installation 
ufe—-install the Donnelly Valve 

(order from your »bber. 


DONNELLY MFG. CO. 
29 Mills Street, Malden, Mass. 
We also make the Donnelly 

Automatic Vacuum Valve 























HOT WATER} 
Without Additional Cost « * 


Show your customers how they can cook meals 
and heat water at the same time by using the 


ELLIOTT Combination Water Heater 
and Gas Stove Top 


Made in sizes to fit on top of any 


gas range Not necessary to place df =) 
boiler close to range. Can be attached Oe, — 1 $83 
to oll stover if desired. eS Ar {} 
Most economical means of heating et 
water ever devised [| i yst 
Write for interesting proposition to . Ohi 
plumbers ” 
State Rights Offered to Reliable Men. Write Today 
a. > 
Elliott Water Heater Co., Inc. I 
1246 Myrtle Ave., Brooklyn, N. Y. Wy 



























OR lasting quality and true capac- 

ity use “KOVEN” Pure Iron, 
Double Row Riveted, Galvanized 
Range Boilers, or NACO Galvanized 
Range Boilers made of open hearth 
steel. These boilers may be bought of 
jobbers everywhere. 








L. O. KOVEN & BRO. 
50 CLIFF STREET NEW YORK 
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i Clas sife d Advertisements a 


The charge for advertisements under this heading is 6 cents a word, including heading and address; 


$1.00 minimum. 


To insure insertion, copy and remittance should reach us by Wednesday morning. 


SEE — —— —————— 
—— ed — — 


Situations Open 


WANT 
‘ mploye 


in 


, : , WANTED —l’OSITTION 
tr uals 000d opportunits for plumbing ans 
Address stating quaihea- jumbing specialtis 
previo recora of, inble married man 
tic KMngineering < o ‘ lis nd Southern 
7 ire ““Domesttl 


WANTEI—-RADIATOR ANT RBOTLICR 
anlesmen for Western Pennsvivania 
Philadelphia and Marvland il applica 
7 considered strictly confidential 
2751 care Domestic Kngineering,’ 


: 


SALESMAN WANTES Wie 


nave [ie , ition r ST = 
r Salesman to t vel I hey 
o that mesman having ;: -} wi le 1. : 
he plumbing and heating usi | is 
, t a. ecruyrs Pwysi a if 


WANTED — JUNIOR 


eating supplies or He 
ee ~~ ome 


Ad Miscellaneous. 


SELL YOUR SURPLUS COUPLINGS By John K. Allen 
and fittings Write J 
Mfg. Co., 557 W. Lake St., Chicago. tf 


us. The A. & 
Bin Labels | Price, 32%. 


and Mill Suprlies R. Pierce. 


tne GHTSMAN TIME SHEETS, JOB TICKETS, ESTI- 


ilating engi- mating blanks, illustrated stationery, 
Stute ex blotters, ete. For plumbers. Reasonable. 

, «tart with Send for catalog and price list. Prompt 
line Heat service P. Fink & Sons, 66 N. 7th St., 
1o-11-tf P hiladelphia, Pa. 11-22 tf 


Government Proposals 


LIC ASI RY DEPARTMENT, Su pore 
\rch itect’ Ss Office Washington, D. 

2 191% Sealed proposals will es 

this office at 32 p. m., January 

a: for the mechanical equipment 

nineteen buildings of the United 

ites Public Health Service Sanatorium 

at Dawson Springs, Ky. Drawings and 

specifications may be obtained from the 

Field Engineers, United States Public 

alth Service, Dawson Springs, Ky., or 

Rood steady. re- at this office, in the discretion of the 

Northern In- Supervising Architect, Jas. A. Wetmore, 

ivan Address At Supervising Architect 1-1 


engineer - 
}-1 


AS SALESMAN 


‘ti 


nz 


Books for Your Trade Library. 


SANITATION IN THE MODERN HOME 
Explains the proper 
arrangement and equipment of bath room, 
laundry, kitchen, ete. A guitable book to 
present to your customer or prospective 

Size 5% x8 in. 272 pages. Cloth 





| PRACTICAL MANUAL OF STEAM AND 
Water, Gas, Steam | HOT WATER HEATING. By Edward 
A comprehensive book, espec- 
ially appreciated by the busy steamfitter. 
Every phase of steam and hot water heat- 


HADDON SPECIALTY CO. ing is explained in every-day language, 


Haddon He ghts. N J 


WANTEHED—TWO MEN THOROUGHLY 
experienced along heating line for 
radiator and boiler salesmen; one for 1 to 4 1n., or 

Washington and Baltimore territory, and electri driven. 

one for Philadelphia Union Radiator Co vhat vou have 

Johnstown, Pa 12-27-tf er ‘Rockford, I}] 


WANTED —PIPE 


THINK CUT FROM 
VA 


easily understood. Unlike the usual dry, 
technical treatise. Size 6x9 in. 340 pages. 
Cloth. Price, $2.50 


in. Would prefer 


idivise nt once 


Domestic Engineering 
1-10 407 S. Dearborn St., Chicage 
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Air Valves 


al sttamnes Se aay 


i 
No other Si 
lirect from tactor) 


The Holmberg Steam Trap Co., 


Lindsborg, Kansas 


HUR-TI 


STOPS ’EM 

















~~) Brass and Copper 
| Tubing 
Seamless Drawn 


Iron Pipe Sizes Special Mixture if Desired 
Crescent Brand Tubing ie used exclusively in Wheeler Condensers. It is of 
special value to the plum trade. When QUALITY tubing is wanted 
always epecify CRESCENT 
Wheeler Condenser 2 Engineering Co., Carteret, N. J. 47 


CLEVELARD 


FLUSH-VALVE 


Simple Sanitary Satisfactory 
Designed for general use, and especially where hard usage 
is unavoidable Lever or push button action. 


Write for our Special Sample Valve Offer. 


Cleveland Flush Meter Company,N°™': Courtand Sy. 2ndst. 





CEnNCOo) 


Floor and Ceiling Plates 
Pipe Hangers, Clamps and Specialties 
Write for New Catalog and Prices 
Cc. ERWIN NORMAN & CO. 
Manufacturers 


Fig. 100—Steel Floor 
14-16-18 W. Kinzie St., Chicago, U.S.A. 


Ceiling Plate 























Base — . 


Without fi Rime ge Cham pion Auxiliary Boiler 


Fits any hot air furnace. In- 
creases heating capacity. A busi- 
ness-getter and profit-maker, 
Try it. 

Order from Your Jobber 
or write to 
Frank D. Stolz Co. 
3127 N. Clark St. CHICAGO 








Mention Domestic ENGINEERING when writing advertisers. 




















